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Money  and  morale:  Keys  to  retention 

Desperate  to  hire  IT  pros?  Frantic  to  keep  your  stars?  How  you 
pay  them  can  help  -  or  hurt.  Managing,  50;  IT  Careers,  64 


Breakfast  of  programmers  "* 

Programmer  productivity  improves  Jk  3  ; 
when  the  snacks  are  under  control.  3; 
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FREEWARE  PHOBIA 

►  Web  embraces  Linux ,  Apache;  but  CIOs  don't 


Microsoft  reaching 
out  to  user  groups 

ONCE  IGNORED,  NT  GROUPS  WIN  SOME  BACKING 


Andy  Martin  of  Garden 
Escape  runs  an  online  store 
with  Apache  freeware 


By  Stewart  Deck 


andy  martin,  chief  technology 
officer  at  a  young,  Web-based 
business,  has  good  reasons  for 
using  freeware.  His  free  Apache 
Web  server  software  is  more  re¬ 
liable  —  and  nearly  three  times 
faster  —  than  the  commercial 
product  it  replaced. 

Harry  M.  Levy,  executive  vice 
president  at  a  more  traditional 
corporation,  has  just  as  many 
reasons  for  his  freeware  phobia. 
It’s  hard  to  tell  the  board  of  di¬ 
rectors  of  a  public  company  that 
you  plan  to  bet  the  business  on 
free  software  that  “might  blow 
Freeware,  page  20 


Car  dealers 
yield  sales 
to  Internet 

By  Bob  Wallace 

the  internet  is  changing  the 
competitive  landscape  for  auto 
dealers,  with  an  impact  so  deep 
it  is  affecting  how  many  vehi¬ 
cles  they  can  get  from  automak¬ 
ers  to  sell.  Chrysler  Corp.,  for 
example,  allocates  more  cars  to 
dealerships  that  sell  more  —  a 
policy  that  can  reward  dealers 


who  exploit  the  Internet  to 
boost  sales. 

But  that  allocation  policy  has 
caused  some  friction  in  the 
Chrysler  family. 

The  Federal  Trade  Commis¬ 
sion  recently  said  25  Chrysler 
dealers  threatened  to  boycott 
Chrysler  because  one  small¬ 
town  dealer  was  successfully  us¬ 
ing  the  Internet  to  sell  more  au¬ 
tomobiles. 

“Dave  Smith  Motors  of  Kel¬ 
logg,  Idaho,  was  attracting  cus¬ 
tomers  from  around  the  North¬ 
west  and  taking  substantial 
sales  from”  other  dealers,  an 
FTC  statement  said.  “The  goal 
of  the  boycott  was  to  limit  sales 
Car  dealers,  page  17 


Reliance  on 
temps  creates 
new  problems 

By  Barb  Cole-Gomolski 


years  of  corporate  downsizing 
and  the  high-tech  labor  short¬ 
ages  have  forced  information 
systems  departments  to  rely 
heavily  on  temporary  workers 
—  maybe  too  much  so. 

Although  IS  executives  say 
temps  have  helped  them  cut 
costs  and  secure  hard-to-find 
talent  for  key  projects,  some 
worry  about  the  risks  of  having 
a  corps  of  workers  whose  loyalty 
is  uncertain. 

With  the  move  toward  so- 
called  permatemps,  or  long¬ 
term  temporary  employees,  “we 

Temps,  page  85 


By  Sharon  Gaudin 


as  part  of  its  strategic  plan  to 
woo  corporate  users,  Microsoft 
Corp.  is  taking  concrete  steps  to 
link  up  with  the  hundreds  of 
grassroots  user  groups  that  have 
long  been  on  their  own. 

The  Worldwide  Association  of 
NT  User  Groups,  Inc.,  an  um¬ 
brella  organization  of  about  200 


By  Sharon  Gaudin 


Microsoft  corp.  is  gunning  for 
enterprise  accounts,  and  as  it 
made  clear  at  a  recent  analysts’ 
meeting,  service  and  support 
are  its  weapons  of  choice.  With 
that  in  mind,  it  appears  the 
company  is  finally  taking  a  clos¬ 
er  look  at  the  value  of  forging  a 
relationship  with  user  groups 
(see  story  above). 


Windows  NT  user  groups  with 
a  total  of  about  a  quarter  mil¬ 
lion  members,  last  week  re¬ 
vealed  it  has  received  a  promise 
of  regular  financial  backing  and 
moral  support  from  Microsoft. 
A  company  spokesman  said  Mi¬ 
crosoft  has  received  the  associa¬ 
tion’s  request  for  support  but 
doesn’t  know  if  that  request  has 
Umbrella  group,  page  84 


To  win  over  the  corporate 
elite,  Microsoft  has  to  prove  that 
it  can  do  more  than  just  close 
the  big  sale.  User  groups  may 
prove  a  potent  vehicle  for  not 
only  getting  out  the  message 
that  it  can  do  more,  but  also  for 
helping  provide  those  services. 

“My  impression  is  that  there 
needs  to  be  a  lot  of  work  done 
[in  this  relationship],”  said  Nick 
Groups,  page  84 


GROUPS  SEEN  AS  ALLIES  IN  QUEST  FOR  ENTERPRISE 


Joseph  Smialowski  Evelyn  Follit  Jim  Kinney  Steve  Edmonson  William  Friel  Jeff  Geltz 

Sears,  Roebuck  Tandy  Kraft  R.  P.  Scherer  Prudential  Insurance  AllEnergy  Marketing 


You’re  spending 
upward  of  $200,000 
on  IT  analyst  firms. 


ou  may  get  validation  of  your  IT 
strategy,  help  in  getting  the  best 
price  from  suppliers  and  a  heads-up 


on  product  weaknesses.  But  you  might  get  the 


So,  what  are 
you  getting? 


same  information  sliced  and  diced  in  too  many 
ways  for  too  much  money.  We  asked  nine  CIOs 
(six  are  pictured  above)  to  recall  their  experi¬ 
ences  with  analyst  firms  such  as  Gartner  Group 
and  Forrester  Research.  Review  Center,  page  56. 


You  use  the  same  NIC  in  your  $15,000  server 
that  you  use  in  your  $2,000  PC?? 


Maybe  we  should  talk  about  this 


3Com  Server  Networking 

All  NICs  are  not  created  equal. 
When  connecting  a  mission  critical 
server  to  your  network,  you  need  a 


The  Fast  EtherLink®  10/100 
Server  NIC 

i 


Self-Healing  Drivers. 
Resilient  Server  Links. 
Lifetime  Limited  Warranty. 


j  Buy  two  Fast  EtherLink  Server  NICs  for  just  S139! } 

1 -888-906-3 COM,  ext.  130. 


NIC  that  won’t  let  your  server  link 
fail.  One  that  can  solve  problems 
before  they  start.  One  with  redun¬ 
dant  connections.  In  short  -  a  3ComE 
Server  NIC.  Only  3Com  Server  NICs 
feature  Self-Healing  Drivers,  making 
unexpected  failures  a  thing  of  the 
past.  And  with  Resilient  Server  Links, 
you’ve  got  maximum  server  uptime. 
It’s  all  part  of  the  3Com  complete 
server  networking  solution,  backed 
by  a  lifetime  limited  warranty. 

Glad  we  had  this  talk. 
Visit  www.3com.com/servernic/cw 
for  more  information  on  3Com 
Server  NICs,  or  call  us  at 

1-888-906-3C0M,  ext  243. 
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MTV's  Jeff  Polner  discovered 
OLAP  for  managing  capital  ex¬ 
penses  and  forecasting  revenue. 

Software,  page  43 


Standardizing  PCs  for  global 
directories  is  painstaking  work, 
says  Health  First’s  Mark  Amey. 

In  Depth,  page  62 


Green  Mountain’s  Jim  Prevo  says 
business  automation  apps  made 
his  supply  chain  more  efficient. 

Corporate  Strategies,  page  33 
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■  Faced  with  complex  technology  decisions,  many  exec¬ 
utives  turn  to  the  big  technology  analyst  firms.  Our  re¬ 
view  shows  that  Gartner  is  the  leader,  mostly  for  its  size 
and  breadth  of  research;  Giga  tends  to  be  a  backup  for 
the  same  things,  but  on  a  more  one-on-one  basis;  For¬ 
rester  gives  the  big  picture  in  terms  understandable  by 
the  nontech  exec;  Meta  is  industry-specific;  and  the  Cor¬ 
porate  Advisory  Board  talks  HR  and  staffing  issues  to 
big-company  CIOs.  Chief  complaints  include  selling  less 
info  for  more  dough.  Top  IS  executives  reveal  which  an¬ 
alysts  have  helped  and  how  to  use  them.  Page  56 


■  In  a  world  where  hot  IT  skills 
are  scarce,  new  recruits  can 
command  a  15%  salary  premi¬ 
um,  driving  away  current  staff 
who  were  hired  for  less.  Man¬ 
agers  respond  by  paying  market 
rates  for  specific  skills,  taking 
salary  off  the  table  as  a  reason 
to  leave.  Then  they  use  flexible 
schedules,  raises  and  other 
nonsalary  incentives  to  keep 
staffers  from  job  hunting. 

Page  64 

■The  SEC  recently  told  9,000 
companies  to  ’fess  up  on  their 
year  2000-readiness  plans.  That 
request  is  only  the  tip  of  the 
iceberg,  as  government  agen¬ 
cies  push  for  more  regulation  of 
key  IT  issues,  Paul  A.  Strass- 
mann  predicts.  He  sees  a  time 
when  technology  operations 
will  face  the  same  scrutiny  as 
manufacturers  and  other  non¬ 
electronic  businesses.  Page  54 

■Green  Mountain  Coffee 
moved  from  DOS  apps  to 
PeopleSoft  to  automate  many  of 
its  business  processes  and  keep 
up  with  growth  that  averaged 
30%  per  year.  The  move  paid 
off  in  a  supply  chain  that’s 
much  more  efficient  and  an  in¬ 
frastructure  that  lets  it  focus  on 
wholesale  and  direct  sales  as  it 
closes  or  sells  its  retail  stores. 
Page  33 


■The  Pizza  Method  of  software 
development  requires  locking 
programmers  in  a  room  and 
slipping  pies  under  the  door 
until  their  code  is  done.  The 
result?  Overweight,  unproduc¬ 
tive  programmers.  We  spoke  to 
counselors  and  programmers 
who  learned  how  to  trim  the 
fat  and  make  the  techies 
healthier  by  using  one  of  their 
favorite  tools  that  they  always 
have  close  at  hand  —  software. 
Page  33 

■The  top  25  commercial  banks 
have  more  than  1,000  Internet 
initiatives  under  way,  but  most 
of  them  don’t  pay  off  in  real 
terms,  a  new  study  says.  The 
problem  is  that  acquiring  elec¬ 
tronic  customers  often  costs 
more  than  they’re  worth.  Keep 
your  cost-savings  projections 
conservative,  users  advise. 

Page  33 

■Telecommuting  is  a  great  way 
to  save  money  at  central  facili¬ 
ties  and  save  workers  commut¬ 
ing  time.  But  telcos  are  putting 
high-speed  access  lines  in  cities 
—  not  in  the  ’burbs,  where 
workers  live.  There’s  not  much 
to  do,  users  said,  but  wait  until 
Digital  Subscriber  Line,  cable 
modems  and  other  means 
become  more  readily  available. 
Page  41 


Bob  Herboid 

On  testing  NT  5.0,  year  2000, 
“frank"  E-mail  with  customers 
and  other  issues 
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Threat  of  pilots'  strike 
calls  systems  into  action 


By  David  Orenstein 

last  week,  when  Northwest 
Airlines  canceled  400  flights  in 
anticipation  of  a  possible  pilots’ 
strike,  its  competitors  and  other 
industry  players  relied  on  so¬ 
phisticated  information  technol¬ 
ogy  systems  to  adjust  their 
plans. 

In  fact,  airlines,  reservation 
systems  managers  and  travel 
agents  for  weeks  have  been 
preparing  for  a  Northwest  strike 
and  the  impact  it  would  have  at 
Northwest’s  hubs  in  Detroit, 
Memphis,  Minneapolis/St.  Paul 
and  Tokyo. 

Travel  consultant  Bob  Langs- 
feld  at  Langsfeld  Fazio  &  Asso¬ 
ciates  in  Crystal  Bay,  Nev.,  said 
travel  agents  automatically  learn 
about  the  cancellations  and  al¬ 
ternative  plans  because  they  are 


tapped  in  directly  to  the  nation’s 
main  computerized  airline 
reservations  systems,  including 
Sabre  Group  Holdings,  Inc., 
Galileo  International,  Inc.’s 
Apollo  and  WorldSpan  LP. 

The  huge  systems  —  Sabre’s 
peak  message  volume  is  5,809 
per  second  —  are  linked  with 
proprietary  protocols  that  let 
reservations  be  traced  back  to 
agents  who  make  them  no  mat¬ 
ter  which  system  they  used. 

The  Sabre  system  warned 
travel  agents  by  posting  a  mes¬ 
sage  when  they  logged  on  that 
directed  them  to  more  informa¬ 
tion  about  Northwest’s  flight 
status,  said  spokesman  Taylor 
Cole. 

Customers  who  circumvented 
travel  agents  in  favor  of  the 
phone  or  the  Internet,  however, 
will  be  notified  only  by  a  phone 


call  or  E-mail  placed  by  their  In¬ 
ternet  services,  agents  or  airline 
personnel,  Langsfeld  said. 

“You  use  the  Internet  to  re¬ 
duce  the  manpower,  but  for  sit¬ 
uations  like  this  you  need  man¬ 
power,”  he  said. 

At  the  corporate  customer  lev¬ 
el,  the  human  factor  also  plays 
a  key  role.  Zachary  Hicks,  travel 
services  manager  at  Toyota  Mo¬ 
tor  Sales  USA,  Inc.  in  Torrance, 
Calif.,  said  he  is  able  to  search 
the  Apollo  system  to  find  em¬ 
ployees  with  ill-fated  reserva¬ 
tions  on  Northwest. 

He  said  the  company  was 
able  to  avoid  being  heavily  af¬ 
fected  because  it  knew  the  labor 
troubles  were  coming  and 
stopped  booking  Northwest 
flights.  Detroit  is  one  of  Toyota’s 
top  10  destination  cities,  Hicks 
said.  The  major  airlines  have 


A  looming  strike  by  Northwest  Airlines  could  hold  up  pas¬ 
sengers  at  airport  hubs  such  as  this  one  in  Detroit 


elaborate  database  systems  set 
up  to  facilitate  the  complicated 
job  of  redeploying  planes  and 
rescheduling  flights  to  accom¬ 
modate  as  many  stranded  pas¬ 
sengers  of  competitors  as  possi¬ 
ble,  Langsfeld  said. 

The  decision-support  systems 
often  integrate  multiple  back¬ 
end  databases,  sometimes  resid¬ 
ing  on  partitioned  mainframes. 

In  time,  he  said,  airlines  have 
honed  their  databases  to  return 


information  about  which  flights 
are  likely  to  be  emptiest  at 
which  times.  Those  flights  can 
be  rescheduled  to  take  over  for 
grounded  Northwest  flights. 

Delta  Air  Lines  said  it  expect¬ 
ed  heavy  volume  to  hit  its  reser¬ 
vation  call  centers.  The  airline 
planned  to  honor  Northwest 
tickets  issued  on  or  before 
Aug.  28.  □ 

Senior  editor  Jaikumar  Vijayan 
contributed  to  this  story. 


Is  Wintel  union  showing  strain? 

►  Microsoft  said  to  pressure  Intel  on  interests 


By  Stewart  Deck 


as  Microsoft  corp.  Chairman 
Bill  Gates  sat  down  last  week  to 
give  a  deposition  in  his  com¬ 
pany’s  antitrust  tussle  with  the 
U.S.  Department  of  Justice,  re¬ 
ports  of  Microsoft  threats 
against  Intel  Corp.  led  some  in¬ 
dustry  watchers  to  wonder 
whether  the  industry-dominant 
Wintel  partnership  may  be  on 
the  wane. 

A  source  close  to  the  antitrust 
case  confirmed  that  Intel  docu¬ 
ments  and  depositions  by  com- 


Clarification _ 

A  July  6  story,  “Market  for 
’net-based  procurement  soft¬ 
ware  lures  SAP  into  vendor 
pack,”  could  have  been  misin¬ 
terpreted  as  saying  Chevron 
Corp.  and  Federal  Express 
Corp.  plan  to  use  Netscape 
Communications  Corp.’s  In¬ 
ternet-based  procurement 
software.  Both  companies  are 
customers  of  Ariba  Technolo¬ 
gies,  Inc. 

Corrections _ 

A  June  i  IT  Careers  story,  “The 
young  and  the  restless,” 


pany  executives  describe  a  1995 
meeting  in  which  Gates  threat¬ 
ened  to  work  more  closely  with 
Intel's  competitors  if  the  micro¬ 
processor  maker  didn’t  trim  its 
outside  technology  interests. 

Intel  spokesman  Chuck  Mul- 
loy  confirmed  that  Intel  turned 
over  documents  to  investigators 
earlier  this  year  but  declined  to 
confirm  “subpoenas,  deposi¬ 
tions  or  any  other  activities.” 

Rob  Enderle,  an  analyst  at 
Giga  Information  Group  in  San¬ 
ta  Clara,  Calif.,  said  Microsoft 
and  Intel  are  like  siblings  and 


misidentified  Elaine  Brodeur’s 
place  of  employment.  She  is  a 
staffing  advisor  at  The  Hart¬ 
ford  Financial  Services  Group. 

A  July  20  Servers  &  PCs  brief 
on  new  Dell  Computer  Corp. 
servers  incorrectly  identified 
the  product  line.  The  products 
are  Precision  Workstation  610 
and  PowerEdge  6300.  They 
were  announced  June  29. 

A  July  20  IT  Careers  story  on 
the  Wall  Street  Journal  Inter¬ 
active  Edition  misidentified 
the  career  management  spe¬ 
cialist.  He  is  Tony  Lee. 


each  has  likely  threatened  the 
other  in  the  past.  But  in  the 
end,  he  said,  they  will  probably 
do  what's  best  for  the  Wintel 
platform. 

If,  however,  the  two  com¬ 
panies  ever  aired  their  disagree¬ 
ments  publicly,  “it  could 
escalate  to  a  no-holds-barred 
problem  that  could  damage 
each  severely,”  Enderle  added. 

INEVITABLE 

But  Carl  Howe,  an  analyst  at 
Forrester  Research,  Inc.  in 
Cambridge,  Mass.,  said  Intel 
and  Microsoft  are  on  divergent 
paths  anyway,  regardless  of 
whether  their  squabbles  are 
aired.  “Any  rifts  have  been  tak¬ 
en  care  of  within  the  ‘family,’ 
but  the  family’s  growing  up  and 
the  kids  are  going  to  start  going 
off  on  their  own  soon,”  Howe 
said. 

To  some  observers,  reports  of 
Microsoft  pressuring  Intel  indi¬ 
cate  that  the  government  may 
be  extending  its  case  beyond 
browser  and  operating  system 
linkages  and  into  anticompeti¬ 
tive  and  predatory  market 
conduct. 

“Most  courts  would  recognize 
that  a  pattern  of  abusive  preda¬ 
tory  conduct  would  be  relevant” 
to  the  case,  along  with  any  at¬ 
tempts  at  market  allocation, 
said  Lewis  Noonberg,  an  attor¬ 


ney  who  specializes  in  antitrust 
and  trade  regulation  at  Piper  & 
Marbury  LLP,  a  law  firm  in 
Washington. 

Microsoft  officials  said  the 
Justice  Department  was  grasp¬ 
ing  at  straws.  “We  believe  the 
government’s  last-minute  ef¬ 
forts  to  rewrite  their  allegations 
are  very  unfortunate,”  said  Mi¬ 
crosoft  spokesman  Mark  Mur¬ 
ray.  "The  facts  will  show  that 
Microsoft  has  always  conducted 
its  business  in  a  fair  and  legal 
manner.” 

Separately,  last  week,  Mi¬ 
crosoft  picked  up  some  formal¬ 
ized  support  from  a  newly 

Tales  of  Bill  Gates 


formed  organization  of  software 
resellers  and  service  companies 
called  the  Technology  Access 
Action  Committee  (TAAC).  The 
companies  in  the  TAAC  have 
joined  forces  to  combat  what 
they  call  the  “excessive  govern¬ 
ment  interference”  that  threat¬ 
ens  growth  and  innovation  in 
the  computer  industry. 

“If  the  government  continues 
down  its  current  path,  the  cre¬ 
ativity  and  entrepreneurial  spirit 
of  the  technology  industry  will 
be  severely  jeopardized,"  said 
Jay  Amato,  chairman  of  the 
TAAC  and  CEO  of  Vanstar 
Corp.  □ 


With  Microsoft  set  to  battle  the  U.S.  Department  of  Justice  and 
20  states  in  court  next  month,  everyone  wants  to  be  a  pundit. 

First  Jennifer  Edstrom,  daughter  of  Microsoft’s  main  public  re¬ 
lations  guru,  Pam  Edstrom,  teamed  with  former  Microsoft  pro¬ 
grammer  Marlin  Eller  to  dispel  the  notion  that  Microsoft  CEO  Bill 
Gates  carefully  orchestrated  his  phenomenal  success.  In  their 
book,  Barbarians  Led  by  Bill  Cates  (Henry  Holt  and  Co.,  New 
York,  $23),  they  claim  that  Gates  simply  stumbled  into  his  power¬ 
ful  place  in  the  PC  industry. 

Now,  in  The  Microsoft  File  (Times  Books,  New  York,  $25.95), 
due  next  week,  technology  reporter  Wendy  Goldman  Rohm  con¬ 
cludes  that  Gates  and  his  pod  of  top  executives  are  first-class  con- 
nivers,  not  fortuitous  successes. 

Although  public  attention  is  focused  on  Microsoft’s  battles  with 
lawyers  on  several  fronts  —  a  Sept.  23  trial  on  the  government’s 
broad  antitrust  charges  involving  Windows  98  and  a  suit  brought 
by  Sun  Microsystems,  Inc.  over  alleged  violations  of  a  Java  li¬ 
cense,  among  them  —  much  of  the  book  centers  on  the  past,  in¬ 
cluding  Microsoft’s  ill-fated  partnership  to  co-build  the  OS/2  op¬ 
erating  system  with  IBM.  —  Kim  S.  Nash 
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When  we  say  Unicenter®  can  manage 
anything,  anywhere,  we  mean  it. 

As  this  Formula  One  MP4/1 2  car 
races  along  at  speeds  in  excess  of  210 
miles  per  hour,  pulling  G  forces  that  rival 
a  jet  fighter  plane,  it  broadcasts  hun¬ 
dreds  of  megabytes  of  critical  telemetry 
data  back  to  the  pit  crew.  They  use  it  to 
make  split-second  decisions  that  often 
mean  the  difference  between  victory 
and  defeat. 

Unicenter  TNG®  helps  the  West  McLaren  Mercedes  race 
team — one  of  the  winningest  teams  in  Formula  One  history — 
interpret  this  vital  information  through  Unicenter  TNG’s  sophisti¬ 
cated  manager/agent  technology,  and  a  revolutionary  3-D 
interface.  Everything  that’s  happening,  from  the  pressure  on  the 
left  rear  brake  pad  to  the  downforce  of  the  chassis  set-up,  can 


be  monitored  and  managed  through 
Unicenter  TNG. 

By  looking  at  this  data  in  a  whole 
new  way,  the  West  McLaren  Mercedes 
race  team  can  now  make  smarter 
decisions  in  less  time.  In  a  business 
where  hundredths  of  a  second  can 
mean  the  world,  Unicenter  TNG  is 
making  a  difference. 

This  is  just  one  example  of  how 
Unicenter  TNG  today  is  managing  all 
kinds  of  non-IT  devices  for  all  kinds  of  organizations. 

Call  us  to  find  out  how  Unicenter  TNG  can  help  you  be 
more  competitive. 

Call  1-888-UHICENTER  or  visit  www.cai.com 


Unicenter  TNG’s  Real  World  Interface ™  analyzes  critical 
performance  measures  such  as  front  and  rear  brake 
pressure  impact  on  car  speed. 
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ie  search  goes  on 
r  Java  developers 


By  Carol  Sliwa 


with  seasoned  Java  program¬ 
mers  hard  to  find,  large  compa¬ 
nies  looking  to  do  critical  busi¬ 
ness  applications  are  turning  to 
consultants  to  help  jump-start 
their  projects  while  their  own 
in-house  developers  get  up  to 
speed. 

Several  companies  doing  seri¬ 
ous  Java  work  said  they  need 
developers  who  not  only  under¬ 
stand  how  their  business  works, 
but  are  also  highly  skilled  in  ob¬ 
ject-oriented  programming  — 
and  that’s  a  tough  proposition. 

That’s  particularly  true  in  the 
financial  services  industry, 
where  developers  need  to 
supply  programs  that  will  help 
do  risk  assessments  for  in¬ 
vestors  or  build  trade  process¬ 
ing  systems  for  brokers,  for 
example. 

Companies  are  left  with  two 
choices,  said  Jeffry  Borror,  direc¬ 
tor  of  information  technology  at 
Daiwa  Securities  America  in 
New  York.  “You  can  take  them 
away  from  another  firm  where 
they  were  doing  that  sort  of 
thing.  [Or]  you  hire  somebody 
who  not  only  wants  to  program 
but  wants  to  learn  the  busi¬ 
ness,”  he  said.  That’s  no  differ¬ 
ent  from  the  situation  compa¬ 
nies  faced  in  seeking  good  C++ 
programmers  in  the  early  ’90s, 
Borror  noted.  But  because  Java 
is  only  3  years  old,  the  available 
talent  pool  is  smaller. 


Computerworld’s  annual  skills 
survey,  to  be  published  in  No¬ 
vember,  shows  that  25.3%  of 
493  IT  managers  polled  have 
some  level  of  Java  skill  on  staff. 
During  the  next  year,  21.9% 
plan  to  do  Java  training,  and 
13.4%  expect  to  hire  for  Java 


Daiwa  Securities'  Jeffry 
Borror  uses  both  in-house 
Java  programmers  and  con¬ 
sultants 

skills.  Sun  Microsystems,  Inc., 
Java’s  inventor,  has  authorized 
41  centers  for  Java  training.  And 
colleges  and  even  some  high 
schools  are  teaching  object- 
oriented  programming  (see  re¬ 
lated  story  at  right). 

It  could  take  years,  however, 
for  knowledge  to  seep  up  to  cor¬ 
porate  IT  shops.  A  dearth  of 
seasoned  Java  programmers  has 
forced  some  to  turn  to  outside 


consultants  for  help. 

Borror,  for  instance,  has  five 
in-house  programmers  and  an¬ 
other  six  from  a  local  consul¬ 
tancy  working  on  a  trio  of  Java 
applications:  a  trading  system 
that  can  route  business  transac¬ 
tions  to  different  processing  lo¬ 
cations  in  air-traffic  controller 
fashion,  a  Japanese  equity- trad¬ 
ing  system  and  a  trade-clearing 
system  for  remote  brokers. 

Standard  &  Poor’s  has  part¬ 
nered  with  Ernst  &  Young  LLP 
on  an  application  that  will  let  its 
corporate  customers  access  risk 
assessment  ratings  and  infor¬ 
mation  through  World  Wide 
Web  browsers. 

Because  New  York-based 
Standard  &  Poor’s  wanted  its 
own  people  working  on  the 
project,  it  brought  in  five  of  its 
best  in-house  staffers  and  five 
new  hires  to  learn  Java.  Ernst  & 
Young  serves  as  a  mentor. 

“If  you  bring  in  too  many 
people  from  outside,  you  don’t 
really  know  if  you’re  doing  the 
right  stuff,"  such  as  knowing 
if  the  information  provided  by 
an  application  is  displayed  cor¬ 
rectly,  said  Leon  Abudaram,  se¬ 
nior  director  of  technology  at 
Standard  &  Poor’s. 

Sabre  Technology  Solutions,  a 
division  of  AMR  Corp.  in  Fort 
Worth,  Texas,  enlisted  the  help 
of  Sun’s  professional  services  to 
jump-start  its  in-house  Java  de¬ 
velopers,  who  are  working  on 
an  application  that  will  let  air- 


JAVA  HELP 


Does  your  organization  provide 
training  in  Java  programming  for 
your  application  developers? 


Do  you  hire  consultants  to 
write  Java  programs  for  your 
organization? 


Base:  103  managers  at  companies  that  use  Java 

Source:  Computerworld  Information  Management  Group,  Framingham,  Mass. 


In  the  pipeline 


It  takes  a  good  five  years  to  reach  the  master  level  in  object- 
oriented  coding  —  a  solid  foundation  for  top-flight  Java  program¬ 
mers,  said  John  Melka,  a  senior  systems  engineer  at  NationsBanc 
Services,  Inc.  in  Chicago. 

Of  the  120  programmers  in  NationsBank’s  Chicago  application 
development  staff,  about  80  are  doing  Java  development  —  in¬ 
cluding  30  nearly  exclusively.  Given  the  sort  of  complex  financial 
systems  NationsBank  is  building,  bank  officials  didn’t  feel  they 
could  take  any  other  approach,  they  said. 

Sabre  Technology  Solutions  also  has  programmers  ramping  up 
in  Java.  “If  somebody  is  experienced  in  C++,  it’s  fairly  easy  to 
teach  them  Java  —  as  opposed  to  teaching  someone  who  hasn’t 
been  doing  object-oriented  programming  and  throwing  them  into 
Java,”  said  Scott  Frederick,  a  development  director  at  Sabre. 

A  Computerworld  survey  of  103  information  systems  managers 
at  companies  using  Java  showed  that  more  than  half  are  training 
their  programmers  in  Java,  and  40%  said  they  hire  outside  con¬ 
sultants  to  write  Java  programs  (see  chart). 

Outside  the  business  world,  educators  are  introducing  object- 
oriented  programming  to  students  at  earlier  ages,  which  could 
lead  to  better-trained  developers  down  the  road.  Educational  Test¬ 
ing  Services  in  Princeton,  N.J.,  administers  to  high  school  stu¬ 
dents  a  computer  science  advanced-placement  test  that  requires 
knowledge  of  C++.  —  Carol  Sliwa 


line  reservations  professionals 
book  flights. 

The  Home  Depot,  Inc.  in  At¬ 
lanta  relies  on  in-house  talent, 
having  made  a  major  invest¬ 
ment  in  Java  for  projects  that 
include  in-store  customer  ser¬ 


vice  and  mobile  ordering.  Of 
the  retailer’s  360  programmers 
on  staff,  no  know  Java. 

“Our  plan  is  to  train  ’em  all,” 
said  Mike  Anderson,  Home 
Depot’s  vice  president  of  tech¬ 
nology.  □ 


Secure  Web  site  to  serve  fund  managers 

►  Nasdaq  system  to  offer  more  flexibility 


By  Thomas  Hoffman 


the  nasdaq  Stock  Market,  Inc. 
will  launch  a  secured  Web  site 
next  month  that’s  expected  to 
make  it  easier  for  mutual  fund 
managers  to  submit  accurate 
fund  prices  by  their  daily  dead¬ 
lines. 

The  Washington-based  stock 
market  is  moving  its  Mutual 
Fund  Quotation  System  off  an 
antiquated,  12-year-old  DOS- 
based  system  to  a  browser- 
based  World  Wide  Web  site 
developed  by  Enock,  a  New 
York-based  multimedia  agency 
that  has  developed  Nasdaq.com 
and  four  other  Web  sites  for  the 


all-electronic  stock  market. 

Mutual  fund  managers  will 
use  the  secured  site  (www. 
nasdaqmfqs.com)  to  send  Nasdaq 
their  end-of-day  mutual  fund 
prices,  which  Nasdaq  compiles 
and  sends  to  The  Associated 
Press.  AP  reroutes  the  informa¬ 
tion  to  other  news  organizations 
such  as  Dow  Jones  &  Co.’s  Wall 
Street  Journal  and  market-data 
vendors  such  as  Reuters  PLC. 

The  Nasdaq  service  is  very 
time-sensitive:  Fund  managers 
have  less  than  two  hours  from 
the  market’s  close  to  valuate 
their  mutual  fund  prices  and 
send  them  to  Nasdaq.  So  saving 
time  is  critical. 


Jim  Wilson,  manager  of  Con¬ 
verged  Accounting  at  T.  Rowe 
Price  in  Baltimore,  said  the  In¬ 
ternet  system  “should  be  con¬ 
siderably  more  flexible  in  terms 
of  our  workstation  environment 
and  user  functionality.”  Under 
the  current  system,  for  example, 
T.  Rowe  Price  has  to  use  a  dedi¬ 
cated  workstation  to  send  fund 
prices  to  Nasdaq’s  DOS-based 
system.  Using  the  Internet  ap¬ 
proach,  T.  Rowe  Price  will  be 
able  to  “integrate  the  Web-based 
application  on  a  variety  of  exist¬ 
ing  workstations,  thereby  lever¬ 
aging  our  current  technology  in¬ 
frastructure,”  Wilson  said. 

The  new  system  “should  ab¬ 
solutely  help”  Nasdaq  stream¬ 
line  the  fund  quotation  process, 


said  Octavio  Marenzi,  research 
director  at  Meridien  Research, 
Inc.,  a  Newton,  Mass.-based  fi¬ 
nancial  services  technology  re¬ 
search  firm. 

Unlike  the  DOS-based  sys¬ 
tem,  the  Web  site  will  show  the 
Nasdaq  “time”  on  each  page 
so  that  fund  managers  are  able 
to  finish  their  valuations  and 
stay  synchronized  with  the  Nas¬ 
daq  clock  to  stay  on  deadline, 
said  Adena  Friedman,  Nasdaq’s 
director  of  trading  and  market 
services. 

In  addition,  mutual  fund 
managers  previously  had  to 
manually  enter  prices  for  each 
of  the  funds  into  the  system. 
That  was  time-consuming 
because  the  more  than  10,000 


funds  entered  daily  come  from 
only  640  fund  families,  and 
many  of  the  fund  families  are 
represented  by  pricing  agents. 
Using  the  Internet,  pricing 
agents  and  fund  managers  can 
now  import  ASCII  files  with  the 
prices  for  several  funds. 

The  DOS-based  application 
also  prevents  users  from 
scrolling  back  a  page  at  a  time 
to  see  if  they  have  made  any 
mistakes  in  the  fund  prices  they 
are  submitting. 

As  part  of  the  project,  Nasdaq 
is  replacing  the  19. 2K  bit/sec. 
circuits  from  AT&T  Corp.  that 
connect  the  mutual  fund  com¬ 
panies  with  a  56K  bit/sec.  pri¬ 
vate  data  circuit  from  World¬ 
Com,  Inc.  that  will  support  Web 
browsers  and  let  users  switch 
communications  to  the  Internet 
if  the  private  circuit  goes  down, 
Friedman  said.  □ 


In  60  days  Oracle  can  solve  a  problem 

that  took  2,000  years  to  create. 


New  Financial  Accounting  Software  in  60  days. 


1-800-FLOWERS®  did  it  in  under  40  days. 
Rhythms  NetConnections  did  it  in  under  30  days. 
Propeller,  Inc.  did  it  in  under  45  days. 


tvww.oracle.com/ info! y2k  or  1-800-633-0498,  ext.16044 
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SAP  set  to  deliver  on  move  beyond  the  back  office 


►  U.S.  shows  to  focus  on  new  companion  software  for  R/}  applications 


By  Craig  Stedman 

it’s  show  time  for  SAP  AG  — 
in  more  ways  than  one. 

SAP  is  holding  an  R/3  devel¬ 
oper’s  conference  in  Los  Ange¬ 
les  this  week  and  will  return  to 
there  in  two  weeks  for  the  U.S. 
version  of  its  Sapphire  user 
conference.  And  the  spotlight 
is  expected  to  shine  on  long- 
promised  new  software  mod¬ 
ules  that  finally  are  coming  to 
fruition. 

Included  are  sales  force  au¬ 
tomation,  supply-chain  plan¬ 
ning,  Internet-based  procure¬ 
ment  and  data  analysis  products 
that  take  SAP  into  application 
areas  beyond  R/3’s  back-office 
stronghold.  All  are  due  for 
either  initial  shipments  or  gen¬ 
eral  availability  by  year’s  end. 

The  German  company  also  is 
expected  to  focus  heavily  —  es¬ 
pecially  at  this  week’s  SAP 
TechEd  ’98  conference  —  on  its 
emerging  component-based 
architecture  and  new  develop¬ 
ment  tools  that  are  supposed  to 


By  Sharon  Machlis 


Canada  soon  will  have  the  ini¬ 
tial  piece  of  what  backers  call 
“the  world’s  first  nationwide  op¬ 
tical  Internet,”  a  research  back¬ 
bone  that  will  zip  traffic  along 
at  up  to  40  billion  bit/sec. 


That’s  fast  enough  to  down¬ 
load  the  three-hour,  15-minute 
movie  Titanic  in  just  one-fifth  of 
a  second,  and  it's  about  16 
fimes  quicker  than  the  upgrade 
ic  a  U.S.  research  network,  Very 
High  Performance  Backbone 
Network  Service  (VBNS),  that 


make  it  easier  for  users  and 
software  vendors  to  hook  appli¬ 
cations  to  R/3  (see  chart). 

For  R/3  shops,  SAP’s  stretch 
beyond  the  back  office  poses  a 
dilemma:  Buying  all  kinds  of 
applications  from  SAP  could 
reduce  software  integration 
headaches  but  force  shops  to 
pass  up  functionality  that  more 
specialized  vendors  provide. 

Ben  Vettese,  director  of  SAP 
applications  at  Elf  Atochem 
North  America,  Inc.  in  Philadel¬ 
phia,  said  he  likes  the  idea  of 
getting  as  much  software  from 
SAP  as  possible. 

EASIER  ACCESS  TO  DATA 

In  particular,  SAP’s  Business 
Information  Warehouse  soft¬ 
ware  looks  like  it  could  open  up 
R/3  data  to  users  at  the  chemi¬ 
cal  company  who  need  to  do 
analysis  and  reporting,  he  said. 

And  SAP  seems  to  be  living 
up  to  its  shipment  promises, 
Vettese  said.  But  he  added  that 
he  would  like  to  have  seen 
some  of  SAP’s  new  software. 


gets  under  way  this  fall. 

“This  is  Internet  from  the 
ground  up,”  said  Andrew  Bjer- 
ring,  president  and  CEO  of  the 
consortium  developing  the 
backbone. 

The  Canadian  project,  called 
CA-net  3,  eliminates  several  net¬ 


working  layers  typically  used  by 
high-speed  backbones.  Instead, 
it  will  run  IP  data  directly  over 
optical  fiber  that  transmits  32 
different-colored  beams  of  light. 
Each  of  those  32  beams  can 
carry  as  much  data  as  the  single 
light  beam  now  carried  by  most 


WHAT'S  ON  TAP 


Key  agenda  items  at  SAP's 
upcoming  conferences 


SAP  TechEd  ’98 


►  Updated  road  map  for 
Business  Framework 
component  architecture 

►  New  development  tools  for 
tying  applications  to  R/3 


Sapphire  '98 


►  Shipment  plans  for  new 
applications  outside  R/3’s 
back-office  core 

►  Plans  to  make  R/3  screens 
more  user-friendly 

►  Update  on  vertical 
industry  tailoring  of  R/3 

►  Marketing  push  for  R/3’s 
human  resources  module 

such  as  its  business  planning 
module,  treated  as  “a  natural  ex¬ 
tension”  of  R/3  instead  of  as 
separately  priced  products. 


optical  networks.  The  technique 
is  called  dense  wavelength  divi¬ 
sion  multiplexing. 

“If  you’re  starting  from 
scratch,  that’s  an  excellent  [tech¬ 
nology]  decision  to  make,”  said 
Bill  Decker,  program  director 
for  advanced  network  infra¬ 
structure  at  the  U.S.  National 
Science  Foundation  in  Arling¬ 
ton,  Va.,  which  oversees  VBNS. 

What’s  gone  are  the  Asyn¬ 
chronous  Transfer  Mode  and 
Synchronous  Optical  Network 
(Sonet)  layers  being  used  in 
U.S.  high-speed  Internet  proj¬ 
ects  such  as  VBNS. 

“We  can’t  guarantee  the  qual¬ 
ity  of  service  we  would  get  on  a 
commercial  network,”  said  Jeff 
McNamee,  vice  president  for 
strategic  planning  at  Bell  Emer- 
gis,  a  division  of  Bell  Canada  in 
Toronto  and  one  of  the  partners 
in  the  CA-net  3  consortium. 
“Sonet  provides  a  lot  of  over¬ 
head  .  .  .  but  that  overhead  pro¬ 
vides  something  useful.” 

Partners  in  the  Canadian  Net¬ 
work  for  the  Advancement  of 
Research,  Industry  and  Educa¬ 
tion  (CANARIE)  consortium  de¬ 
veloping  CA-net  3  will  work  on 
network  management  tools  for 


Hydro  Agri  North  America, 
Inc.  in  Tampa,  Fla.,  a  maker  of 
fertilizers  and  other  agricultural 
chemicals,  also  is  eyeing  SAP’s 
data  warehousing  software. 
Tying  in  non-SAP  software  can 
be  tough  because  of  R/3’s  size 
and  complexity,  said  Andy 
Hafer,  director  of  information 
management  at  Hydro  Agri. 

WARY  OF  NEW  RELEASES 

“But  I’m  not  sure  I’m  going  to 
be  a  customer  who  buys  the 
whole  SAP  suite  without  really 
thinking  about  it,”  Hafer  said. 
The  learning  curve  Hydro  Agri 
had  to  climb  when  it  installed 
R/3  made  the  company  “a  big 
believer  in  not  going  with  the 
initial  release  of  something 
from  SAP,”  he  said. 

And  bolt-on  software  can  be 
more  tightly  focused  than  what 
SAP  offers,  Hafer  said.  For  ex¬ 
ample,  Hydro  Agri  wrote  its 
own  program  to  link  remote 
warehouses  to  R/3  and  now  is 
looking  at  third-party  software 
that  would  let  salespeople  enter 
plant  nutrition  data  into  R/3 
when  placing  orders. 


the  new  technology  —  one  of 
the  aspects  of  the  project  that 
participants  find  so  exciting, 
McNamee  said.  “A  lot  of  inte¬ 
gration  is  required  to  make  it 
work  properly,”  he  said.  Sonet, 
for  example,  helps  automatically 
to  reroute  traffic  in  the  event  of 
a  fiber  cut;  CA-net  3  will  need 
other  ways  to  boost  reliability. 

CANARIE  aims  to  have 
nodes  in  Montreal,  Toronto  and 
Ottawa  connected  by  mid-Octo¬ 
ber,  with  test  sites  in  the  rest  of 
the  country  hooked  up  in  about 
a  year.  About  40  universities 
and  research  organizations  are 
expected  to  be  on  by  next  year. 
Early  users  are  expected  in  edu¬ 
cation  and  medicine. 

In  the  U.S.,  several  agencies 
are  working  on  next-generation 
projects,  some  of  which  have 
early  plans  to  interconnect.  For 
example,  VBNS  runs  at  622M 
bit/sec.  but  will  be  upgraded  to 
2.4G  bit/sec.  this  fall.  About  55 
universities  are  already  connect¬ 
ed,  with  another  40  or  so  ap¬ 
proved  to  join.  □ 


Users  seek  hiqh-speed 
services  for  telecom¬ 
muters.  Page  41 


SAP  declined  to  comment  in 
detail  on  its  announcement 
plans  for  TechEd  and  Sapphire. 
Business  Information  Ware¬ 
house  and  the  other  “extended 
enterprise  applications”  are  be¬ 
ing  positioned  as  optional  com¬ 
panions  to  R/3,  although  they 
are  also  supposed  to  run  as 
stand-alone  products. 

Once  the  new  software  does 
become  available,  current  R/3 
users  should  get  ready  for  a 
fresh  onslaught  from  SAP’s 
sales  force,  said  Bruce  Richard¬ 
son,  an  analyst  at  AMR  Re¬ 
search,  Inc.  in  Boston.  “They’re 
going  to  become  like  life  insur¬ 
ance  salespeople.  They’re  just 
going  to  swarm  all  over  you,” 
he  said.  □ 

The  road  less  taken 

PeopleSoft,  lnc.’s  strategy  for 
front-office  applications  boils 
down  to  this:  “Buy  them  from 
those  guys  over  there,  OK?” 

PeopleSoft,  in  Pleasanton, 
Calif.,  is  taking  an  entirely  dif¬ 
ferent  front-office  approach 
from  application  rivals  SAP 
AG,  Oracle  Corp.  and  The 
Baan  Co.  Those  companies 
are  busy  developing  or  buying 
software  that  manages  jobs 
such  as  sales  force  automa¬ 
tion  and  customer  service. 

But  PeopleSoft  last  week 
said  it  plans  to  rely  mainly  on 
integration  deals  with  front- 
office  vendors  Siebel  Sys¬ 
tems,  Inc.  in  Menlo  Park, 
Calif.,  and  The  Vantive  Corp. 
in  Santa  Clara,  Calif.  Links  be¬ 
tween  software  from  these 
companies  and  PeopleSoft 
applications  are  due  for  re¬ 
lease  by  the  middle  of  next 
year. 

Rumors  had  circulated  that 
PeopleSoft  might  swallow  up 
Vantive,  but  PeopleSoft’s 
strategy  of  leaning  on  that 
company  and  Siebel  for  front- 
office  sales  may  be  a  viable 
alternative  to  the  buy-or-build 
paths  taken  by  SAP,  Oracle 
and  Baan,  said  Steve  Bona- 
dio,  an  analyst  at  Hurwitz 
Group,  Inc.  in  Framingham, 
Mass. 

But  PeopleSoft’s  plans  still 
have  “lots  of  gray  areas,” 
Bonadio  said.  For  example, 
he  said,  it  isn’t  clear  whether 
users  will  call  PeopleSoft  or 
Siebel  and  Vantive  if  they 
have  problems  with  the  inter¬ 
faces  among  the  different 
products. 

—  Craig  Stedman 


Canada  builds  the  Autobahn  of  information  highways 

►  Starting  from  scratch,  Internet  optical  backbone  eliminates  several  networking  layers 


INCREASING  THE  BACKBONE 


Project:  CA-net  3  (Canada),  www.canarie.ca 
Purpose:  Research  backbone,  test  new  Internet  technology 
Speed/time  frame:  40G  bit/sec.,  initial  connections  by 
October 

Project:  VBNS  (U.S.),  www.ngi.gov 

Purpose:  Part  of  the  Next  Generation  Internet  project  (by 
federal  government) 

Speed/time  frame:  Now  at  622 M  bit/sec.,  upgrade  to  2.4G 
bit/sec.  starts  in  the  fall 

Project:  Abiline  (U.S.)  www.internet2.edu 

Purpose:  Part  of  the  Internet2  project  (by  universities) 

Speed/tlme  frame:  9.6G  bit/sec.  backbone,  next  year 
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Notes  5.0  beta  delayed 


By  Roberta  Fusaro 


it  looks  as  if  users  won’t  get  their 
hands  on  the  Lotus  Notes  5.0  beta  — 
and  its  significantly  different,  “browser- 
ized”  interface  —  until  the  latter  part  of 
next  month. 

Cambridge,  Mass.-based  Lotus  Devel¬ 
opment  Corp.  last  week  decided  to  delay 
release  of  the  public  beta  of  the  group- 
ware  product’s  latest  version  for  one 
month  to  allow  for  final  tweaking  of  the 
user  interface.  The  beta  was  slated  to  be 
generally  available  at  the  end  of  August. 
A  beta  preview  has  been  posted  since 
July  at  the  Lotus  Web  site  for  beta  testers 
and  business  partners. 

In  a  statement  last  week,  Lotus  offi¬ 
cials  said  they  wanted  to  make  sure  the 
beta  version  of  Notes  5.0  meets  Lotus’ 
high  design  goals  and  that  new,  key 
innovations  in  the  client  are  working 
properly. 

Notes  5.0  will  feature  an  interface  that 
has  a  World  Wide  Web  browser  look  and 
feel,  rather  than  the  current  database, 
icon-based  workspace.  For  instance,  the 
opening  view  will  be  a  portal-type  head¬ 
lines  page  that  can  be  customized  to 
monitor  a  user’s  favorite  Web  sites  and 
important  E-mail  messages  and  flash  a 
list  of  top  meetings  and  appointments 
for  the  day. 

CATERING  TO  USERS 

Beta-tester  Carol  Martinez,  sales  and 
marketing  director  at  DPI  Services,  Inc. 
in  San  Jose,  Calif.,  said  the  relatively  rad¬ 
ical  switch  seems  designed  to  boost  the 
product’s  ease  of  use  —  something  users 
have  told  Lotus  they  want. 

The  new  interface  “demonstrates  that 
the  company  is  listening  to  users  and 
moving  [in  sync]  with  the  rest  of  the 
world,”  which  is  increasingly  turning  to 
the  Internet,  she  said. 

Martinez  said  she  was  “frankly  sur¬ 
prised  that  the  interface  had  changed  so 
dramatically,”  but  so  far  has  been 
pleased  with  what  she  has  seen  in  Notes 
5.0.  DPI  Services  is  a  Lotus  business 
partner  that  makes  compliance  manage¬ 
ment  software. 

Other  users  agreed  with  Martinez. 

Dennis  Murray,  a  technology  manager 
at  Novartis  Pharmaceutical  Corp.’s  clini¬ 
cal  development  and  regulatory  affairs 
division,  said  the  company  is  “very  excit¬ 
ed”  about  the  new  interface  —  especially 
about  gaining  the  ability  to  push  infor¬ 
mation  from  the  Internet  to  the  desktop 
and  to  modify  the  interface  based  on 
user  preferences. 

Different  parts  of  the  business  can  use 
those  features  to  present  different  pieces 
of  information  to  customers  and  users, 
Murray  said. 

A  systems  manager  at  a  large  East 
Coast  insurance  firm  said  the  browser 
feel  of  Notes  5.0  plays  on  the  proficiency 
most  users  have  in  cruising  the  Web. 

Hard-core  Notes  users  will  probably 
need  some  time  to  adjust  to  the  concept, 
said  the  manager,  who  requested 


anonymity,  “but  ultimately  [the  new  in¬ 
terface]  will  make  it  easier  for  systems 
managers  to  train  and  support  users.” 

Lotus  officials  said  they  weren’t  sure 
how  the  delay  would  affect  the  com¬ 
pany’s  target  of  a  fourth-quarter  shipping 
date  for  Version  5.0.  □ 


Novartis  Pharmaceutical's 

■  v  •  '  v/,  ■  A 

Dennis  Murray:  Witt)  Notes'  new 
interface,  Novartis  could  gain  the 
ability  to  push  Internet  information 
onto  the  desktop. 
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The  Benefits  of  FDR  InstantBackup  with  IBM  RVA 
or  STK  ICEBERG  with  the  SNAPSHOT  Feature 


FDR  InstantBackup  allows  you  to  create  a  duplicate  volume 
image  with  Snapshot  without  changing  the  volume  serial  or 
bringing  the  duplicate  online. 

FDR  full  volume  backup,  FDRDSF  logical  data  set  backup  and 
FDRCOPY  logical  data  set  copy  use  FDR  InstantBackup  technology 
to  read  the  duplicated  volume  even  while  it  remains  offline  with 
the  duplicate  volume  serial. 

•  A  non-disruptive  backup  or  copy  can  start  as  soon  as  the  snap  is  done. 

Non-disruptive  full  volume  backup 

•  During  the  FDR  backup  of  the  Snapped  volume,  data  sets  can  be  allocated, 
updated,  scratched  or  go  into  extents  on  the  primary  volume  without  any 
effect  on  the  backup  of  the  Snapped  volume! 

•  After  the  backup  is  complete,  FDR  will  optionally  release  all  of  the  back-end 
(internal  disk)  storage  associated  with  the  Snapped  volume. 

FASTCPK  Users  Experienced  88%  Elapsed  Time  Savings 

RVA  %  FREE  AREAS  FASTCPK 

DASD  ALLOC  BEFORE  AFTER  FASTCPK  SNAPSHOT 

3390-3  76%  110  2  198  SECS  24  SECS 


FDRCOPY  Datasets  with  SNAPSHOT  in  Seconds 

FDR  InstantBackup  enables  dataset  copy  or  move  requests  to  automatically  use 
SNAPSHOT  to  move  the  tracks  if  the  input  and  output  volumes  reside  on  the 
same  RVA. 

Call  973-890-7300  for  a  FREE  90-Day  No-Obligation  Trial  &  T-Shirt! 
Available  for  all  MVS  and  0S/390  Operating  Systems 


■  m  innovation* 

DATA  PROCESSING 

CORPORATE  HEADQUARTERS:  275  Paterson  Ave,  Little  Falls,  NJ  07424  •  (973)  890-7300  •  Fax:  (973)  890-7147 

E-mail:  support@tdrinnovation.com  •  sales@tdrinnovation.com  ♦  http://www.innovationdp . ! dr.com 
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AS/400  revamp  to  boost  app  performance 

►  IBM  continues  its  campaign  to  attract  new  users  to  10-year-old  midrange  server 


By  jaikumar  Vijayan 

the  remaking  of  the  AS/400  continues. 
IBM  this  week  will  roll  out  a  series  of 
performance-boosting  software  and  hard¬ 


ware  enhancements  across  its  entire 
AS/400  midrange  server  family. 

The  enhancements,  backed  by  a  multi- 
million-dollar  marketing  blitz,  are  an 
attempt  to  convince  the  AS/4qo’s  in¬ 


stalled  base  of  500,000  users  that  the 
platform  is  here  to  stay,  as  well  as  attract 
new  customers,  said  Tom  Jarosh,  general 
manager  of  IBM’s  AS/400  division. 

“What  the  enhancements  tell  me  is 


that  there  is  great  growth  potential  left  in 
the  AS/400,”  said  George  Schaefer, 
director  of  information  systems  at  Maine 
Mutual  Insurance  Co.  in  Portland  and  a 
10-year  user  of  the  AS/400. 

Highlights  of  this  week’s  announce¬ 
ment  include  the  following: 

■  The  introduction  throughout  the  line 
of  a  performance-boosting  64-bit  chip, 
code-named  Northstar,  that  doubles 
application  speeds  on  high-end  AS/400 
servers. 

■  A  new  release  of  the  operating  system, 
Version  4  Release  3  of  OS/400,  which 
includes  enhanced  Java  support,  better 
security  for  electronic  commerce  and 
increased  interoperability  with  Unix  and 
Windows  NT  applications. 

■  Storage  enhancements  that  include 
increased  storage  space  of  up  to  2.1T 
bytes,  support  for  disk  compression 
and  support  for  hierarchical  storage 
management. 

IBM's  enhancements  to  the 
AS/400  include  the  following: 

►  Fourth-generation  64-bit, 
225-MHz  processor 

►  Increased  memory  capacity 

►  Increased  disk  capacity 

►  I/O  performance  boost 

►  Java  support 

■  An  enhancement  that  makes  database 
querying  much  faster. 

■  Support  for  the  Secure  Electronic 
Transaction  protocol,  Enterprise  Java- 
Beans,  the  latest  version  of  the  Java 
Development  Kit  and  a  Java  application 
server  from  San  Francisco-based 
WebLogic,  Inc. 

The  latest  announcements  build  on 
the  AS/40o’s  traditional  strengths 
but  give  it  enough  bells  and  whistles 
to  attract  new  customers,  said  David 
Andrews,  president  of  D.  H.  Andrews 
Group  in  Cheshire,  Conn. 

Support  for  Enterprise  JavaBeans  and 
a  Java  application  server  —  though  not 
of  immediate  benefit  to  most  users  — 
shows  IBM’s  willingness  to  keep  the 
platform  current,  Andrews  said. 

“If  ‘open’  means  interoperability,  then 
I’d  say  that  the  AS/400  fits  that  defini¬ 
tion  quite  well”  with  the  latest  an¬ 
nouncement,  said  Buck  Calabro,  a  senior 
applications  consultant  at  Commsoft, 
Inc.,  an  Albany,  N.Y.-based  provider  of 
software  for  billing,  service  order,  cus¬ 
tomer  care  and  other  applications  for  the 
telephone  and  cellular  industries. 

IBM  must  now  “fix  the  public  percep¬ 
tion”  of  the  AS/400  as  an  outdated  pro¬ 
prietary  system,  Andrews  said. 

The  io-year-old  AS/400  is  one  of 
IBM’s  most  popular  but  low-profile 
platforms.  The  major  reasons  for  the 
server’s  popularity  have  been  its  relia¬ 
bility,  scalability  and  ease  of  use.  But  the 
platform  has  long  been  burdened  by  its 
proprietary  image  and  what  customers 
perceive  as  IBM’s  poor  marketing  of  the 
product  [CW,  July  13].  □ 
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NORSTAR  WILL  MAKE  YOU  FEEL  A  WHOLE  LOT  BETTER  with  a  new  line  of  products  that  allow  branch,  small  and  multisite  operations  to  integrate 
voice  and  data  within  a  single  system.  Forget  the  stress  of  coordinating  equipment  purchases  from  two  different  suppliers  by  consolidating 
your  voice  and  data  needs  into  a  single,  powerful  Norstar  system  -  a  system  that  can  allow  you  to  reduce  initial  costs  by  up  to  25  percent  while 
significantly  lowering  day-today  management  costs.  Norstars  evolving  product  line  includes  the  Norstar  IDM200  which  enables  more  affordable 
LAN-toWAN  access  by  supporting  voice  calls  and  data  traffic  over  a  single  T 1  line.  And  Norstar  helps  transform  your  network  into  a  Power 
Network,  keeping  pace  with  your  changing  needs.  So,  take  a  deep  breath  and  call  1-800-4  NORTEL,  dept.  3YDK  or  www.nortel.com/3YDK 
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©  1998  Northern  Telecom.  Nortel,  the  globemark,  Norstar  and  Power  Network  are  trademarks  of  Northern  Telecom. 
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Too  late  for  scare  tactics 


FRANK  HAYES 


nother  week,  another  shocking 
year  2000  survey.  Last  Tues- 
k  day’s  entry  in  the  omygawd-it’s- 
a-catastrophe  sweepstakes  came  from 
the  University  of  North  Carolina,  where 
researchers  have  drawn  the  shocking 
conclusion  that  For¬ 
tune  1,000  companies 
have  barely  begun  to 
solve  year  2000  prob¬ 
lems  on  users’  desk¬ 
tops. 

In  fact,  most  firms 
surveyed  aren’t  even 
sure  what’s  on  users’ 
desktops. 

We  know  it’s  shocking  because  an 
analyst  from  Giga  Information  Group 
said  so.  1  know  how  shocked  I  am.  Are 
you  shocked?  I  thought  so. 

As  it  happens,  Giga  cosponsored  that 
survey.  A  few  weeks  ago,  another  Giga 
survey  revealed  the  shocking  fact  that 
companies  are  at  risk  because  of  Inter¬ 
net  and  telecommunications  year  2000 
problems.  It  seems  Giga  releases  an¬ 


other  shocking  survey  every  few  weeks. 

But  Giga’s  not  alone  with  its  gaga.  In 
early  August  came  Gartner  Group’s 
startling  —  its  word  —  news  that  two- 
thirds  of  companies  in  Russia,  China 
and  India  and  half  the  companies  in 
Japan  and  Germany  are  ex¬ 
pected  to  have  at  least  one 
mission-critical  failure  be¬ 
cause  of  year  2000  glitches. 
Apparently,  Gartner  ana- 


The  year  2000  problem  is 
real.  If  that  surprises  you, 
it's  already  too  late. 


could  never  have  conceived  myself. 
Maybe  it’s  because  in  the  past  few 
months  I’ve  been  asked  endlessly  by 
housewives,  students,  neighborhood 
kids  and  just  plain  folks  how  bad  things 
will  get  on  Jan.  i,  2000. 

But  whatever  the  reason,  I  just  don’t 
think  there’s  anything  left  to  be 
shocked,  startled,  stunned,  amazed,  as¬ 
tonished,  astounded  or  flabbergasted 
about  when  it  comes  to  year  2000. 

Not  survey  results.  Not  analyst  predic¬ 
tions,  pundit  pronouncements  or  politi¬ 
cal  pontification.  We’ve  heard  it  all. 
We’ve  imagined  the  worst  —  or  refused 
to  imagine  it  —  and  no  amount  of 
telling  us  we  should  be  surprised  by  yet 
another  year  2000-related  revelation  is 
going  to  surprise  us. 

So  why  do  people 
keep  shouting  at  us 
that  this  or  that 
newest  tidbit  should 
finally  throw  us  into 


a  panic? 


lysts  startle  easily. 

Maybe  it’s  because  we’re  at  the  end  of 
an  unusually  long,  unusually  hot  sum¬ 
mer.  Maybe  it’s  because  I’ve  heard  every 
conceivable  excuse  for  not  fixing  year 
2000  problems,  along  with  a  few  I 


I  think  I’ve  found 
the  answer,  in  yet  an¬ 
other  survey.  This 

one  comes  from  the  Information  Tech¬ 
nology  Association  of  America,  which 
reports  that  most  year  2000  vendors 
aren’t  seeing  the  business  they  expected 
from  the  millennium  bug. 

According  to  the  survey,  only  37%  of 


year  2000  vendors  are  meeting  sales 
goals.  Only  12%  have  all  the  business 
they  can  handle  for  the  next  six  months. 
Almost  half  said  customers  aren’t  rush¬ 
ing  to  lock  up  year  2000  resources. 

Those  numbers  are  virtually  un¬ 
changed  from  a  year  ago.  We’ve  got  — 
still  —  lots  of  year  2000-fixing  capacity. 

No  wonder  we’re  hearing  an  endless 
stream  of  bogus  astonishment  and 
feigned  surprise.  Year  2000  vendors  are 
hoping  we’ll  be  shocked  out  of  our 
complacency  so  we’ll  finally  hire  them. 

Quit  insulting  our  collective  intelli¬ 
gence,  guys.  Sure,  give  us  warnings  and 
suggestions,  and  make  your  sales  pitch. 
Maybe  we  can  use  the  help  —  but  it’s 
because  we’re  already  so  busy  working 
on  the  problem,  not  because  we  haven’t 
figured  out  it’s  there. 

The  year  2000  problem  is  real.  It’s 
going  to  cause  real  failures,  even  for 
companies  that  have  slaved  for  years  to 
clean  up  their  year  2000  act.  Some 
companies  won’t  be  prepared.  Some 
companies  won’t  survive.  We  may  find 
that  chilling  or  perplexing.  But  for  any¬ 
one  —  especially  any  big  organization 
—  to  whom  that’s  really  surprising,  it’s 
probably  already  far,  far  too  late.  □ 


Hayes  is  Computerworld ’s  staff  colum¬ 
nist.  His  Internet  address  is  frank_hayes 
@  cw.com. 
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Amdahl  cancels  S.  Africa  event  Hotmail  security  hole 


Oracle  to  allow  lease-by-Web 


Amdahl  South  Africa  Ltd.  canceled  its  annual  user 
group  meeting  to  be  held  in  Johannesburg  this  week, 
following  a  bombing  the  week  before  in  a  Cape  Town 
restaurant  that  killed  one  person  and  injured  27.  Three 
senior  U.S.-based  Amdahl  executives  pulled  out  of  the 
conference,  according  to  Computerworld’ s  sister  publi¬ 
cation,  Computing  South  Africa.  The  executives  can¬ 
celed  their  trips  following  a  post-bombing  directive 
from  Amdahl  that  its  employees  travel  to  Africa  only 
for  vital  engagements,  the  magazine  said. 

FoxMeyer  sues  SAP 

The  bankruptcy  trustee  for  FoxMeyer  Corp.,  once  a 
high-flying  drug  distributor,  last  week  filed  a  $500  mil¬ 
lion  lawsuit  against  SAP  AG.  The  suit,  filed  in  federal 
court  in  Wilmington,  Del.,  claims  that  problems  with 
R/3  helped  push  Carrollton,  Texas-based  FoxMeyer  into 
bankruptcy  and  an  eventual  asset  sell-off.  SAP  said  it 
had  met  all  contractual  commitments  to  FoxMeyer  and 
described  the  suit  as  being  “at  odds  with  the  facts.” 

'net  bypasses  strikers 

Hoping  to  bypass  delays  on  the  phone  and  in  local  of¬ 
fices  because  of  a  labor  strike,  US  West,  Inc.  customers 
are  flocking  to  the  Internet.  The  Denver-based  regional 
phone  company  said  service  orders  on  its  World  Wide 
Web  site  have  quadrupled  since  the  strike  began  Aug. 
15.  Last  week,  the  company  added  a  feature  allowing 
new  telephone  service  to  be  ordered  online,  estimating 
that  75%  of  requests  could  be  handled  promptly  be¬ 
cause  no  technician  would  be  required.  The  Commu¬ 
nications  Workers  of  America  union  is  striking  over 
overtime  and  health  care  benefits,  among  other  issues. 


Hotmail,  Inc.  users  had  a  scare  last  week  when  a 
Canadian  firm,  Specialty  Installations,  discovered  a 
security  breach  in  the  free  E-mail  service.  The  company 
demonstrated  that  a  hacker  could  send  a  Hotmail  user 
JavaScript  code  that  could  prompt  the  user  to  re-enter, 
and  therefore  expose,  his  user  name  and  password. 
Hotmail  officials  said  none  of  its  22  million  users  was 
affected,  and  the  company  implemented  a  filter  to  dis¬ 
able  potentially  hazardous  scripts. 

'26thr  virus  strikes 

A  strain  of  the  malicious  CIH  virus  struck  at  least  750 
Windows-based  PCs  in  the  U.S.  last  week,  but  one  data 
recovery  firm  said  nearly  all  of  the  damage  can  be  re¬ 
paired.  The  three  variants  of  the  virus  detected  so  far 
have  activated  on  the  26th  of  the  month  when  users 
boot  PCs  running  Windows  95  or  98.  The  virus  attacks 
data  on  the  hard  drive  and  attempts  to  rewrite  a  PC’s 
flash  BIOS  ROM,  said  Stuart  Hanley,  a  vice  president 
at  Ontrack  Data  International,  Inc.  in  Minneapolis.  A 
Microsoft  spokesman  recommended  using  antivirus 
software  and  not  opening  attachments  sent  via  E-mail 
from  unknown  sources. 

Apple's  Rhapsody  in  autumn 

Apple  Computer,  Inc.  plans  to  release  its  Rhapsody 
operating  system  this  fall  as  the  Mac  OS  X  server,  said 
Ken  Bereskin,  an  Apple  marketing  director,  even 
though  Mac  OS  X  won’t  ship  until  late  next  year. 
Rhapsody,  a  rewrite  of  the  NextStep  operating  system 
acquired  from  Next,  Inc.  in  December  1996,  has  mu¬ 
tated  from  Apple’s  replacement  for  the  Mac  OS  to 
Apple’s  new  server  operating  system. 


Betting  that  the  Web,  rather  than  Windows,  will  be 
the  desktop  platform  of  the  future,  Oracle  Corp. 
announced  last  week  that  by  year’s  end  it  will  let  cus¬ 
tomers  lease  its  software  over  the  Internet.  The 
leasing  scheme  would  replace  the  cost  of  buying 
in-house  server  hardware  with  a  fee  for  space  on 
Oracle  servers. 

Access  bug  causes  lost  data 

Microsoft  Corp.  last  week  acknowledged  that  versions 
2,  95  and  97  of  its  Access  database  office  application 
have  a  flaw  that  can  cause  data  to  be  lost.  The  flaw  is 
caused  by  Access  misinterpreting  Bookmarks  —  the 
tool  for  finding  a  record  programmatically  —  after  a 
record  has  been  deleted.  At  press  time,  Microsoft  was 
preparing  a  temporary  fix  that  will  be  posted  on  the 
www.microsoft.com  Web  page  in  the  Access  Knowledge 
Base. 

SHORT  TAKES  Researchers  at  IBM  and  the  Swiss 
Federal  Institute  of  Technology  in  Zurich  have  devel¬ 
oped  a  new  public-key  encryption  system  that  they  say 
defends  against  hackers  who  crack  such  coding 
schemes  by  deciphering  returned  error  messages.  . . . 
Asynchronous  Transfer  Mode  stalwart  Fore  Systems, 
Inc  in  Pittsburgh  has  agreed  to  acquire  routing  switch 
start-up  Berkeley  Networks,  Inc  in  Milpitas,  Calif.,  for 
$250  million. . . .  The  California  Senate  last  week  voted 
37-0  in  favor  of  a  bill  that  lets  Internet  service  providers 
sue  spammers  to  recover  losses  caused  by  clogged 
networks  or  crashes.  . . .  Sun  Microsystems,  Inc 
has  released  a  $99  tool  kit  for  writing  collaboration- 
oriented,  distributed  Java  applications.  It  is  available  at 
the  www.java.sun.com  Web  site. 
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vaniai  /  for  the  Internet  Age. 

Here's  why  leading  Internet  companies  are  working  with  Trend  Micro's  virus  protection  technology  tor  their 
enterprise  customers: 

Trend  ScanMail®  for  Lotus  Notes  is  the  first  native  Notes  anti-virus  solution  that  fully  supports  IBM's  Domino  for  S/390 
enterprise  server  platform  to  deliver  world-class  protection. 

Trend  provides  integrated  border  security  with  leading  firewalls 

Trend  offers  proven  best-of-breed  performance  at  the  gateway 

Trend  blocks  spam  and  enables  content  filtering 

Trend  detects  known  and  unknown  malicious  applets 

Trend  Virus  Control  System  (Trend  VCS")  provides  web-based  central  management 

Trend  products  are  directory-enabled  for  easy  infrastructure  integration 

Trend  uses  COM/DCOM  architecture  for  ultimate  scalability 

Trend  support  is  global,  Internet-enabled,  and  real  time 

TREND" 

MICRO 

Because  Central  Control  is  the  Only  Virus  Control: 


To  learn  more  about  how  Trend 
ScanMail  for  Lotus  Domino  works 
with  Domino  for  S/390  to  deliver 
superior  groupware  security,  visit 
http://www.antivirus.com/s390.htm. 

Or  call  1-877-TREND  AV  (873-6328). 

- .  ,  ,  ......r-v.-.-—  ,  v  ;■ 


These  Internet  leaders  are  working  with  Trend  to  protect  their  enterprise  customers.  Shouldn't  you? 

Check  Point  Software  Technologies  Hewlett-Packard  Company  IBM  Netscape 
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Meet  Ernie,  automated  consultant 

*  Knowledge-based  online  advice  service  cuts  out  high-priced  humans 


Tivoli  Output  Manager 
targets  client/server 


By  Cynthia  Boumellis 


tivoli  systems,  inc.  is  expand¬ 
ing  beyond  its  mainframe  focus 
with  new  output-management 
software  for  client/server  envi¬ 
ronments.  Last  week,  the  com¬ 
pany  released  Output  Manager 
as  part  of  that  strategy. 

Unlike  output-management 
software  products  that  Tivoli  de¬ 
velops  for  main¬ 
frames,  Output 
Manager  was  built 
from  scratch.  It  was  designed  to 
deliver  critical  information  to 
corporate  users  and  various 
client  devices,  including  fax  ma¬ 
chines,  printers,  disk  systems 
and  mobile  products.  The  first 
release  runs  on  Windows  NT 
servers  and  Windows  95,  98 
and  NT  clients.  A  Unix  version 
scheduled  for  the  fourth  quarter 
will  run  on  HP-UX,  Solaris  and 
AIX. 

Blue  Cross  and  Blue  Shield  of 
North  Carolina,  which  uses  sev¬ 
eral  Tivoli  products,  will  consid¬ 
er  using  Output  Manager,  said 
Greg  Bryant,  a  Tivoli  adminis¬ 
trator  at  Blue  Cross.  Steeped  in 
a  mainframe  environment,  the 
health  insurance  provider  does 
several  network  management 
processes  by  hand,  such  as 
preparing  reports  on  server  up¬ 
times.  The  reports  are  printed 
and  then  hand-delivered  to  the 
appropriate  users. 

The  output  management 
tools  used  on  the  company’s 


mainframes  can’t  be  migrated 
to  a  client/server  platform. 

The  company  is  moving 
some  of  its  processes  —  includ¬ 
ing  reporting  —  to  Unix  sys¬ 
tems  in  an  effort  that  began  last 
December.  “I  would  use  [Out¬ 
put  Manager]  to  convert  inven¬ 
tory  statistics  into  a  report  that 
would  show  me  my  [return  on 
investment],”  Bryant  said. 

He  added  that 

— NETWORK -  the  product  would 

M  A  N  A  G  EMEIil-.  let  information 


systems  departments  automate 
certain  procedures  such  as 
tracking  year  2000  problems 
and  processing  insurance 
claims. 

The  software  can  reduce  costs 
by  amounts  that  vary  per  cus¬ 
tomer  —  for  instance,  for  paper, 
ink  and  maintenance  fees  asso¬ 
ciated  with  printers. 

“It’s  not  economical  to  bur¬ 
den  a  low-volume  printer  with 
lots  of  printing,”  said  Paul  Ma¬ 
son,  an  analyst  at  International 
Data  Corp.  in  Framingham, 
Mass. 

Tivoli’s  move  follows  the  lead 
of  Dazel  Corp.  in  Austin,  Texas, 
which  has  led  the  way  in  this 
arena  with  several  enterprise 
output  management  products. 
Dazel’ s  core  products  let  IS 
managers  distribute  informa¬ 
tion  to  a  variety  of  end-user  de¬ 
vices,  including  fax  machines 
and  printers,  as  well  as  World 
Wide  Web-based  and  E-mail 
platforms.  □ 


Battling  diminishing  returns  law 


By  Julia  King 


he  doesn’t  wear  an  expensive 
suit,  play  golf  or  run  up  travel 
and  entertainment  expenses. 
But  he  can  and  does  recom¬ 
mend  software,  track  technolo¬ 
gy  trends  and  keep  a  compendi¬ 
um  of  best  business  practices. 

Meet  Ernie,  Ernst  &  Young 
LLP’s  one-of-a-kind  Internet  on¬ 
line  consulting  service,  whose 
knowledge  base  is  available  to 
users  for  a  fraction  of  the  price 
of  a  flesh-and-blood  consultant. 

Leach  &  Garner  Co.,  a  pre¬ 
cious-metals  jewelry  supplier  in 
North  Attleboro,  Mass.,  recently 
spent  $4,000  on  Ernie,  which 
it  tapped  for  help  in  selecting 
enterprise  software.  Big  Six 
consultancies,  by  contrast,  want¬ 
ed  between  $100,000  and 
$125,000  for  the  same  software 
selection  project. 

“We  saved  quite  a  bit  of  mon¬ 
ey,  and  what  we  got  back  was 
also  an  objective  reply,”  said 
Terry  Mitchell,  director  of  infor¬ 
mation  technology  at  Leach  & 
Garner.  “My  feeling  was  that 
Big  Six  firms  would  only  point 
you  to  software  they  would  also 
help  you  implement.” 

On  the  minus  side,  “we  did 


By  Bob  Wallace 


router  market  leader  Cisco 
Systems,  Inc.  is  battling  a  soft¬ 
ware  bug  that  lets  hackers  crash 
its  users’  routers. 

The  bug  in  Cisco’s  IOS 
software  can  let  hackers  dial  in 
and  “cause  the  router  to  crash 
and  reload  without  having  to 
log  in  to  the  router,”  said  a  post¬ 
ing  on  the  company’s  World 
Wide  Web  site,  which  added 
that  the  bug  is  found  in  Release 
9.1  and  later. 

“Pretty  much  all  of  our  users 
are  on  IOS  9.1  and  after,”  said  a 
Cisco  spokeswoman,  who  added 
that  the  bug  was  discovered  sev¬ 
eral  weeks  ago. 

Although  no  fixes  are 
planned  for  releases  9.1  to  10.3, 
the  vendor  is  already  offering 
free  software  upgrades  to  all 
vulnerable  users  regardless  of 
contract-  status.  Release  11.0 
{20.3),  the  first  regular  11.0  re¬ 
lease  with  the  fix,  is  expected  to 
ship  next  month,  the  Cisco 
statement  said. 

One  large  Cisco  user  ex¬ 
pressed  some  worry  about  the 


invest  an  awful  lot  of  time  inter¬ 
nally”  in  the  selection  process, 
Mitchell  said.  The  Leach  &  Gar¬ 
ner  team  took  seven  months, 
compared  with  the  three  to  four 
months  Big  Six  firms  said  it 
would  take. 

“But  during  that  time,  we 
also  learned  a  lot  about  our 
project  team,  and  we  all  bought 
into  it,”  Mitchell  added.  “It 
wasn’t  like  we  had  the  guys  in 
suits  come  around  and  tell  us 
what  we  should  buy.” 

The  global  management 
consulting  market  will 
grow  at  an  average  annual 
rate  of  16.1%  through 
2000,  when  the  market 
should  exceed  $100  billion 
in  annual  revenue,  accord¬ 
ing  to  Kennedy  Research 
Group  in  Fitzwilliam,  N.H. 

Meanwhile  at  Ernst  &  Young, 
Ernie  works  to  reduce  the  con¬ 
sulting  company’s  own  labor 
crunch  problems. 

“We’re  in  an  incredibly  tough 
labor  market,  and  one  of  the 
tough  things  is  finding  people 
to  staff  all  of  the  engagements,” 
said  Brian  Baum,  the  firm’s  di¬ 


bug.  “Any  security  problem  is  a 
concern,  but  we’re  not  overly 
concerned,  and  we’re  not  stop¬ 
ping  any  projects  just  to  up¬ 
grade  to  the  [fixed]  IOS  release,” 
said  Eric  Pylko,  global  infra¬ 
structure  coordinator  at  film 
and  camera  giant  Eastman  Ko¬ 
dak  Co.  in  Rochester,  N.Y.  The 
company  uses  about  300  Cisco 
routers  in  its  global  network 
and  plans  to  upgrade  to  IOS 
software  versions  that  don’t  con¬ 
tain  the  bug,  he  added. 

“Cisco  has  not  had  actual  re¬ 
ports  of  malicious  exploitation 
of  the  vulnerability,”  the  com¬ 
pany  said  in  the  Web  posting. 
“However,  there  have  been  spo¬ 
radic  reports  of  unexplained 
crashes  that  have  been  consis¬ 
tent  with  the  crashes  caused  by 
this  vulnerability.  The  vulnera¬ 
bility  was  initially  identified  be¬ 
cause  of  such  a  report.” 

This  is  the  second  security- 
related  black  eye  for  Cisco  this 
summer.  In  June,  the  company 
confirmed  a  problem  with  the 
virtual  private  network  encryp¬ 
tion  on  its  popular  PIX  fire¬ 
wall.  □ 


rector  of  market  development 
for  online  consulting  services. 

Beginning  next  month,  Ernst 
&  Young,  which  originally  tar¬ 
geted  Ernie  to  growth  compa¬ 
nies,  will  launch  a  pilot  project 
that  includes  collecting  best 
practices  and  other  data  from 
engagements  under  way  at  five 
Fortune  50  companies.  “From 
there,  well  build  a  package  that 
will  be  targeted  at  a  much  larger 
market,”  Baum  said. 

Ernie  picks  software  for  a 
company  based  on  how  a  proj¬ 
ect  team  ranks  about  900  sys¬ 
tem  requirements. 

“As  users  define  their  re¬ 
quirements,  it  bounces  those  off 
of  a  database  that  includes  more 
than  80  different  software  pack¬ 
ages.  It  then  narrows  their 
choice  down  to  a  short  list  of 
three,”  Baum  said. 

QUESTIONS,  QUESTIONS 

Other  services  available  to 
Ernie’s  customers  include  un¬ 
limited  access  to  a  database  of 
previously  asked  questions  and 
90  different  online  IT  training 
programs.  Users,  who  pay  an 
annual  subscription  fee,  also 
can  submit  individual  questions 
on  any  topic.  Those  queries  are 
electronically  routed  to  Ernst  & 
Young  consultants,  who  guaran¬ 
tee  to  answer  within  48  hours. 

Baum  said  he  believes  the  au¬ 
tomated  consulting  services  are 
the  wave  of  the  future. 

“This  is  a  whole  new  category 
of  consulting  that  is  much  more 
transaction-oriented,”  he  said. 
“We’re  transferring  our  experi¬ 
ence  and  methodologies  to 
users  at  their  desktops.” 

Two  pricing  programs  are 
available.  For  $3,500  per  year, 
five  users  get  unlimited  access 
to  the  database  of  previously 
asked  questions,  and  each  user 
can  submit  five  original  ques¬ 
tions.  Unlimited  desktop  access 
to  all  services  for  five  users 
costs  $18,000  per  year. 

Gartner  Group,  Inc.  analyst 
Vinnie  Mirchandani  said  he 
views  Ernie  as  an  excellent  in¬ 
formation  resource.  “I’m  a  big 
fan  of  knowledge  bases  and 
shared  services  and  anything 
else  that  breaks  the  back  of  high 
consulting  costs,”  he  said. 

But  live  consultants  are  still 
needed  for  more  complex  is¬ 
sues,  such  as  analyzing  gaps  be¬ 
tween  user  requirements  and  a 
package’s  capabilities. 

“The  need  for  the  human 
touch  doesn’t  go  away  by  a  long 
shot,”  Mirchandani  said.  □ 


By  Thomas  Hoffman 


the  way  companies  measure 
the  financial  returns  of  main¬ 
frame,  networking  and  desktop 
investments  is  outdated  and 
needs  to  be  replaced,  according 
to  a  study  of  30  global  firms. 

Most  companies  base  their 
investment  decisions  on  19308- 
era  metrics,  such  as  net  present 
value  and  rate  of  return,  the 
study  found.  But  those  invest¬ 
ment  measures  don’t  work  well 
with  equipment  such  as  PCs 
that  might  have  only  a  two-year 
life  cycle,  said  Edward  M. 
Roche,  a  vice  president  at  The 
Concours  Group,  a  Kingwood, 
Texas-based  consultancy  that 
conducted  the  study.  The  older 
metrics  often  “rely  on  forecast 
of  interest  rates  and  returns, 
which  are  always  problematical, 


and  they’re  not  linked  to  [busi¬ 
ness]  strategies  at  all,”  he  said. 

“Balderdash,”  said  Paul  A. 
Strassmann,  CEO  of  Software 
Testing  Assurance  Corp.  in 
Stamford,  Conn.,  and  a  Comput- 
erworld  columnist  “Net  present 
value  is  cash,  and  you  don’t 
trifle  with  cash.” 

Roche  recommended  using  a 
mathematical  model  that  identi¬ 
fies  how  to  invest  the  least 
amount  of  money  in  a  comput¬ 
ing  tier  —  mainframes,  client/ 
server,  desktops  —  to  achieve 
the  greatest  amount  of  strategic 
output,  such  as  the  number  of 
customers  served  or  packages 
delivered. 

That  model,  Roche  argued, 
focuses  on  business  benefits 
and  eliminates  overinvestment 
or  underinvestment  in  any  one 
computing  tier.  □ 


Upgrades  beat  Cisco  bug 


So  what?  Simply,  nobody  but  Forte  cusomers  are  making  the  kinds  of 
statements  you  see  on  this  page.  Only  Forte  lets  you  generate 
application  servers  —  open  and  scalable  —  and  then  deploy  them 
and  re-deploy  them  as  your  web  presence  grows.  Your  alternative  is  to 
hand-code  to  low-level  APIs  and  take  care  of  all  your  own  'plumbing.” 
Want  to  spend  Labor  Day  with  your  family?  Call  Forte,  today. 


El  Means  Customer  Success™  HH 

fcA  www.forte.com/ads/cwl3  LmH 

Call  800-622-5076  (or  510-869-3400  from  outside  the  U.S.) 

©1998  Forte  Software,  Inc.  Forte  is  a  registered  trodemark  and  the  Forte  Application  Environment  is  a  trademark  of  Forte  Software,  Inc.  All  other  trademarks  acknowledges 
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Oracle  attacks  app  server  space 


*  Positive-  beta-test  buzz;  some  3.0  users  wary 


ORACLE  CLIENTS 


By  David  Orenstein 

focused  on  thin-dient,  Inter¬ 
net-based  computing,  Oracle 
Corp.  last  week  unveiled  Ver¬ 
sion  4.0  of  Oracle  Application 
Server  in  a  bid  to  claim  a 
prominent  space  in  that 
cramped  market. 

The  server  —  formerly  posi¬ 
tioned  as  a  World  Wide  Web 
server  —  will  be  released  next 
month  priced  at  $195  per  user. 
Its  array  of  middleware,  security 
and  management  features  was 
designed  to  be  open,  but  the 
new  server  software  strongly 
favors  browsers  on  the  front 
end,  Java  in  the  middle  and 
Oracle  data  at  the  back  end. 

Support  for  Microsoft  Corp.’s 
Component  Object  Model,  Ex¬ 
tensible  Markup  Language,  C++ 
Common  Object  Request  Bro¬ 
ker  Architecture  objects  and  pri¬ 
vate-key  security  aren’t  included 
in  Version  4.0  but  are  on  Ora¬ 
cle’s  road  map  for  later  ver¬ 
sions. 

The  enterprise  clout  of  Red¬ 
wood  Shores,  Calif.-based  Ora¬ 
cle  makes  the  product  an 
important  addition  to  the  appli¬ 
cation  server  space,  which  has 
been  crowded  with  start-ups, 
said  Merv  Adrian,  an  analyst  at 
Giga  Information  Group  in  San¬ 
ta  Clara,  Calif. 


By  Sharon  Gaudin 


corporate  users  hope  Mi¬ 
crosoft  Corp.’s  new  $40  million 
effort  to  offer  them  expanded 
support  and  information  will 
provide  a  closer  link  to  what  has 
sometimes  seemed  a  distant 
vendor. 

Microsoft  last  week  kicked  off 
its  TechNet  program,  which  was 
designed  to  connect  the  compa¬ 
ny  with  information  technology 
professionals  and  offer  them 
more  training  and  information. 
The  three-legged  program  fea¬ 
tures  a  series  of  periodic  in¬ 
structional  and  strategy-focused 
events  in  140  U.S.  cities,  a  new 
information-oriented  World 
Wide  Web  site  and  an  expan¬ 
sion  of  Microsoft’s  current 
TechNet  CD-ROM  series. 

“The  issue  we  hear  from  cor- 
orate  users  is  that  they  feel  iso¬ 
lated  from  us,”  explained  Paul 


“The  entry  of  Oracle  into  this 
market  suddenly  makes  the 
market  more  significant,”  he 
said. 

Users  agreed.  Jas  Dhillon, 
CEO  of  Blue-Line  Online,  Inc., 
a  Palo  Alto,  Calif.,  maker  of 
Web-based  project  management 
systems  for  construction  giant 
Bechtel  Corp.  and  Four  Seasons 
Hotels  Ltd.,  said  his  company’s 
conservative  clients  demand  a 
blue-chip  architecture. 

BALANCING  THE  LOAD 

Bechtel’s  extensive  worldwide 
operations  require  a  system  that 
can  link  its  project  teams  with 
thousands  of  subcontractors. 
The  dynamic  load-balancing 
capability  of  Oracle’s  new  appli¬ 
cation  server  makes  it  more 
scalable,  Dhillon  said. 

Jeff  Grant,  information  tech¬ 
nology  manager  at  Nettwerk 
Productions,  a  talent-manage¬ 
ment  company  in  Vancouver, 
British  Columbia,  also  praised 
the  enhanced  load  balancing 
and  other  automated  manage¬ 
ment  features  in  Version  4.0. 
The  server  is  more  reliable  than 
Version  3.0,  he  said,  because 
Nettwerk  no  longer  has  to  write 
its  own  scripts  to  monitor  serv¬ 
er  activity. 

The  new  application  server 
also  links  to  non-Oracle  data, 


Bazley,  Microsoft’s  general  man¬ 
ager  of  Technical  Community 
Development.  “They  tell  us  we 
do  a  nice  job  of  telling  them 
why  they  should  buy  our  prod¬ 
ucts.  But  they  want  more  infor¬ 
mation  after  that.” 

“A  lot  depends  on  the  level  of 
the  seminars  they  hold.  Are 
they  going  to  be  novice  or  ad¬ 
vanced?”  said  Patrick  Ryan,  a 
software  engineer  at  Hobart 
Corp.  in  Troy,  Ohio.  “We’re  still 
going  to  be  counting  on  finding 
that  information  ourselves.  I’ve 
never  been  able  to  do  it  any 

MOREONIIHE* 


For  a  list  of  Microsoft’s  Sep¬ 
tember  TechNet  events  in 
the  U.S.,  visit  Computer- 
world  online. 

www.computerworld.com/more 


Oracle's  application  server 
is  geared  to  organizations 
that  want  to  adopt  a  multitier 
architecture  with  thin  clients 
on  the  front  end.  Many  -  but 
not  all  -  Oracle  users  are 
headed  that  way. 

Do  you  plan  on  using  multi¬ 
tier  or  thin-client  computing? 


■  Yes  ■  No  ■  Don’t  know/ 
not  applicable 

Of  those  who  answered  yes: 
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1% 

1 

44%  j 

u^jjj 
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■  Will  use  both  multitier  and 
thin-client 

■  Will  use  multitier  only 

■  Will  use  thin-client  only 

■  No  answer/don't  know 

Base:  Survey  of  549  Oracle  users, 
March  1998 

Source:  International  Oracle  User  Group  -  Americas 


other  way  in  the  past.” 

Both  the  new  Web  site  and 
the  CD-ROMs  will  offer  users 
technical  information  such  as 
deployment  guides,  white  pa¬ 
pers  and  troubleshooting  infor¬ 
mation.  The  Web  site  also  has 
links  to  related  newsgroups  and 
peer  discussion  groups.  The 
CD-ROM  program,  which  costs 
$299  per  year,  offers  option 
packs  and  service  packs,  as  well 
as  some  beta  software,  at  a 
much  faster  rate  than  before. 

REACHING  USERS 

The  daylong  seminars  will  offer 
a  strategy  session  in  the  morn¬ 
ing  along  with  information  on 
new  products  coming  down  the 
line.  The  afternoons  will  feature 
break-out  sessions  drawn  along 
technical  lines. 

For  instance,  there  might  be 
an  electronic-commerce  track, 
an  operating  system  track  and  a 
network  management  track. 
This  program  should  triple  the 


said  Jared  Rodriguez,  chief  tech¬ 
nology  officer  at  TradeEx  Elec¬ 
tronic  Commerce  Systems,  Inc., 
a  developer  of  procurement  sys¬ 
tems  in  Tampa,  Fla.  One  of 
TradeEx’s  clients,  defense  con¬ 
glomerate  Raytheon  Co.,  had 
more  than  20  enterprise  re¬ 
source  planning  systems  to  tap, 
including  some  from  SAP  AG, 
some  homegrown  and  some 
brought  in  through  acquisition. 


By  Sharon  Gaudin 


corporate  users  hope  Mi¬ 
crosoft  Corp.’s  purchase  last 
week  of  Valence  Research,  Inc. 
will  help  the  company  meet  its 
goal  for  NT  scalability. 

The  Beaverton,  Ore. -based 
Valence  develops  TCP/IP  load¬ 
balancing  and  fault  tolerance 
software  for  Microsoft’s  Win¬ 
dows  NT  operating  system. 
Valence’s  main  product  is  the 
Convoy  Cluster,  which  connects 
incoming  users  to  the  least-busy 
server  in  the  cluster,  speeding 
the  process.  It  enables  32 
servers  to  be  tied  together  into 
a  single  TCP/IP  cluster. 

Microsoft,  which  as  a  result 
of  the  purchase  will  sell  the 
Convoy  technology  to  be  used 
with  NT  4.0,  plans  to  integrate 
it  with  its  clustering  technology 
in  upcoming  NT  5.0. 


number  of  seminars  Microsoft 
has  been  offering  and  expand 
them  from  a  few  large  cities  in¬ 
to  smaller  ones  as  well.  The 
seminars  already  have  begun. 
(See  www.computerworld.com/ 
more  for  more  information.) 

TechNet  is  part  of  a  program 
that  Microsoft  announced  late 
last  month  [CW,  Aug.  3].  In  ad¬ 
dition  to  merging  the  enterprise 
and  service  units  into  one  busi¬ 
ness-oriented  group,  the  compa¬ 
ny  said  it  would  pump 
$200,000  million  into  corpo¬ 
rate-focused  service  and  support 
programs. 

“Short  of  being  a  large 
enough  client  that  you  can  have 
Microsoft  on  site,  this  is  the 
next  best  thing  you  can  expect 
from  them,”  said  Bill  Peterson, 
an  analyst  at  International  Data 
Corp.  in  Framingham,  Mass. 

“But  Microsoft  has  to  be  care¬ 
ful  to  have  the  right  people  at 
these  seminars.  If  the  right  peo¬ 
ple  aren’t  there  with  answers, 
and  [users]  don’t  get  follow-up, 
[the  users  will]  be  more  frustrat¬ 
ed,”  Peterson  said.  □ 


But  trouble  with  Version  3.0 
has  left  some  users  wary. 

Brian  Gastineau,  a  database 
administrator  at  the  Gulf  Coast 
Regional  Blood  Center  in  Hous¬ 
ton,  said  Version  3.0  works  well 
in  many  respects,  but  “we’ve 
had  minor  problems  with  the 
stability.  So  we  will  test  4.0 
when  it  is  available  and  make  a 
decision  about  upgrading  based 
on  the  results.”  □ 


“It  does  sound  like  this  may 
help,”  said  Isaac  Applbaum, 
president  and  CEO  of  Concord, 
Calif. -based  Concorde  Solutions, 
Inc.,  the  information  technolo¬ 
gy  arm  of  Bank  of  America.  “If 
they  could  deliver  on  the 
promise  they  keep  making 
about  scalability,  that  would  be 
great.  There’s  only  so  many 
times  you’ll  believe  and  believe 
and  believe.” 

PROMISES,  PROMISES 

Microsoft  has  repeatedly 
promised  users  greater  NT  seal- 
ability,  but  users  have  seen  little 
in  the  way  of  concrete  improve- 


Concorde's  Isaac  Applbaum: 
"It  does  sound  like  [Convoy 
Cluster]  may  help” 


ments.  Windows  NT  Server  En¬ 
terprise  Edition  generally  is  con¬ 
sidered  able  to  support  10  to  12 
processors.  Many  Unix  vendors 
can  offer  systems  that  scale  up 
to  32  processors  in  one  box. 

Ed  Muth,  Microsoft’s  group 
product  manager  for  Windows 
NT,  said  integrating  Valence’s 
Convoy  greatly  boosts  NT’s  seal- 
ability.  “We  will  support  tens  of 
thousands  of  simultaneous 
users,”  Muth  said. 

But  Dan  Kusnetzky,  an  ana¬ 
lyst  at  International  Data  Corp. 
in  Sarasota,  Fla.,  said  buying 
Valence  is  a  move  in  the  right 
direction  but  won’t  necessarily 
make  NT  more  scalable.  He 
said  that  Convoy  will  disguise 
the  front  end  of  the  system, 
making  it  look  like  a  single  sys¬ 
tem,  but  it  still  will  be  a  group 
of  systems  tied  together.  □ 


Microsoft  seeks  tighter  link  to  IT 

►  TechNet  program  will  offer  training ,  info 


Purchase  of  Valence  may 
bring  scalability  to  Win  NT 
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Car  dealers  adjusting  to  life  with  Internet 


CONTINUED  FROM  PAGE  1 


by  car  dealers  that  market  cars  on  the  In¬ 
ternet  and  for  low  prices,”  said  William 
Baer,  director  of  the  FTC’s  Bureau  of 
Competition. 

The  FTC  ruled  the  boycott  illegal  on 
grounds  that  it  was  anticompetitive. 
“Consumers  need  to  have  access  to  this 
new  and  innovative  form  of  marketing,” 
Baer  said.  And  Chrysler  refused  to 
change  its  car-allocation  policy. 

The  attorney  representing  the  25  deal¬ 
ers  said  they  didn’t  admit  to  the  alleged 
boycott,  which  was  never  proved. 


terface.  “No  dealer  on  their  own  can 
bring  in  the  traffic  and  exposure  that 
Chrysler.com  brings.  People  look  on  the 
’net  for  the  Chrysler  [site],  not  for  an  [in¬ 
dividual]  dealer.” 

One  Chrysler  dealer  has  already  given 


up  its  Web  page  in  deference  to  the  cor¬ 
porate  site. 

“Chrysler  provides  a  great  [listing]  for 
us,”  said  Tom  Peretzian,  general  sales 
manager  at  Framingham  Chrysler- 
Plymouth,  Inc.  in  Framingham,  Mass. 


“We  rely  on  that  link  and  also  use  a 
whole  host  of  things,  including  an  [on¬ 
line]  auto  referral  service.” 

“Automakers  and  dealers  have  to  work 
together  to  provide  a  seamless  service  to 
the  customer,”  said  Jay  Houghton,  man¬ 
ager  of  automotive  marketing  at  A.  T. 
Kearney,  Inc.  in  Southfield.  “And  infor¬ 
mation  technology  is  the  key  because  it 
makes  this  service  flexible  and  efficient,” 
he  said  of  the  Internet.  □ 


No  half- 

baked 

ideas. 


Dave  Smith  Motors  was  among  the 
first  to  launch  a  Web  site  in  1996 

“We  were  trying  to  negotiate  with 
Chrysler  to  make  a  change  to  their  allo¬ 
cation  system,”  said  Jim  Sewell,  a  lawyer 
at  Smith  Law  Firm  PC  in  Helena,  Mont. 
“And  this  had  nothing  to  do  with  Inter¬ 
net  selling.  We  were  totally  dismayed 
with  what  was  in  the  [FTC]  release.” 

But  the  squabble  underscored  the  fact 
that  using  the  Internet  to  market  cars  is 
becoming  a  competitive  necessity. 

“The  'net  is  a  major  communications 
and  marketing  tool,  and  those  who  em¬ 
brace  it  will  be  rewarded,  while  those 
who  resist  will  eventually  be  noncompet¬ 
itive,”  said  Tom  Libby,  a  director  at  J.  D. 
Power  and  Associates  in  Southfield, 
Mich.  “Dave  Smith  Motors  was  quick  to 
implement  this  technology,  and  the  deal¬ 
ership  is  benefiting  from  it.” 

The  dealership  unveiled  its  site  in  Oc¬ 
tober  1996. 

Chrysler  has  been  working  hard  to  de¬ 
velop  an  Internet-based  service  that  will 
enable  consumers  to  pick  a  dealer,  con¬ 
figure  a  vehicle,  request  a  price  quote 
and  get  a  response  within  48  hours.  The 
unnamed  service  will  go  nationwide  in 
October. 

"We  believe  this  is  the  way  to  go.  And, 
through  training,  we  are  making  sure 
dealers  are  ready  to  be  responsive,”  said 
Rich  Everett,  director  of  strategic  tech¬ 
nologies  at  Chrysler.  The  automaker  will 
monitor  the  E-mail  system  to  make  sure 
consumers  get  a  response  as  promised, 
Everett  said.  “If  they  don’t,  we’ll  deacti¬ 
vate  the  [dealer’s]  button.  That’s  how  se¬ 
rious  we  are.” 

The  lion’s  share  of  Chrysler’s  4,500 
dealers  already  have  World  Wide  Web 
pages,  but  Everett  said  it  will  be  better  to 
have  Chrysler's  corporate  site,  with  1.3 
million  hits  per  month,  be  the  central  in- 


You  can't  depend  on  "quick-fix" 

IT  recipes  and  rehashed  answers 
to  tackle  the  technology  challenges 
your  company  faces. 

To  create  a  definitive  IT  advantage, 
you  need  answers  that  will  work 
today  and  address  your  company's 
goals  for  tomorrow.  Answers 
reached  through  on-going  dialog 
with  your  IT  professionals  and  a 
thorough  understanding  of  your 
business.  META  Group  is  the  only 
IT  advisory  and  research  company 
providing  that  kind  of  fresh 
thinking  and  one-on-one  advice. 

Sound  appealing?  More  than  1,400 
META  Group  clients  around  the 
world  think  so.  To  learn  more,  call 
us  at  1-800-945-META  or  visit  us  at 
www.metagroup.com/cw. 

Satisfy  your  craving  for  fresh 
thinking  at  META  Group. 
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Relevant  Answers. 
Clear  Direction. 
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The  future  belongs  to  objects. 

Jasmine™  is  the  future  of  objects. 

It’s  the  first  complete  and  pure  object  solution. 

It’s  not  a  hybrid.  It’s  not  hype. 

Jasmine  is  real.  A  proven,  complete  object-oriented  database  and  development 
environment.  So  now  you  can  build  the  next  generation  of  multimedia  business 
applications  and  run  them  everywhere:  client/server,  Internet,  intranet,  and  extranet, 


With  built-in  multimedia  and  Internet  support,  Jasmine  has  it  all.  A  pure,  object-oriented 
database.  Drag-and-drop  development  environment.  Distributed  object  delivery. 
Efficient  database  multimedia  storage  and  manipulation,  and  efficient  delivery  through 
streaming  and  caching.  The  industry’s  easiest  development  environment  lets  you  use 
all  your  favorite  tools:  built-in  VB  integra¬ 
tion,  native  Java  support,  and  C++  support. 

Unlike  hybrid  or  partial  object  solutions, 

Jasmine  actually  works. 

So  you  can  shorten  your  time  to  market 
and  gain  a  distinct  competitive  advantage. 

If  that  sounds  good,  pick  up  the  phone 
right  now.  Because  Jasmine  is  ready  today. 

Are  you? 


Call  1-888-7 JASMINE  for  mu 
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Freeware  phobia  wanes 

CONTINUED  FROM  PAGE  1 _ 


away  for  lack  of  support,"  he 
said. 

The  contrasting  viewpoints 
illustrate  how  freeware  such  as 
Apache  and  the  Linux  operating 
system  is  being  adopted  by 
start-ups  in  the  electronic-com¬ 
merce  field,  yet  faces  resistance 
from  chief  information  officers 
at  large  corporations. 

“There’s  a  certain  shyness 
about  [freeware]  in  all  but  the 
most  entrepreneurial  compa¬ 
nies,  which  still  have  the  chutz¬ 
pah  to  experiment  like  that,” 


said  Levy,  who  was  promoted 
from  CIO  to  executive  vice  pres¬ 
ident  at  The  Men’s  Wearhouse, 
Inc.,  a  Houston-based  retailer. 

“For  traditional  Fortune  500 
corporate  America,  I  don’t  think 
[Linux]  is  going  to  catch  on  real 
soon,”  said  Mary  Hubley,  an  an¬ 
alyst  at  Gartner  Group,  Inc.  in 
Stamford,  Conn.  “They  love  Mi¬ 
crosoft  and  the  large  vendors 
because  they  have  the  [product] 
support  and  it  just  feels  good.” 

Some  resistance  may  melt 
away  as  established  vendors  in¬ 
creasingly  embrace  the  freeware 
concept,  giving  it  more  re¬ 
spectability.  The  mainstreaming 
of  freeware  is  evident  in  the  fol¬ 
lowing  recent  announcements: 

■  In  March,  Netscape  Commu¬ 
nications  Corp.  decided  to  make 
the  source  code  for  its  Navigator 
World  Wide  Web  browser  freely 
available. 

■  In  May,  Corel  Corp.  said  that 
it  would  make  its  WordPerfect 
office  applications  available  on 
Linux. 

■  In  June,  IBM  said  it  will  bun¬ 
dle  the  Apache  Web  server  into 
its  WebSphere  application  serv¬ 
er  and  provide  technical  support 
for  Apache.  It’s  easy  to  see  why: 
Apache  software  runs  50%  of 
Web  servers  on  the  Internet 
(see  chart). 

■  In  July,  Informix  Corp.,  Oracle 


Corp.  and  Computer  Associates 
International,  Inc.  announced 
they  would  port  versions  of 
their  databases  to  Linux. 

The  announcements  placed  a 
spotlight  on  freeware,  which  is 
software  developed  by  a  net¬ 
work  of  volunteer  programmers 
who  provide  the  source 
code  free  of  charge.  And  the 
support  of  big-name  vendors  is 
starting  to  reverse  the  percep¬ 
tion  that  freeware  is  a  geeky 
cult  phenomenon. 

Asked  if  IBM’s  support  for 


Apache  gives  freeware  more 
credibility  in  the  boardroom, 
Levy  replied:  “You  bet  it  does.” 

Even  so,  the  No.  1  concern  of 
CIOs  is  how  to  get  technical 
support  for  free  software  that 
isn’t  governed  by  a  single  ven¬ 
dor.  With  freeware,  support  is 
provided  by  a  loose  confedera¬ 
tion  of  developers,  Web  sites 
and  Usenet  newsgroups. 

Freeware  advocates  see  that 
as  a  strength.  When  the  source 
code  is  freely  available,  anyone 
is  allowed  to  inspect  it,  tinker 
with  it,  debug  it  and  share  im¬ 
provements  via  the  Internet. 

But  that  scares  traditional 
CIOs.  Bill  Peterson,  an  analyst 
at  International  Data  Corp. 
(I DC),  wrote  in  a  recent  report, 
“There  are  [information  sys¬ 
tems]  managers  who  won’t  even 
consider  Linux  because  it  is  not 
backed  by  a  known  name.” 


Donald  Morchower,  senior 
vice  president  and  CIO  at  High- 
mark  Blue  Cross/ Blue  Shield  in 
Pittsburgh,  said,  “support  is  cer¬ 
tainly  a  large  issue  to  consider.” 

“When  a  CIO  makes  an  [in¬ 
formation  technology]  decision, 
they  want  support,  not  virtual 
support,”  said  Andrew  Allison, 
an  independent  industry  analyst 
in  Carmel,  Calif. 

But  some  users  find  the  free 
advice  and  discussion  groups 
on  the  Internet  completely  suf¬ 
ficient,  and  in  some  instances, 
superior  to  standard  technical 
support. 

Thomas  Schenk,  systems  ad¬ 
ministration  team  leader  at 
DejaNews,  Inc.,  one  of  the 


Web’s  largest  news  providers, 
said  he  is  a  firm  believer  in  sup¬ 
port  from  Linux  developers. 

“We  had  been  using  another 
PC-based  Unix  from  a  commer¬ 
cial  vendor  and  hit  a  bug,”  he 
recalled.  “We  contacted  them 
for  technical  support  and  were 
basically  told  that  we  were  not 
big  enough  to  merit  a  fix  in  the 
time  frame  that  we  needed  it.” 
Schenk  called  the  ability  to  con¬ 
tact  the  developers  directly  “a 
huge  asset.” 

Web-based  businesses  say  the 
button-down  crowd’s  view  that 
freeware  is  undependable  and 
unsupported  is  an  outdated 
stereotype.  The  real  reason 
they’re  snapping  up  Apache  and 
Linux  is  for  their  reliability. 

Evan  Lemonides,  chief  oper¬ 
ating  officer  at  MetroCommute, 
Inc.  in  New  York,  said  freeware 
has  become  the  heart  of  his  op¬ 


eration.  MetroCommute  runs  a 
Web  site  that  tracks  up-to-the- 
minute  traffic  jams  for  New 
York  City  commuters.  Its  Web 
servers  receive  close  to  2  mil¬ 
lion  hits  per  month  and  run  en¬ 
tirely  on  Linux. 

“We  would  have  spent  more 
to  get  a  different  operating  sys¬ 
tem  if  we  thought  that  there 
was  a  better  one  for  what  we 
do,”  Lemonides  said.  “For  our 
purposes,  Linux  is  ideal.  We 
need  to  generate  graphics  very 
quickly  —  our  maps  have  to  be 
generated  on  the  fly  —  and  our 
data  changes  every  minute.” 

Craig  McLaughlin,  chief  tech¬ 
nology  officer  at  Privada,  Inc.  in 
San  Jose,  Calif.,  called  Linux 
“the  only  choice”  for  his  compa¬ 
ny’s  Internet  privacy-assurance 
business  because  of  its  reliabili¬ 
ty  and  security  features.  By  hav¬ 
ing  open-source  code,  “any  se¬ 
curity  flaws  are  found  quickly 
by  the  thousands  of  eyes  that 
look  at  it,”  he  said. 

McLaughlin  also  said  the  de¬ 
velopment  community  gives 
him  the  support  he  requires. 
“I’m  biased  against  spending 
thousands  of  dollars  on  an  op¬ 
erating  system,  then  spending 
thousands  more  on  a  support 
contract  and  then  spending 
hours  on  hold  with  someone’s 
tech  support,”  he  said. 

Having  the  open-source  com¬ 
munity  work  on  the  software 
helps  eliminate  bugs  and  makes 
sure  it  works  on  a  wide  variety 
of  platforms.  “You  just  get  a 
tighter  product,”  said  Andy 
Martin,  chief  technology  officer 
at  Austin,  Texas-based  Garden 
Escape,  Inc.,  which  runs  the 
Garden.com  online  store. 

Mark  Menard,  director  of  op¬ 
erations  at  CapitalNet  Ltd.,  an 
Albany,  N.Y. -based  Internet  ser¬ 
vice  provider  that  has  built  most 
of  its  infrastructure  on  Linux, 
agreed.  “You  don’t  need  an 
army  of  people  with  pagers 
waiting  for  it  to  go  down,”  he 
said.  “It  just  runs.  It  never 
drops.” 

No  one  knows  how  many 
large  corporations  actually  use 
freeware,  in  part  because  some 
freeware  comes  in  through 
backdoor  channels  —  under  the 
radar  of  the  CIO,  according  to 
the  I  DC  report.  Robert  Young, 
CEO  of  Linux  vendor  Red  Hat 
Software,  Inc.  in  Research  Tri¬ 
angle  Park,  N.C.,  claimed  that 
Linux  is  being  used  in  all  of  the 
Fortune  1,000  companies, 
though  not  necessarily  for  mis¬ 
sion-critical  applications. 

Internetworking  giant  Cisco 
Systems,  Inc.  is  one  company 
that  uses  Linux  to  run  its  net¬ 
work  file  server,  print  server  and 
print  spooler.  Officials  at 
Caldera,  Inc.,  a  Linux  vendor  in 


Top  Web  servers  in  use  as  of  Aug.  1 
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Microsoft-IIS 
Netscape-Enterprise 
Rapidsite 
NCSA*  | 


137,141 

64,629 

63,934 


•National  Center  for  Supercomputing  Applications 


628,570 


Source:  Netcraft  Ltd..  Bath.  U.K. 


Garden  Escape's  Andy  Martin  says  developer  support  makes  Apache  “a  tighter  product' 


Orem,  Utah,  said  Cendant 
Corp.,  a  40,000-employee  di¬ 
rect  marketer  and  travel  and 
real-estate  franchiser  based  in 
Parsippany,  N.J.,  also  signed  on 
recently  as  a  Linux  user.  Cen¬ 
dant  declined  to  comment. 

Young  said  that  some  public 
companies  are  reluctant  to  ac¬ 
knowledge  their  use  of  open- 
source  software.  “They’re  wor¬ 
ried  that  their  shareholders 
might  perceive  they’re  taking 
chances,”  he  said.  □ 


Assistant  News  Editor  Mitch 
Betts  contributed  to  this  report. 

Providing  comfort 

Several  vendors  have  recog¬ 
nized  that  the  key  to  getting 
corporate  America  to  warm 
up  to  freeware  is  to  offer  the 
kind  of  CIO-comforting  tech¬ 
nical  support  that  profitware 
vendors  do. 

So  Linux  vendors  Caldera 
and  Red  Hat  Software 
provide  the  technical  support 
large  organizations  require, 
on  a  per-call  basis  or  for  a 
yearly  fee  of  about  $1,000. 

Sendmail,  Inc.  in  Emery¬ 
ville,  Calif.  —  whose  Send¬ 
mail  freeware  is  installed  on 
1.2  million  Internet  servers 
and  carries  close  to  75%  of  all 
the  E-mail  delivered  —  also 
recently  began  to  offer  techni¬ 
cal  support.  Greg  Olson, 
Sendmail’s  president  and 
CEO,  said  his  company  did 
so  “to  meet  the  needs  of  the 
commercial  majority.” 

The  hurdles  for  freeware 
are  formidable,  Olson  said. 
“We  have  to  help  create  a 
shift  in  the  perception  that 
freeware  is  flaky  and  counter 
the  perception  that  it  isn’t 
something  a  CIO  can  bet  his 
job  on.  That’s  what  we’re  try¬ 
ing  to  do  [by  offering  sup¬ 
port].” 

But  Andrew  Allison,  an  in¬ 
dependent  industry  analyst 
based  in  Carmel,  Calif.,  said  it 
will  take  a  much  larger  ser¬ 
vice  organization,  such  as 
IBM,  Compaq  Computer 
Corp.  or  Hewlett-Packard  Co. 
to  offer  Linux  support  (as 
IBM  has  with  Apache)  for 
Linux  to  really  take  off. 

—  Stewart  Deck 
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ining  partnership  covers  distance 


>  Trio  joins  to  beef  up  content,  satellite  services  for  corporate  learning 


By  Matt  Hamblen 

managers  of  the  distance 
learning  programs  at  Ford  Mo¬ 
tor  Co.  and  J.  C.  Penney  Co. 
said  they  welcomed  a  new  in¬ 
dustry  partnership  that  extends 
the  course  content  and  satellite 
services  available  to  them. 
Hughes  Network  Systems,  Inc. 


But  the  three  will  combine  on 
customer  deals,  with  Hughes 
supplying  the  satellite  network, 
Apollo  supplying  training  con¬ 
tent,  and  One  Touch  providing 
network  equipment  that  allows 
interactive  applications  to  work, 
Hughes  officials  said. 

The  announcement  “marries 
suppliers  that  complement  each 


With  One  Touch,  "We  went 
from  bricks-and-mortar 
training . . .  into  an  elec¬ 
tronic  classroom." 


-  J.  C.  PENNEY’S 
DEBORAH  MASTEN 


in  Germantown,  Md.,  said  it 
will  join  with  Phoenix-based 
training  provider  Apollo  Group, 
Inc.  to  buy  networking  vendor 
One  Touch  Systems,  Inc.  in  San 
Jose,  Calif. 

One  Touch  will  retain  its 
name  and  management,  and 
the  other  two  companies  will 
remain  independent. 


other,”  said  Larry  Conley,  man¬ 
ager  of  education  and  training 
at  Fordstar,  a  Ford  division. 

The  three  “will  provide  a 
more  dynamic  training  arena,” 
said  Deborah  Masten,  manager 
of  human  resources  develop¬ 
ment  at  Penney. 

Both  Masten  and  Conley  said 
they  will  investigate  whether  to 


Training  courses  completed  at  Ford 


use  training  programs  offered 
by  Apollo,  since  the  needs  for 
new  lecture  content  are  con¬ 
stant  and  enormous. 

Apollo  offers  distance  learn¬ 
ing  courses  in  a  variety  of 
management  and  financial 
planning  areas,  as  well  as  de¬ 
gree  programs. 

The  company  also  does  cus¬ 
tom  coursework. 

PAID  FOR  ITSELF 

Ford  has  used  Hughes  and  One 
Touch  since  1994,  when  it  set 
up  a  $100  million  distance 
learning  network  that  paid  for 
itself  in  reduced  training  travel 
costs  in  three  years,  Conley 
said. 

Before  that,  Ford  taught  me¬ 
chanics  and  sales  personnel 
mainly  with  individual  instruc¬ 
tors  in  classrooms. 

The  interactive  satellite  tech¬ 
nology  has  more  than  tripled 
the  number  of  classes  it  can 
teach  in  a  year,  Conley  said  (see 
chart). 

Ford  can  beam  up  to  eight 
live  lectures  at  a  time  to  any  of 
the  5,000  Ford  dealerships  in 
the  U.S. 

Penney,  in  Plano,  Texas,  has 


1994 

1997 

In  classrooms 

115,585 

63,375 

CD-ROM  multimedia 

34,139 

248,144 

Fordstar  Satellite 

740 

405,980 

TOTAL 

150,464 

717,499 

Source:  Ford  Motor  Co.,  Lansing,  Mich. 

used  One  Touch  equipment 
since  1996  to  create  interactive 
training  of  sales  personnel  and 
other  workers  in  1,100  stores, 
using  an  existing  satellite  net¬ 
work  it  put  in  place  in  the 
1980s. 

Penney  has  saved  about  $1 
million  in  training  travel  costs 
during  the  past  two  years,  Mas¬ 
ten  said. 

“We  went  from  butts  in  the 
seats,  bricks-and-mortar  train¬ 
ing,  [to]  taking  those  same  in¬ 
structors  and  putting  them  into 
an  electronic  classroom,”  Mas¬ 
ten  said. 

LARGER  REACH 

Analysts  said  the  announce¬ 
ment  will  give  Hughes  more 
reach  into  midsize  and  small  of¬ 
fice  markets  for  satellite  learn¬ 


ing  and  eventually  into  homes. 
They  said  it  may  be  of  limited 
value  to  large  companies  that  al¬ 
ready  have  satellite  networks. 
Hughes  needs  to  expand  its 
market  since  the  use  of  satellite 
networks  has  declined  in  the 
past  two  years,  said  Mike  King, 
an  analyst  at  Meta  Group,  Inc. 
in  Stanford,  Calif. 

With  the  recent  drop  in  price 
of  frame-relay  networks,  global 
companies  have  begun  to  move 
away  from  expanding  satellite 
networks,  partly  to  avoid  the 
delay  of  up  to  four-tenths  of  a 
second  for  a  signal  to  reach  its 
audience,  King  added. 

That  delay  is  only  a  problem 
in  more  sophisticated  applica¬ 
tions,  but  satellite  networks 
can’t  be  beat  for  their  broad 
global  reach.  King  said.  □ 


Device  management  goes  central 

►  Vendors  turning  to  multidomain  software 


By  Nancy  Dillon 


as  storage  hardware  grows 
because  of  applications  such  as 
data  warehousing  and  enter¬ 
prise  resource  planning,  users 
are  turning  to  centralized  device 
management  software  to  control 
bloated  costs  and  administra¬ 
tion  gaps. 

“With  a  large  base  of  installed 
equipment,  unless  money  is  no 
object,  you’re  not  going  to  be 
able  to  visit  all  of  your  systems 
every  day.  It’s  just  not  practical,” 
said  Brian  Dickson,  manager 
of  Unix  hardware  at  Veritas 
Geoservices,  Inc.  The  Calgary, 
Alberta- based  company  helps 
oil  companies  find  drilling 
locations. 

To  pre-empt  costly  storage- 
device  failures,  Dickson  uses 
Web  Storage  Manager  software 
from  Andataco,  Inc.  in  San 
Diego  on  his  more  than  100 
SCSI-based  Unix  RAID  arrays. 
The  Internet-based  console  pro¬ 
vides  an  image  map  of  devices, 


hardware  health  statistics  and 
error  notification. 

With  his  two  Fibre  Channel- 
based  arrays,  Dickson  uses  soft¬ 
ware  called  Navisphere,  which 
was  announced  last  week  by  the 
Clariion  division  of  Southboro, 
Mass.-based  Data  General  Corp. 

From  a  central,  Windows- 
based  console,  Navisphere  pro¬ 
vides  operating  statistics  on 
multiplatform  Clariion  Fibre 
Channel  arrays.  It  also  can 
handle  error  notification,  con¬ 
figuration  formatting  and  trend 
analysis. 

“The  centralized  manage¬ 
ment  makes  us  more  cost- 
effective  because  we  don’t  need 
expertise  in  every  locale,”  Dick¬ 
son  said. 

Storage  analysts,  such  as 
Mark  Nicolette  at  Stamford, 
Conn. -based  Gartner  Group, 
Inc.,  said  centralized,  multi- 
domain  device  management 
software  is  fast  becoming  a 
user-required  offering  for  stor¬ 
age  vendors.  Soon,  all  of  the 


products  will  have  Internet 
graphical  user  interfaces  and 
will  integrate  with  larger  net¬ 
work  management  frameworks, 
analysts  said. 


StorageWorks 
Command  Console, 
Compaq 

Although  not  yet  Internet- 
based,  EMC  Corp.  offers  Win¬ 
dows-based  Symmetrix  Manag¬ 
er  software  to  centrally  manage 
storage  devices. 

And  Compaq  Computer 
Corp.  offers  the  similar  Storage- 
Works  Commander  Console, 
which  also  is  Windows-based. 

Doug  Steele,  lead  information 


analyst  at  Los  Angeles-based  air¬ 
craft  contractor  Northrop  Grum¬ 
man  Corp.,  helps  manage  about 
40  StorageWorks  arrays  hous¬ 
ing  several  terabytes. 

He  recently  purchased  Com¬ 
mand  Console  2.0  and  plans  to 
implement  it  soon. 

“Right  now,  we’re  pretty 


much  doing  [device  manage¬ 
ment]  with  visual  methods, 
meaning  operators  on  each  of 
my  three  shifts  go  around  and 
visually  look  at  each  enclosure,” 
Steele  said. 

With  Command  Console, 
Steele  said  he  expects  to  save 
about  one  hour  per  day  of  oper¬ 
ator  time  and  about  10  hours 


per  month  in  configuration 
planning.  “We  won’t  have 
to  draw  the  [configuration] 
changes  on  paper  anymore.” 

IBM'S  ANSWER 

IBM  will  release  its  answer  to 
centralized  device  management, 
StorWatch  Serial  Storage  Expert, 
in  a  few  weeks.  It  will  offer  one 
graphical  view  of  IBM  serial 
disk-based  configurations  and 
will  monitor  events,  analyze 
error  logs  and  generate  reports. 

“We’re  looking  at  StorWatch 
as  a  means  to  get  people  costs 
under  control,”  said  Mike 
Spotts,  an  enterprise  storage 
business  analyst  at  State  Farm 
Insurance  Co.  in  Bloomington, 
Ill. 

Spotts’  group  recently  consol¬ 
idated  28  data  centers  into  three 
megacenters.  Now  Spotts  is 
charged  with  consolidating  his 
open  systems  hardware,  the 
majority  of  which  is  IBM  serial 
disk. 

He  said  getting  groups  to 
share  resources  is  “always  polit¬ 
ical,”  so  starting  the  centraliza¬ 
tion  process  with  StorWatch 
is  meant  to  ease  what  he 
terms  “getting  the  bill  through 
Congress.”  □ 


Software  to  manage  storage 

1  SOFTWARE,  VENDOR 

WEB  GUI 

PRICE 

StorWatch  Serial 
Storage  Expert,  IBM 

Yes 

$1,500  to  $15,000 

Navisphere,  Clariion 

No 

Up  to  $20,000* 

Symmetrix 

Manager,  EMC 

No 

$16,500 

No  Up  to  $395* 


*  Offers  free  version;  full 
version  costs  more 
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Top  1997  document  management  vendors 


Total  market:  $482.4M 


Documentum,  Inc. 

Pleasanton,  Calif.  11.3% 


PC  Docs,  Inc. 

Burlington,  Mass. 

11% 

FileNet  Corp. 

Bellevue,  Wash. 

5.7% 

OpenText  Corp.* * 

Waterloo,  Ontario 

5.4% 

Information  Dimensions,  Inc.1*1 

Dublin,  Ohio 

4.9% 

NovaSoft  Systems,  Inc. 

Burlington,  Mass. 

3% 

*  OpenText  has  since  bought  Information  Dimensions 


Source:  International  Data  Corp.,  Framingham,  Mass. 


COMPONENTS  OF  A  DOCUMENT 
MANAGEMENT  SYSTEM 


A  document  management  system,  whether  Web-based  or 
client/server-based,  consists  of  the  following  components: 

Check-in/checkout  -  This  is  a  formalized  way  to  gain 
access  to  a  document  and  work  on  it.  It  shows  other 
users  who  is  working  on  the  document. 

Computer  output  to  laserdisc  (COLD)  -  A  technology 
for  moving  computer  documents  onto  a  laserdisc. 

Document  repository  -  Same  as  a  database;  depends 
on  the  implementation. 

Optical  character  recognition  and  intelligent  character 
recognition  -  Converts  an  image  into  a  searchable/ 
editable  document. 

Search  and  retrieval  system  -  Organizes  information 
based  on  keyword  or  phrase,  known  as  indexing. 

Server-based  database  -  Stores  information. 

Version  control  -  Keeps  track  of  document  versions, 
from  first  draft  to  final. 

Web  browser  -  For  a  Web-based  system,  it  allows 
access  to  a  document  by  using  a  uniform  resource 
locator. 

Workflow  engine  -  Automates  the  process  of  moving 
documents  along  a  certain  path. 


Document  management 

DEFINITION:  Document  management  is  a  way  for  users  to  organize  data,  distribute 
documents  and  manage  the  flow  of  information  among  users  or  across  organizations.  It 
defines  who  has  access  to  specific  information  and  determines  how  data  can  be  viewed. 
There  are  two  main  types  of  document  management  systems:  Web-based,  which  uses  a 
browser  to  access  documents,  and  client/server-based,  which  uses  a  network. 

Web-sawy  users  get  easy  data  access 


By  Suruchi  Mohan 


users  are  demanding  access  to  more  applica¬ 
tions  and  begging  to  keep  track  of  less  paper. 

A  Web-based  document  management  system 
could  help  solve  those  problems.  This  type  of 
system  uses  Internet  standards  and  a  World 
Wide  Web  browser  to  gain  document  access  and 
organization. 

The  main  reason  people  seek  the  Web  for 
these  systems,  says  Hadley  Reynolds,  director  of 
research  at  The  Delphi  Group  in  Boston,  is  that 
they  need  the  distributed  functionality  of  a  doc¬ 
ument  management  system  instan¬ 
taneously.  In  the  past  year,  there  has 
been  a  large-scale  implementation 
of  Web-based  systems  where  histor¬ 
ically  there  were  departmental  sys¬ 
tems. 

“The  Web  is  simply  the  plumbing,”  says  Steve 
Weissman,  president  of  Kinetic  Information, 
Inc.  in  Waltham,  Mass.  “Because  it  is  so  perva¬ 
sive,  it  opens  the  potential  for  more  people  [to 
access  applications]  but  doesn’t/shouldn’t 
change  document  management." 

But  before  you  decide  to  go  with  a  Web-based 
document  management  system,  ask  yourself 
these  two  questions:  Would  a  Web-based  system 
work  better  for  our  company  than  a  client/ 
server-based  one?  How  high-end  a  system  do  we 
need? 

COMFORT  ZONE 

A  Web-based  system  offers  “a  handful  of  advan¬ 
tages”  over  a  traditional  client/server-based  doc¬ 
ument  management  system,  says  Christina 
Bertsch,  an  analyst  at  The  Yankee  Group  in 
Boston.  The  Web-based  versions  are  a  lot  easier 
to  use  because  users  are  already  comfortable 
with  browsers,  so  they  don’t  have  to  learn  yet 


another  application.  If  a  lot  of  employees  use 
remote  access  applications,  Bertsch  says,  Web- 
based  document  management  makes  good 
sense  because  distributed  client/server  systems 
are  harder  to  maintain  than  Web  servers. 

Further,  says  Amie  White,  a  senior  analyst  at 
International  Data  Corp.  in  Framingham,  Mass., 
an  Internet-based  system  is  client  platform  in¬ 
dependent  and  provides  cross-platform  support. 
It  also  is  scalable  —  not  only  in  the  enterprise 
but  also  beyond  it,  like  when  companies  provide 
information  on  an  extranet  to  their  business 
partners. 

Other  benefits  of  a  Web-based 
system  include  the  ability  to  update 
documents  in  real  time  and  get 
payback  in  less  time  because  the 
Web  allows  more  users  to  access  the 
application.  That’s  because  most 
end  users  already  have  Web  browsers. 

So,  how  do  you  evaluate  a  system?  Make  sure 
it  integrates  easily  with  your  line  of  business  ap¬ 
plications  and  check  out  the  amount  of  mainte¬ 
nance  it  requires,  White  says.  For  example,  a 
small  business  with  Lotus  Notes  could  use 
Domino. Doc,  which  is  a  low-maintenance,  low- 
functionality  system.  A  company  such  as  The 
Boeing  Co.  might  want  to  invest  in  a  high-end, 
scalable  system  that  can  handle  huge  docu¬ 
ments  and  can  be  customized,  she  says. 

Another  thing  to  keep  in  mind  is  that  a  docu¬ 
ment  management  system  requires  a  webmas- 
ter-type  person  to  maintain  it  —  and  that  could 
mean  adding  a  person  to  your  staff,  says  John 
Mancini,  president  of  the  Association  for  Infor¬ 
mation  and  Image  Management  International, 
a  group  of  industry  vendors  and  users  in  Silver 
Spring,  Md.  □ 

Mohan  is  a  freelance  writer  in  Los  Altos,  Calif. 


AT  ISSUE 


Getting  the  right 
size  system  for 
your  company 


What  platform  do 
you  use  for  your 
document  manage¬ 
ment  system? 

Base:  350  docu¬ 
ment  management 
system  users 

Source:  The  Delphi  Group, 

Boston 


*  Client/server  and  the  Web 
■  Full  client/server 
The  Web 
Groupware 

Peer-to-peer  LAN/Workgroup 
®  Other 


■  Are  there  technologies  or  issues  you  would  like  to  learn  about  in  QuickStudy?  Send  your  ideas  to 
QuickStudy  editor  Stefanie  McCann  at  stefanie_mccann@cw.com 


You  want  an  OS  that’s  secure  and  manageable.  Your  users  want  an  OS  that’s  fast  and  reliable. 

Specify  Windows  NT  Workstation  on  your  new  PCs  and  everybody’s  happy. 


It’s  no  secret  that  we’ve  just  launched  a  great  new  operating 
system,  Windows®  98.  However,  Windows  98  is  optimized  for 
home  use.  In  most  cases,  Microsoft®  Windows  NT®  Workstation 
4.0  is  the  right  OS  for  your  new  business  PCs.  Here’s  why: 

Windows  NT  Workstation  is  designed  to  be  more  manageable. 

So  it’s  easy  to  configure  PCs  to  match  user  needs,  from 
dialed  up  to  locked  down.  And,  when  you  lock  it  down,  your 
administration  costs  drop. 

Windows  NT  Workstation  is  more  reliable,  because  it  allocates 
separate  memory  space  for  each  app.  So  if  one  app  goes  down, 
the  rest  stay  up.  Which  means  Bob  in  marketing  won’t  be  calling 
you  today  to  tell  you  he’s  done  it  again. 

Windows  NT  Workstation  gives  you  better  security  options. 

Your  data  stays  yours.  Your  users  get  access  to  what  they  need 
(and  only  what  they  need). 

Windows  NT  Workstation  is  26%*  faster  than  Windows  98 
(it’s  also  faster  than  Windows  95,  for  that  matter).  So  everybody, 
including  you,  gets  more  done. 

Windows  NT  Workstation  is  the  right  OS  for  all  of  your  business 
users.  So  when  you  buy  new  business  PCs,  be  sure  to  order 
them  with  Windows  NT  Workstation. 


Windows  NT 

Workstation  4.0 


L  J 


•Performance  testing  conducted  by  National  Software  Testing  Laboratories,  Inc.  (NSTL**4)  in  June.  1998,  using  Winstone®  98  developed  by  Ziff-Davis  Benchmark  Operation  (ZDBOp,M)  across 
a  variety  of  computers  with  32  and  64  megabytes  of  memory.  Tests  performed  independently  by  NSTL  without  independent  verification  by  Ziff-Davis.  Ziff-Davis  makes  no  representations  or 
warranties.  Winstone  is  a  registered  trademark  or  trademark  of  Ziff-Davis  Inc.  in  the  U.S.  and  other  countries. 


©1998  Microsoft  Corporation.  All  rights  reserved.  Microsoft.  Windows,  the  Windows  logo.  Windows  NT  and  Where  do  you  want  to  go  today?  are  either  registered  trademarks  or  trademarks  of 
Microsoft  Corporation  in  the  United  States  and/or  other  countries.  Other  product  and  company  names  mentioned  herein  may  be  the  trademarks  of  their  respective  owners. 


New  notebooks  come  loaded  with  Windows  NT  Workstation. 


More  happy  people. 


Today’s  notebooks  are  ready  for  Microsoft®  Windows  NT® 
Workstation  4.0.  In  fact,  many  have  it  preinstalled  and 
preconfigured. 

Compaq,  Dell,  HP,  IBM,  Micron,  NEC  and  Toshiba  make 
these  notebooks  with  great  power  management  and  PC-card 
swapping  features.  Furthermore,  they  make  a  wide  range  of 
Windows  NT  Workstation  notebooks.  So  you’re  likely  to  find 
one  that  meets  your  users’  needs,  and  your  budget. 

You  know  Windows  NT  Workstation  is  the  right  OS  for  business 
because  it’s  more  manageable,  more  reliable,  and  faster. 

And  now  you  know  that  Windows  NT  Workstation  will  run  as 
well  on  your  notebooks  as  on  your  desktops. 

The  result:  one  OS,  the  business  OS,  on  all  of  your  new  PCs. 


Windows  NT 

Workstation  4.0 


www.microsoft.com/windows/go /chOOSGNTW / 


Microsoft 


Where  do  you  want  to  go  today? 
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sMe  adjustment  ls 

ing  strides  in  its  attitude  toward  corporate  customers. 
Now  it  should  go  a  step  further  and  fully  bless  the  for¬ 
mation  of  an  independent  Windows  NT  user  group. 

In  15  years  of  covering  Microsoft,  I’ve  seen  the 
company  make  halting  progress  in  its  approach  to 
corporate  IT.  From  an  attitude  of  thinly  disguised  hos¬ 
tility  in  the  late  1980s  to  lip  service  a  few  years  back, 
Microsoft  today  looks  more  serious  than  ever  about 
listening  to  enterprise  users. 

During  my  recent  visit  to  Microsoft,  officials  talked 
about  things  I  had  never  heard  before:  an  ongoing 
project  to  develop  interfaces  for  shop  floor  devices,  a 
plan  to  train  2  million  corporate  IT  professionals  in 
Microsoft  Back  Office  and  the  strategic  importance  of 
ERP  software  to  the  company’s  future.  They  also 
talked  about  moderating  Microsoft’s  often  hard-line 

stance  on  religious  issues 
such  as  thin  clients  and 
multiplatform  middleware 
because  large  customers 
were  asking  them  to  do  so. 
“If  [CIOs  have]  got  200  ad¬ 
ministrative  assistants  who 
can  run  off  of . . .  a  server, 
then  that’s  what  they  ought  to  do,  and  it’s  up  to  us  to 
have  tools  that  enable  that,”  said  Bob  Herbold,  a  sil¬ 
ver-haired  ex-CIO  who  is  Microsoft’s  chief  operations 
officer  —  and  clearly  its  lead  corporate  IT  advocate. 
Such  conciliatory  talk  would  have  been  unheard  of  a 
couple  of  years  back  (see  www.computerworld.com 
for  my  interview  of  Herbold). 

Microsoft’s  embrace  of  SAP  as  its  corporate  finan¬ 
cial  engine,  its  move  to  remake  its  data  center  into  a 
test  bed  of  the  company’s  own  technologies  and  the 
relentless  preaching  of  executives  such  as  Herbold  is 
what’s  changing  the  company’s  attitude  toward  large 
enterprises.  Now  Microsoft  should  go  the  next  step 
and  help  its  NT  customers  form  a  national  user 
group.  As  our  front-page  story  points  out,  NT  users 
are  frustrated  by  their  inability  to  gather  in  one  place 
and  swap  tricks,  fixes  and  war  stories. 

There’s  no  substitute  for  the  face-to-face  contact  of 
a  national  meeting.  Oracle,  SAP,  IBM,  Computer 
Associates  and  many  others  support  independent  or 
subsidized  user  groups.  Microsoft  could  go  a  long 
way  toward  affirming  its  commitment  to  enterprise 
customers  by  doing  the  same. 


Paul  Cillin,  editor  in  chief 
Internet:  paul_gillin@cw.com 


I  2$Yee-\i  would  defimleltj 
-Unis  issue  c££  ow  backs,, 
but  -ttoe  doesn't  seem  to  be 
any  way  we  can  call  in  an 
aiv  strike  anywhere. 
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Internet  graphics  do  not  an  education  make  Te|1  the  story 


I  Computerworld  July  4.  1998  (www.computerworld.com) 


Kids,  technology  and  the  schools 


Don  Tap scott 


I 


Jacques  Cousteau  dis: 

t  has  become  fashionable  to  say  that  computers  in  as  an  endangered  sp« . 

The  presenters  th  .> 

education  are  a  bust  In  just  one  example,  an  At-  ius.  an  underwater  f 

tl>e  Florida  Keys.  Th 

lantic  Monthly  cover  story  deems  spending  money 


on  computers  in  the  classroom  “malpractice.’ 


lions  of  the  Aquarit  a; 

sdj 


And  indeed,  many  implementations  in 
classrooms  with  untrained  teachers  have 
tended  to  do  little  —  or  worse,  reinforce 
the  "drill-and-kill"  model  of  learning  that 
dominates  the  schools. 

But  in  researching  dozens  of  schools 
for  Growing  Up  Digital,  we  found  that 
the  new  media  can  positively  change  the 
role  of  teacher  and 
student,  shifting  ed¬ 
ucation  from  broad¬ 
cast  to  interactive 
learning.  When 
done  effectively  (as  it 
usually  is  not),  the 
results  are  dramatic. 

The  topic  is  salt¬ 
water  fish.  The 
teacher  divides  the 


duction.  diet,  predators  and  "cool  facts." 
The  students  have  access  to  the  Web  and 
are  allowed  to  use  any  resources  they 
want.  Questions  should  be  addressed  to 


The  new  media  car 


quiries  are  directed  j 
One  of  the  big 
the  dangers  p 
gers  to  s 
class  det 

nun  tubi/  senting 
informa- 
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Grade  6  class  into  teams;  each  will  * 
pare  a  presentation 


Computerworld  columnist 

Don  Tapscott’s  drivel  about 
kids  and  technology  [“Kids,  tech¬ 
nology  and  the  schools,”  July  6]  is 
truly  depressing. 

He  has  obviously  spent  far 
too  much  time  at  software  vendor 
slide  shows  marveling  at  the  bril¬ 
liant  colorful  graphics  while  not 
being  bothered  about  lack  of 
content. 

Tapscott  seems  to  feel  that 
if  kids  can  learn  to  link  Web  pages, 
project  “cool  facts”  on  the  wall 
and  include  video  clips  in  a  pre¬ 
sentation,  this  exercise  will  accom¬ 
plish  an  important  learning 
process. 

I  am  amazed  that  some  individ¬ 
uals  feel  that  any  problems 
in  education  can  be  solved  by 
dumping  copious  amounts  of 
Internet-supplied  information 
onto  students  or  that  merely  pre- 


tion  graphically 
positively  ChOjp^*  will  induce  learn- 
of teacher  ing.  The  focus  of  edu¬ 
cation  must  be  the  devel¬ 
opment  or  training  of  the 
mind,  capabilities  or  character 
—  not  the  ability  to  write  Java 
applets. 

The  last  thing  we  need  is  grade 
schools  producing  multimedia 
marketing  wizards  and  labeling 
these  shallow  skills  as  advanced 
education. 

John  Strother 
Boston 

john_stwther@gillette.com 


In  the  July  6  issue  of  Computer- 
world,  columnist  Don  Tapscott 
wrote  that  in  advanced  schools, 
“the  teacher  isn’t  a  broadcaster  of 
information  to  students  viewed  as 
empty  vassals.” 

Indeed. 

And  in  less  advanced  schools 
where  the  teachers’  best  efforts  are 
sometimes  to  no  avail,  teaching 
can  seem  “feudal." 

Leon  Tabak 
Associate  professor 
of  computer  science 
Cornell  College 
Mount  Vernon,  Iowa 
l.tabak@ieee.org 


I’m  writing  about  Bill  Laberis’ 
column  —  “Recentralization: 
Breaking  the  news”  [CW,  June  29]. 
He  uses  the  phrase,  “as  convoluted 
and  arcane  as  mainframes.” 

This  is  a  typical  statement  in  a 
trade  press  now  largely  dedicated 
to  promoting  PCs,  LANs, 
client/server,  Internet,  etc.  With 
more  than  30  years’  experience  in 
IT,  I  take  strong  exception  to  it. 

There  are  applications  and  busi¬ 
ness  situations  that  lend  them¬ 
selves  to  decentralized  platforms, 
just  as  there  are  those  that  are  best 
suited  to  a  centralized  model. 
Laberis  implies  that  other  decen¬ 
tralized  operating  systems  are  good 
by  comparison.  Nothing  could  be 
further  from  the  truth.  When  ob¬ 
jective  technicians  “peel  back  the 
covers,”  they  will  find  that  main¬ 
frame  operating  systems  are  well- 
organized,  secure,  fast  and  highly 
reliable  —  something  I  cannot  say 
for  most  distributed  systems.  If 
you  are  going  to  have  staff  or  guest 
writers  make  comments  based  on 
technical  comparisons,  I  suggest 
you  ensure  the  full  story  is  told. 

Lowell  Harrison 
Richmond,  Va. 
lowell_harrison@vapower.com 


Computerworld  welcomes 
comments  from  its  readers. 
Letters  shouldn’t  exceed  200 
words  and  should  be  ad¬ 
dressed  to  Maryfran  Johnson, 
Executive  Editor,  Computer- 
world,  PO  Box  9171,  500  Old 
Connecticut  Path,  Framing¬ 
ham,  Mass.  01701.  Fax  num¬ 
ber:  (508)  875-8931;  Internet: 
letters@cw.com.  Please  in¬ 
clude  an  address  and  phone 
number  for  verification. 
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Stuck  in  the  Age  of  Acquire-Us 

David  S.  and  Kathryn  A.  K.  Clarke 

The  customer  is  taking  over.  Don  Peppers  and 
Martha  Rogers  followed  their  successful  book, 

One  to  One  Marketing,  with  Enterprise  One  to 
One,  which  claims  that  the  enterprise  that  focuses  on 
the  individual  customer  has  an  insurmountable  com¬ 
petitive  advantage. 


Venture  capitalist  Regis  McKenna’s 
tome,  Real  Time,  extols  the  value  of  in¬ 
teractive  connections  to  customers.  Com- 
puterworld  recently 
[Aug.  io]  devoted  a 
special  report  to 
customer  relations. 

All  the  pundits  fore¬ 
cast  a  rosy  future: 

Use  information 
technology  to  reach 
your  customers  and 
watch  the  money 
roll  in.  The  Age  of  the  Customer  is  here. 

We  eagerly  await  this  era,  mostly  be¬ 
cause  it’s  in  direct  contrast  with  our  per¬ 
sonal  experience  as  consumers.  We  are 
stuck  in  the  Age  of  Acquire-Us.  Every 
day,  offers  come  in  from  credit-card 
companies,  long-distance  carriers,  insur¬ 
ance  companies  and  others  trying  to 
steal  our  business  away  from  the  other 


We're  sick  of  being 
courted  when  we 
aren't  customers  and 
gnored  when  we  are 

guy.  That  other 
guy  apparently 
doesn’t  care 
about  our  busi¬ 
ness  because 
he  doesn’t 
seem  to  know 
we’re  alive  until 

we’ve  switched  to  his  competitor. 

Then  we  become  valuable  commodi¬ 
ties  —  we  are  potential  customers!  We 
secretly  suspect  that  a  person  could  go 


years  without  paying  a  long-distance 
phone  bill  or  interest  on  a  credit  card  by 
switching  from  one  company  to  the  next. 

This  ping-pong  game  irritates  us. 
We’re  sick  of  being  courted  when  we 
aren’t  customers  and  ignored  when  we 
are.  We  want  recognition  as  existing  cus¬ 
tomers.  The  more  we  use  a  service,  the 
more  recognition  we  want.  Not  phone 
calls  during  dinner,  but  discounts  and 
personal  service.  And  we  aren’t  alone  in 
our  annoyance.  A  totally  unscien¬ 
tific  poll  of  friends,  neighbors  and 
associates  shows  great  irritation 
with  these  issues. 

Peppers  and  Rogers  build  a  case 
for  achieving  greater  success  by  in¬ 
creasing  business  from  existing 
customers.  They  ask  why  “so  many 
firms  concentrate  so  heavily  on  try¬ 
ing  to  figure  out  which  new 
prospects  to  turn  into  customers, 
when  they  could  so  easily  turn  such  a 
high  profit  by  keeping  the  customers 
they  have  for  a  longer  period?"  The 
Romans  knew  this,  as  evidenced  by  the 
proverb:  “No  gain  is  so  certain  as  that 
which  proceeds  from  the  economical  use 
of  what  you  already  have.” 

In  the  past,  customer  relationships 
were  the  responsibility  of  marketing  or 
customer  service.  Today,  the  CIO  may  be 
the  person  best  positioned  to  advise  the 
organization  on  customer  interaction. 


A  good  CIO  knows  technology,  works 
across  organizational  boundaries  and  un¬ 
derstands  communication  and  comput¬ 
ing  trends.  As  systems  and  functions  be¬ 
come  more  integrated  and  as  enterprises 
become  more  accessible  to  their  cus¬ 
tomers,  IT  plays  an  increasingly  impor¬ 
tant  role.  In  the  Age  of  the  Customer, 
the  CIO  can  orchestrate  the  critical  task 
of  connecting  the  consumer  to  the  com¬ 
pany.  The  CIO  has  the  opportunity  to  be¬ 
come  the  customer’s  advocate  —  the 
Customer  Interaction  Officer. 

In  The  500  Year  Delta,  Jim  Taylor  and 
Watts  Wacker  state,  “The  great  reality  of 
the  marketplace  is  . . .  nobody  who  pro¬ 
duces  is  in  control.  Nobody  who  sells  is 
in  control.  If  you  build  it,  they  will  come 
only  if  they  want  to,  and  if  they  decide  to 
leave,  there  is  nothing  .  . .  that  can  stop 
them.”  In  other  words,  the  customers 
are  in  control.  We  advocate  that  approach 
—  particularly  when  we  are  the  cus¬ 
tomers.  Here’s  to  the  downing  of  the 
Age  of  Acquire-Us  and  to  the  true  rise  of 
the  Age  of  the  Customer.  □ 

David  S.  Clarke  is  information  officer  at 
General  Motors  Corp.  's  North  American 
Operations  Midsize /Luxury  Car  Group. 
Kathryn  A.  K.  Clarke  is  a  writer  and  erst¬ 
while  engineer.  They  live  in  Rochester, 

Mich.  Their  Internet  address  is  kakclarke 
@  aol.com. 


Keeping  pace  with  the  ’net’s  astonishing  growth 

John  Gantz 


or  years  now,  International  Data  Corp.  has  gen¬ 
erated  an  admittedly  less-than-bulletproof  fore¬ 
cast  of  the  number  of  URLs  on  the  Web. 


In  antiquity,  IDG  (my  employer)  could 
get  occasional  fixes  on  its  forecast  from 
the  major  search  engine  companies,  but 
now  everybody  seems  to  have  given  up 
trying  to  count  total  pages  on  the  Web. 
Nobody  can  see  the  whole  thing  at  once. 

We  figure  the  Internet  now  supports 
more  than  700  million  pages.  In  a  few 
years,  the  total  will  be  10  times  that.  Ac¬ 
cording  to  Vinton  Cerf,  speaking  at  the 
Internet  Society’s  annual  meeting  last 
month,  the  number  of  ’net  connections 
will  exceed  phone  connections  by  the 
middle  of  the  next  decade.  My  own  fore¬ 
casts  puts  a  billion  devices  on  the  Inter¬ 
net  by  2004.  By  then,  the  overall  ’net 
economy  will  be  pushing  5%  of  the 
world’s  gross  domestic  product. 

So,  as  soon  as  the  IT  world  gets  a 
hammerlock  on  the  year  2000  problem, 
we’ll  face  another  one:  a  wired  market 
growing  like  a  weed. 

There’s  bound  to  be  pain  involved. 


Merely  dealing  with  the  traffic  will  be 
one  issue.  According  to  my  calculations, 
Internet  traffic  is  already  1%  of  the 
world’s  total  voice  and  data  traffic.  In  five 
years,  it  will  be  almost  20%  —  a  whop¬ 
ping  2,000  terabits  a  day.  We  may  have 
the  wires  and  fiber  circuits  in  place  to 
handle  all  that,  but  I  doubt  we  have  all 
the  switches,  routers  and  software  to 
handle  peak  loads  and  traffic  jams  at  key 
junctions.  I  also  doubt  that  most  IS 
directors  realize  how  much  they’ll  have 
to  worry  about  network  performance  in 
years  to  come.  Or  how  much  disk  capac¬ 
ity  they’ll  buy. 

And  with  so  many  new  users  coming 
to  the  Internet,  the 
neighborhood  is  bound 
to  go  downhill.  Extrap¬ 
olating  from  U.S.  crime 
statistics,  I  once  figured 
that  by  the  year  2002, 
there  will  be  nearly  10 


million  crooks  on  the  Web.  That  means 
multiple  millions  of  nefarious  events 
(those  perpetrated  on  other  ’net  users 
and  those  that  use  the  medium  to  con  or 
scam  those  who  aren’t  ’netizens).  Given 
the  law  of  averages,  some  Internet  crim¬ 
inals  will  be  quite  sophisticated.  Good 
luck  to  the  average  auditor,  prosecutor, 
FBI  agent  —  or  IS  director  —  trying  to 
fight  this  crime. 

That  growth  also  means  that  the  Inter¬ 
net  will  be  harder  to  understand.  It  will 
metastasize  and  mutate  beyond  recogni¬ 
tion.  The  Internet 
Society,  which  has 
gone  through  at 
least  one  transfor¬ 
mation  already,  is 
discovering  that  now 
as  it  heads  for  an¬ 
other.  There  are  at 
least  three  separate 


Few  in  IS  realize  how  much 
they'll  worry  about  network 
performance  in  years  to  come. 


plans  for  a  next-generation  Internet,  do¬ 
main  name  management  is  under  fire 
and  the  job  of  setting  standards  has 
passed  from  an  official  Internet  Engi¬ 
neering  Task  Force  committee  to  vendors 
in  the  market.  The  ’net,  once  a  federa¬ 
tion  of  networks  governed  by  common 
protocols  and  understood  at  least  by  a 
few,  is  now  unknowable  in  its  entirety. 

And  that,  folks,  is  the  milieu  in  which 
we  will  manage  our  computers,  our  ap¬ 
plications  and  our  networks.  The  Inter¬ 
net  will  become  a  stew  of  probability 
states:  something  you  can  use,  like 
quantum  mechanics,  but  not  really 
understand.  If  the  efforts  of  compa¬ 
nies  such  as  Sun  —  with  its  push 
for  Java  and  now  Jini  —  bear  fruit, 
the  ’net  will  become  the  mysterious 
backlight  for  a  giant  worldwide  com¬ 
puter  that  we  wall  all  time-share. 

The  best  we  can  do  as  the  Inter¬ 
net  takes  us  places  we’ve  never  been 
is  to  keep  our  all-too-little  house  in 
order.  □ 


Gantz  is  senior  vice  president  at  I  DC 
in  Framingham,  Mass.  His  Internet 
address  is  jga ntz@  idcresea rch.com. 
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What  you  can  learn  from  the  portals 

Walid  Mougayar 


he  top  Web  portals  have  done  an  incredible  job 
aggregating  information  and  services  they  don’t 


even  own. 


In  contrast,  most  Fortune  1,000  com¬ 
panies  own  a  wealth  of  information  but 
have  done  a  poor  job  aggregating  it  on 
the  Web  for  their 
customers  and  trad¬ 
ing  partners.  It’s 
time  to  learn  from 
the  Web  portals  the 
lessons  that  apply  to 
other  corporations. 

Aggregation.  This 
is  a  core  competency 
of  portals,  one  from 
which  other  firms  can  learn  the  most. 
Portals  started  as  Web  directories  or 
search  engines.  They’ve  extended  this 
model  by  integrating,  aggregating  and 
repurposing  a  plethora  of  information 
services  they  don’t  necessarily  own,  as 
well  as  introducing  new  services  based 
on  existing  ones.  Yahoo  Classifieds  alone 
provides  listings  from  Apartments.com, 
Cyberhomes,  Flomes  and  Land,  New- 
HomeSearch.com,  Owners.com,  Re/Max, 
RentNet,  The  Real  Estate  Book  and  oth¬ 
ers.  Excite  has  combined  its  classifieds 


Internet  brands  are 
splashing  their  names 
and  messages  around 
the  real  world. 

section  with  an  auction  component. 

Electronic  customer  loyalty.  The 
top  io  portals  receive  an  average  of 
14  million  unique  visitors  per 
month,  according  to  Relevant  Knowl¬ 
edge’s  July  survey.  That’s  a  sign  of  cus¬ 
tomer  loyalty.  Most  large  companies 
dream  of  even  5  million  unique  visitors 
per  month.  Portals  earned  customer  loy¬ 
alty  because  they  understood  that  con¬ 
tent  drives  customer  retention;  they’ve 
mastered  the  transition  from  content 
sites  to  electronic  consumer  communi¬ 
ties.  If,  for  example,  you  rely  on  a  portal 
to  maintain  your  financial  portfolio,  that 
company  owns  a  piece  of  your  interest. 

You  migrate  to  the  site  time  and  again. 


Virtual  partnerships.  Virtual  partner¬ 
ships  are  assembled  and  implemented 
almost  at  a  moment’s  notice.  There’s  a 
feeding  frenzy  to  make  the  whole  online 
world  larger,  benefiting  all  participants. 
As  an  example,  Netscape’s  new  on¬ 
line  strategy  hinges  on  a  variety  of 
virtual  relationships. 

Content  syndication.  Syndicating 
your  aggregated  content  is  the  ulti¬ 
mate  test  of  market  acceptance  and 
reach.  Any  company  should  find 
ways  to  syndicate  high-value  con¬ 
tent  to  any  of  its  electronic  business 
community  members.  This  could 
be  sharing  inventory  levels,  production 
information,  customer  satisfaction  re¬ 
sults  or  any  information  that  could  be 
reused  for  other  purposes. 

Co-branding.  The  Internet  is  full  of  co¬ 
branding  deals.  For  example,  Excite  and 
Children’s  Television  Workshop  created 
a  co-branded  area  for  Webcrawler’s  Kids 
&  Family  Channel.  Nonportal  companies 
are  picking  up  on  the  trend,  but  slowly. 

The  digital  brand.  Portals  are  redefin¬ 
ing  it.  Whereas  existing  brands  are 
struggling  to  extend  their  reach  to  the 
Internet,  ’net  brands  are  bursting  into 
traditional  media  and  physical  locations 
to  splash  their  names  around  the  real 
world.  Yahoo  Gear  merchandise  is  avail¬ 


able  in  more  than  130  retail  outlets.  Even 
multinational  Unilever,  with  its  panoply 
of  traditional  brand  power,  is  becoming 
a  prominent  tenant  on  AOL,  further  val¬ 
idating  the  digital  brand  imperative. 

Organizational  models.  Most  employ¬ 
ees  in  portal  companies  are  involved  in 
the  research,  development,  manipula¬ 
tion,  production  and  presentation  of  in¬ 
formation.  Because  most  Fortune  1,000 
companies  are  heavily  dependent  on 
physical  products  and  process,  this 
makes  half  their  workforce  obsolete.  Of 
course,  this  isn’t  an  apples-to-apples 
comparison,  but  atom-based  companies 
are  finding  themselves  competing  in¬ 
creasingly  with  bit-based  companies  that 
have  an  organizational  structure  advan¬ 
tage  —  a  fact  of  the  new  economy. 

The  main  Web  page.  God  bless 
the  home  page!  That  page  still  says  it  all, 
and  the  first  impression  is  long-lasting. 
Every  portal’s  home  page  has  many  func¬ 
tions  ready  to  be  activated.  At  best,  most 
large  companies  offer  only  a  handful  of 
functions.  □ 


Mougayar  is  author  of  Opening  Digital 
Markets  (McGraw-Hill,  igg8j  and  presi¬ 
dent  of  CyberManagement,  Inc.,  a  man¬ 
agement  consulting  firm.  His  Internet  ad¬ 
dress  is  walid@cyberm.com. 


Waiting  for  the  real  selling  revolution 

David  Moschella 


By  popular  —  and  Wall  Street  —  consensus, 
Amazon.com,  CDNow,  Peapod  and  similar  of¬ 
ferings  have  become  signature  examples  of  the 
power  of  online  retailing.  But  to  me,  these  companies 
are  only  the  forerunners  of  the  real  retail  revolution  yet 
to  come. 


Today,  the  focus  is  on  how  the  Web  af¬ 
fects  traditional  retail  stores.  In  the  long 
run,  the  big  story  will  be  the  Web’s  abili¬ 
ty  to  create  retailers  where  there  has 
been  none  before. 

To  see  why,  look  at  today’s  trend¬ 
setters.  Amazon.com  is  certainly  a  use¬ 
ful  service,  but  it  has  hardly  revolution¬ 
ized  my  book-buying.  Between  the  two 
of  us,  my  wife  and  I  buy  at  least  a  half- 
dozen  books  per  month  —  but  we  pretty 
much  use  Amazon  only  w'hen  we  think 
something  will  be  hard  to  find.  Even 
then,  for  really  obscure  works,  the 
Boston  Public  Library  has  had  a  much 
higher  hit  rate.  Unless  you  live  in  a  re¬ 
mote  area  or  find  getting  out  difficult, 
Amazon  is  just  a  nice,  additional  option. 

A  similar  perspective  could  be  applied 


to  CDs,  travel  planning,  stocks  and  gro¬ 
ceries.  My  local  Tower  Records  store  al¬ 
ready  has  pretty  much  every  CD  I’m  in¬ 
terested  in.  Unless  you’re  an  active  stock 
trader,  telephone  and  mail  do  a  pretty 
good  job  of  managing  the  typical  set  of 
consumer  mutual  funds.  And  as  one 
who  travels  a  lot,  I  still  haven’t  found  any 
compelling  reason  to  make  my  own 
reservations.  Again,  these  services  are 
nice,  but  ancillary. 

It  would  be  more  useful  to  me  if  the 
Web  could  bring  the  re¬ 
tail  experience  to  new 
areas.  As  someone  who 
works  independently,  I 
would  like  to  be  able  to 
go  to  an  online  health 
insurance  store  where  I 


could  check  out  what  various  companies 
offer  to  meet  my  needs.  Doing  compar¬ 
isons  today  is  basically  torture.  Similarly, 
I  could  use  Web  stores  to  compare  car 
insurers  and  rates,  mortgages,  hotels, 
restaurants,  car  rental  agencies  —  even 
telephone  services.  All  of  these  would  be 
much  more  useful  than  ordering  gro¬ 
ceries  or  accessing  L.  L.  Bean. 

But  perhaps  more  important,  the 
emergence  of  these  stores  will  likely 
have  a  much  more  profound  impact  on 
their  existing  industries  than  anything 
resulting  from  today’s  Web  retailers.  In¬ 
surance  companies,  banks  and  health 
care  providers  are 
all  used  to  dealing 
directly  with  their 
own  customers.  All 
have  benefited  great¬ 
ly  from  the  ability  to 
build  a  high  level  of 
familiarity  —  and 
inertia,  which  tends 


to  raise  consumer  switching  costs.  When 
was  the  last  time  you  changed  your  car 
insurance  company? 

A  retail  environment  could  fundamen¬ 
tally  change  that.  Certainly,  direct  price 
and  service  comparisons  would  become 
far  easier  to  compile.  But  just  as  impor¬ 
tant,  retailers  impose  their  own  pres¬ 
sures  on  suppliers  in  areas  that  are  the 
virtual  equivalents  of  shelf  space,  inven¬ 
tory,  discounts,  bundling,  introductory 
offers,  service  and  so  on. 

Selling  through  a  retailer  has  always 
been  fundamentally  different  and  gener¬ 
ally  more  efficient  than  selling  direct. 
The  point  that  people  tend  to  miss  is 
that  retail  stores  exist  because  they 
provide  real  value.  Though  many 
Web  pundits  talk  of  retail  as  an  in¬ 
herently  wasteful  thing  —  one  the 
Web  had  best  get  rid  of  —  the  next 
generation  of  Web  entrepreneurs 
will  bring  a  far  different  perspective: 
To  them,  retail  stores  are  great  for 
consumers.  The  big  question  is  how 
to  create  more  of  them.  □ 


Moschella  is  an  author,  independent 
consultant  and  weekly  columnist  for 
Computerworld.  His  Internet  address 
is  dmoschella@earthlink.net. 


Today's  pundits  think  retail 
is  wasteful,  but  future  Web 
entrepreneurs  will  embrace  it. 


Union  Pacific's 
Joyce  M.  Wrenn 


Railroad  changes 

Union  Pacific  Corp.’s  recent 
decision  to  decentralize  its 
railroad  management  struc¬ 
ture  to  help  alleviate  traffic 
congestion  in  the  Southwest 
is  leading  the  company’s  in¬ 
formation  systems 
organization  to  “re¬ 
align”  its  technical 
field  support,  said 
Chief  Information 
Officer  Joyce  M. 
Wrenn.  Union  Pa¬ 
cific’s  operations, 
which  had  been 
highly  centralized, 
will  be  spread  out 
among  three  geographic  re¬ 
gions.  Wrenn  said  she  and 
her  team  are  examining  what, 
if  any,  changes  have  to  be 
made  to  the  Dallas-based 
company’s  IS  technology  to 
support  the  new  structure. 

SAP  R/3  contract 


Sebastian  International,  Inc., 
a  maker  of  hair  and  skin  care 
products,  has  signed  a  two- 
year  contract  for  SAP  R/3  out¬ 
sourcing  services  from  Plaut 
Consulting,  Inc.  The  system 
will  reside  at  Sebastian’s 
headquarters  in  Woodland 
Hills,  Calif.,  but  Plaut  will 
handle  all  aspects  of  its  oper¬ 
ation  from  its  Waltham, 
Mass.,  offices. 


Health  care  Y2K  plans 

Science  Applications  Interna¬ 
tional  Corp.  in  San  Diego  has 
signed  contracts  to  provide 
year  2000  remediation  ser¬ 
vice  to  Children’s  Hospital  in 
Oakland,  Calif.;  Baptist 
Health  System  in  San  Anto¬ 
nio;  and  Bon  Secours  Health 
System  in  Marriottsville,  Md. 

Average  completion  rate 
of  IT  projects 


PLANNED  PROJ- 

CHANCE  OF 

ECT  LENGTH 

COMPLETION 

30  days  or  less 

82% 

30  to  90  days 

67% 

90  to  360  days 

65% 

Greater  than 
360  days 

54% 

Base:  Survey  of  1,200  companies 

Source:  The  Hackett  Group,  Hudson,  Ohio 
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Corporate  Strategies 


Case  Studies  ♦  Trends  ♦  Outsourcing 


Business  process 


STUDY 

Financial  Web 
sites  provide 
little  real  value 


By  April  Jacobs 

when  Green  Mountain  Coffee, 
Inc.  went  shopping  last  year  for 
software  to  run  its  retail  and 
wholesale  coffee  business,  it  bet 
on  PeopleSoft,  Inc.’s  then-new 
business  process  software.  A  lit¬ 
tle  more  than  a  year  later,  the 


software 

company  says  it  was  more  than 
a  good  call. 

Green  Mountain  handles  its 
manufacturing,  distribution  and 
financials  using  Pleasanton, 
Calif. -based  PeopleSoft’s  soft¬ 
ware  modules.  What’s  more, 
the  Waterbury,  Vt.,  coffee  com¬ 
pany  is  now  working  with  Peo¬ 
pleSoft  to  develop  a  business-to- 
consumer  elec¬ 
tronic-commerce 
application  it 
hopes  will  allow 
it  to  do  business 
online. 

Green  Moun¬ 
tain  Chief  Infor¬ 
mation  Officer 
Jim  Prevo  said 
the  new  software 
makes  interacting  with  suppli¬ 
ers  and  managing  a  string  of 
distribution  centers  more  effi¬ 
cient.  It  lets  the  company  do 
things  such  as  bar-code  pack¬ 
ages  in  its  order  fulfillment  op¬ 
eration  —  which  saves  time  on 
order  checking  and  increases 
accuracy  —  preventing  returns 
and  reshipments. 

And  the  online  inventory 
tracking  system  the  company 
now  has  in  place  makes  it  easi- 


pays  off 

er  to  match  orders  with  prod¬ 
ucts  in  stock.  Under  its  old  sys¬ 
tem,  that  process  had  to  be 
done  manually. 

CEO  Robert  Stiller  said  he 
sees  the  project  as  not  only  a 
way  of  meeting  immediate 
needs,  but  also  of  providing  for 
future  ones. 

“The  return  on  investment  is 
much  more  of  a 
long-term  thing. 
You  have  to  be 
able  to  manage 
the  processes 
well  enough  in 
the  future  to 
be  competitive,” 
Stiller  said.  “We 
couldn’t  do  it 
with  the  other 
software  we  had,  and  we  are 
still  refining  what  we  have,  but 
we  are  very  big  on  activity-based 
orientation.  We  wanted  a  sys¬ 
tem  that  would  incorporate 
that.” 

“I  equate  the  change  of  com¬ 
puter  systems  to  a  brain  trans¬ 
plant,”  Prevo  said.  “Everyone 
around  here  has  the  need  to  be 
connected  to  and  touch  a  com¬ 
puter  to  get  their  job  done.” 
Business  process  software,  page  37 


"I  equate  the  change 
of  computer  systems 

to  a  brain  transplant.” 
-  Jim  Prevo, 

Green  Mountain 


By  Thomas  Hoffman 


although  the  top  25  commer¬ 
cial  U.S.  banks  currently  have 
more  than  1,000  Internet  initia¬ 
tives  under  way,  most  projects 
are  falling  short  of  delivering 
real  business  value,  according  to 
a  recent  study.  The  study,  of 
more  than  250  bank,  insur¬ 
ance  and  brokerage  industry 
Web  sites,  was  conducted  by 
Cambridge,  Mass. -based 

Mainspring  Communica¬ 
tions,  Inc. 

It  found  that  many  com¬ 
panies  overestimate  short¬ 
term  cost  savings  and  fail  to 
block  out  clearly  defined  busi¬ 
ness  strategies  behind  their 
World  Wide  Web  projects. 

“It’s  this  trap  about  how  easy 
is  it  to  put  up  a  Web  site  and 
how  difficult  is  it  to  imagine 
ahead  of  time  what  business 
issues"  might  crop  up  because 
of  competitive  pressures,  said 
Patricia  McGinnis,  managing 
director  of  financial  services  at 
Mainspring. 

Web  sites,  page  37 


Oreos  &  coffee  just  don’t  cut  it 


►  Programmers  prone  to  bad  habits ,  with  poor  results 


By  Julia  King 


look  around  anyplace  where 
software  is  being  developed, 
and  chances  are  good  you’ll 
come  across  more  than  a  few 
empty  pizza  boxes  and  Big 
Mac  wrappers,  a 
fridge  full  of  soda 
and  a  never-empty 
pot  of  lukewarm,  high-test 
coffee. 


EMPLOYEE 

HEALTH, 


was  a  keynote  speaker  at  a  re¬ 
cent  IT  project  management 
conference,  more  than  100  IT 
professionals  turned  out  to 
hear  him. 

Klein  said  IT  professionals 
munch  on  chips,  Oreos  and 
whatever  else  they 
can  grab  quickly 
from  a  nearby  vend- 


Computer  professionals  seem 
to  accept  eating  terribly  as  part 
of  getting  information  technolo¬ 
gy  projects  out  the  door  on  time. 
“A  lot  of  people  from  high-tech 
feel  that  stopping  for  even  10  min¬ 
utes  is  downtime  they  can’t  afford,” 
said  Keith  Klein,  a  nutritionist  at 
the  Institute  of  Eating  Manage¬ 
ment  in  Houston.  When  Klein 


ing  machine,  usually  washing  it 
down  with  a  caffeinated  soft 
drink.  They  do  this  to  save  time 
and  be  more  productive. 

But  the  upshot,  according  to  ex¬ 
perts,  is  usually  a  decrease  in  pro¬ 
ductivity,  rather  than  an  increase. 
Weight  gain,  lethargy,  irritability  and 
loss  of  muscle  tone  are  also  typical. 

Just  ask  Tim  Bigler,  36,  a  sales 
support  manager  at  Conrpaq 
Oreos  &  ccffee,  page  37 


Compaq's  Tim  Bigler,  before  and  after  deciding  to  change  his 


DOESN’T  MEAN  WE  CAN’T  REINVENT  IT. 


—  INTRODUCING  THE  DELL?  POWEREDGE  6300  SERVER 


f 


pentium®]] 
xeon,«  i 


Here’s  a  novel  idea.  Not  only 
will  we  custom  build  your  Dell 
PowerEdge  6300  InteP-based 
server  from  the  ground  up,  we 
will  continue  to  help  you  manage 
it  even  after  it’s  installed. 

The  PowerEdge  6300  features  a  hot-pluggable 
design  that  allows  you  to  replace  the  hard  drive, 

PCI  cards,  power  supply  and  redundant  CPU 
cooling  fans  without  ever  taking  the  server  down. 
That’s  availability. 

This  server  also  grows  with  you.  It  can  accommodate 
up  to  four  Pentium®  II  Xeon™  processors,  4GB  of  ECC 
memory  and  seven  hot-plug  ready  PCI  slots. 

That’s  scalability. 

And,  Hewlett  Packard’s  OpenView  Network  Node 
Manager  Special  Edition  and  our  optional  Dell  Remote 
Assistant  Card-2  help  you  keep  your  network  running 
smoothly,  both  remotely  and  locally.  That’s  manageability. 

So  now  you  know  the  PowerEdge  6300  is  more  than 
capable  of  handling  your  data  center  computing  needs, 
but  here’s  the  best  feature.  Peace  of  mind.  Dell  will 
be  there  to  back  up  this  server  24  hours  a  day  if 
anything  should  go  wrong.  And  that’s  our  promise. 
Call  Dell  today  and  we’ll  take  care  of  you  1 -888-837-DELL 

BE  DIRECT  “ 
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Now  you  can  get  10  resumes  of 
qualified,  interested  candidates 
that  match  your  specifications,  in 
your  hands,  in  5  business  days. 
Guaranteed.  Whether  you’re 
looking  for  software  developers, 
technical  managers  or  system 
analysts,  we  have  the  best  technical 
recruiting  solution  in  the  world. 

Completely  unlike  traditional 
placement  solutions,  we  offer  a 
revolutionary  new  way  of  finding 
the  people  you  need.  You  simply 


tell  us  what  you’re  looking  for  and 
we  find  qualified  candidates  from 
our  extensive  pool  of  professionals. 
It’s  quick,  confidential  and  best 
of  all  it  is  guaranteed.  If  the 
candidates  do  not  meet  your 
specifications,  there  is  no  charge. 
Otherwise  you  pay  just  $2,995*. 
And  yes,  we  offer  discounts  for 
multiple  searches. 

This  service  is  brought  to  you 
by  Computerworld,  the  world’s 
technology  newspaper,  and 


Career  Central,"  the  recognized 
leader  in  professional  recruiting 
and  placement  services  nationwide. 
Together  we’re  your  most 
productive  source  of  technology 
professionals.  Call  us  today  and 
we'll  begin  your  guaranteed 
search  immediately. 

COMPUTERWORLD 


& 


Career  Central 


www.computerworldcareers.com 


10  qualified  and  interested  candidates.  5  business  days.  $2,995*.  Guaranteed.  1-800-343-6474x8000 

"Fees  subject  to  change  without  notice. 
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i  Energizing  the  enterprise. 

The  Pentium®  II  Xeon"  processor. 

p 

Leadership  Performance  for  Mid-Range  Servers  and  Beyond.  With  the 
Pentium®  II  Xeon™  processor,  Intel  has  introduced  its  highest  performing  processor 
and  the  first  developed  specifically  for  mid-range  and  higher  servers  and  workstations. 
All  aspects  of  the  processor's  design  are  optimized  for  the  most  demanding  server  and 
advanced  workstation  requirements. 

t 

High-Performance  Engine.  Running  at  400MHz  and  with  a  450MHz  version 
in  the  pipeline,  the  processor’s  P6  microarchitecture  is  more  powerful  than  ever.  The 
100MHz,  multi-transaction  system  bus  is  nearly  50%  faster  than  the  earlier  66MHz 
bus.  Level  2  cache  also  operates  at  400MHz,  and  the  processor-to-cache  bus  operates 
at  the  full  speed  of  the  processor,  making  unprecedented  amounts  of  data  available  to 
the  processor  core.  Together,  the  two  buses  offer  up  to  triple  the  bandwidth  of  a  single 
bus  architecture,  and  L2  cache  sizes  of  up  to  2MB  are  ideally  suited  to  the  data 

i 

requirements  of  complex  server  and  workstation  applications.  The  second-generation 
Intel®  450  NX  PCIset  includes  an  integrated  memory  and  I/O  controller  that  boosts 
throughput  and  increases  the  I/O  and  memory  bandwidth. 

i> 

I 

Y 

Y 
1 

I* 


“The  combination  of  Dell* 
engineering  and  Intel's 
Pentium®  n  Xeon™  processor 
provides  customers  with 
a  high-performance  engine 
for  their  enterprise  applica¬ 
tions.  Dell-engineered 
systems  management, 
serviceability  and  high- 
availability  features,  and 
the  Pentium  D  Xeon 
processor’s  faster  system 
bus,  larger  Level-2  cache 
and  updated  PCI  chipset 
will  help  further  advance 
the  adoption  of  standards- 
based  computing  at 
the  high-end  of  the 
computing  spectrum.” 

Scott  Weinbrandt 
Director  of  Server 
Brand  Marketing 
Dell  Computer  Corporation 

“The  Pentium  II  Xeon 
processor  allows  HP* 
NetServer  systems  to 
deliver  the  increased 
scalability  and  perfor¬ 
mance  required  by 
mission-critical  applica¬ 
tions.  HP’s  upcoming 
data-center  optimized 
NetServers  will  use  the 
Intel®  Pentium  D  Xeon 
processor  and  will 
focus  on  offering  the 
high  availability  and  seal- 
ability  expected  by 
enterprise  customers....” 

Gabe  Gotthard 
Product  Marketing  Manager 
Enterprise  NetServer  Division 
Hewlett-Packard  Company 

While  Intel  was  introducing 
the  Pentium  n  Xeon  pro¬ 
cessor,  premier  IBM*  beta- 
customer,  Norwest,  was 
already  testing  the  latest 
Netfinity  technology.  “The 
IBM  Netfinity  7000  Ml 0 
with  the  Intel  Pentium  n 
Xeon  processor  is  a  highly 
developed  and  engineered 
machine  with  the  type  of 
performance,  high-avail- 
ability,  manageability  and 
redundancy  measures  that 
we  are  looking  for  to  take 
us  into  the  future.” 

John  Bolz 

Senior  Technology  Advisor 
Norwest  Financial 


iny 


Room  to  Grow.  Servers  and  workstations  based  on  the  Pentium®  II  Xeon""  processor 
are  designed  from  the  outset  for  scalability,  giving  companies  headroom  to  grow 
and  meet  a  wide  range  of  computing  needs.  The  capability  is  already  in  place  for 
creating  dual-processor  workstations  and  two-way  and  four-way  servers,  and 
eight-way  configurations  are  due  early  1999.  The  Virtual  Interface  (VI)  architecture 
provides  a  new  mechanism  for  low  latency  communications  between  larger 
symmetric  multiprocessing  (SMP)  clusters. 

Enterprise-Class  Reliability  and  Manageability.  To  promote  high  availability, 

systems  include  such  features  as  an  on-core  thermal  sensor  and  a  separate  system 
management  bus.  Many  systems  adhere  to  industry-wide  specifications  such  as 
Wired  for  Management  (WfM)  and  the  Intelligent  Platform  Management 
Interface  (IPMI),  to  increase  manageability  and  uptime. 

Broadest  Range  of  Software.  Systems  built  around  the  Pentium  II  Xeon 
processor  run  the  full  range  of  enterprise  and  workstation  applications  for  both 
the  Unix*  and  Windows  NT*  server  operating  systems— from  database  and  ERP 
software  to  movie  special  effects  to  mechanical  design  applications.  Workstation 
users  no  longer  need  separate  systems  for  technical  and  productivity  applications. 
And  Intel®  Architecture-based  servers  and  workstations  are  backed  by  a  wide 
choice  of  vendors,  support  options,  add-ins  and  peripherals. 


Server/Workstation  Requirements 


Technical  Features 

P6  microarchitecture 

Processor  core  and  cache  run  at  400MHz 

(450MHz  by  year  end) 

100MHz  system  bus 

32K  LI  cache;  up  to  2MB  L2  cache  by  year  end 
1,0*  capable;  dedicated  I/O  processors 
Up  to  64GB  addressable  memory 
>4GB  memory  support  through  ESMSA 
Multiple  32-/64-bit  PCI  buses 
State-of-the-art  SEC  cartridge  packaging 


4-way  SMP+  cluster  support'  via 

Intel  450  NX  PCIset 

Larger  SMP  clusters  via  VI  architecture 


Unixt  Windows  NT*  and  NetWare* 
operating  systems 

Industry's  broadest  range  of  applications 


Wired  for  Management 

Intelligent  Platform  Management  Interface 

Thermal  sensor 

Error  Correction  Code  (ECC) 

Functional  Redundancy  Checking 
System  management  bus 


'Scheduled  early  1999. 


Flexibility  from  Top  to  Bottom.  Whether  companies  are  adding  servers  or 
workstations  or  replacing  RISC  and  legacy  systems,  systems  based  on  the  Intel 
Pentium  II  Xeon  processor  provide  unsurpassed  performance  at  an  affordable 
price,  as  well  as  a  bridge  to  Intel's  64-bit  Merced™ processors.  Intel  Pentium  II 
Xeon  processor-based  servers  and  workstations  can  help  businesses  make  their 
information  infrastructure  more  powerful,  robust  and  versatile,  and  their 
company  more  competitive. 


For  more  information,  visit  our  Web  site. 


www.intel.com 


) 


©1998  Intel  Corporation.  Intel  and  Pentium  are  registered  trademarks,  and  Pentium  II  Xeon  and  Merced 
are  trademarks  of  Intel  Corporation.  •Third-party  names  and  brands  are  the  property  of  their  respective  owners. 
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iomputer  Corp.  In  February, 
.igler,  who  is  5  feet,  11  inches 
ill,  tipped  the  scales  at  214 
ounds,  of  which  52  pounds 
'as  pure  body  fat. 

Between  working  io-hour 
ays  and  attending  software 
lasses  at  night,  Bigler,  who  is 
ingle,  said  he  rarely,  if  ever, 
Doked.  Instead,  he  consumed 
lainly  fast-food  burgers  or 
licken  sandwiches,  frozen  piz- 
is  and  plenty  of  Coke. 

“In  this  environment,  you’re 
asically  tied  to  a  chair  and  a 
imputer.  You’re  also  constantly 
anning  some  kind  of  fire  drill,” 
igler  said.  “You  sit  at  a  com- 

A  PC  diet 

One  way  to  plan  ahead  for 
nutritious  meals  is  to  do  it  on 
your  computer,  using  any  of  a 
variety  of  PC-based  nutrition 
programs. 

One  such  program,  Diet- 
master  2000,  functions  like  an 
electronic  nutrition  counselor, 
asking  users  the  same  ques¬ 
tions  a  live  counselor  such  as 
the  Institute  of  Eating  Man¬ 
agement’s  Keith  Klein  would 
ask.  The  program  then  works 
up  a  suggested  meal  plan 
from  a  database  of  some 
12,000  different  foods. 

“The  program  tracks  what 
you  should  be  eating  in  carbo¬ 
hydrates,  calories  and  fats 
against  what  you’re  actually 
eating  and  compares  the  two 
side  by  side.  So  you  can  actu¬ 
ally  see  where  you’re  blowing 
it,”  said  John  Schirra,  a  former 
programmer  and  now  presi¬ 
dent  and  CEO  of  Lifestyles 
Technologies,  Inc.  in  Golden, 
Colo.  — Julia  King 


puter,  you’re  going  to  gain 
weight." 

A  friend  recommended  to 
Bigler  that  he  see 
Klein,  who  set  him 
on  a  program  of 
eating  a  wide  vari¬ 
ety  of  healthy,  nu¬ 
tritious  food.  Stick¬ 
ing  to  the  program 
requires  several  of 
the  same  project 
management  skills 
—  such  as  plan¬ 
ning  and  docu¬ 
mentation  —  that 
Bigler  uses  in  his 
work. 

Now,  for  exam¬ 
ple,  on  Saturday  or 
Sunday,  Bigler 
plans,  shops  for 
and  prepares  a  week’s  worth  of 
meals,  including  tuna  salad  and 
turkey  meatloafs,  which  he  car¬ 
ries  to  work  each  day  in  a  cool¬ 
er.  He  typically  eats  six  meals, 
for  a  total  of  1,800  to  2,500 
calories  daily.  In  between  those 
meals,  he  drinks  protein  shakes, 
store-bought  concoctions  con¬ 
taining  high  levels  of  protein 
and  carbohydrates. 

After  eating  that  way  for  six 
months  plus  lifting  weights  for 
45  minutes  three  times  per 
week,  Bigler’s  weight  is  down  to 
194  pounds,  of  which  14 
pounds  is  fat. 

His  waist  is  three  inches 
smaller. 

“I’ve  also  noticed  a  difference 
in  that  I’m  more  alert  and  not 
as  grumpy,”  he  said. 

And  none  of  it  had  to  do  with 
willpower. 

In  fact,  even  the  weakest- 
willed  software  developer  can 
succeed  in  eating  more  health¬ 
ily,  Klein  said.  “This  whole 
thing  has  nothing  to  do  with 


willpower  but  with  understand¬ 
ing  your  high-risk  situations,” 
he  said. 

For  example,  “if  you  know 
you  have  a  project  team  meet¬ 
ing  that  will  last  all  morning, 
eat  earlier,  so  you’re  not  raven¬ 
ous”  and  reach  for  the  nearest 
fast-food  sandwich 
when  the  meeting 
breaks,  he  advised. 

“When  you’re 
working  on  proj¬ 
ects,  plan  ahead  and 
forecast  what  you 
have  coming  up,” 
Klein  said. 

Weight  Watchers 
International,  Inc. 
also  recommends 
planning  what  you 
eat,  which  should 
include  at  least  five 
servings  of  fruits 
and  vegetables  daily. 

Other  tips  in¬ 
clude  the  following: 

■  Drink  plenty  of  water. 

■  Carry  your  own  meals  to 
work.  Don’t  rely  on  corporate 
cafeterias,  which  tend  to  offer 
high-fat  fast  foods  or  foods  that 
are  nutritious  but  bland  and  un¬ 
appealing  when  cooked  for  the 
masses. 

■Write  down  what  you  eat. 

■  Don’t  eat  at  your  computer. 
Designate  a  place  to  sit  down, 
take  a  break  and  eat  a  meal. 

Last  but  not  least,  “begin  by 
making  better  ‘bad’  choices,” 
Klein  said.  “If  you  used  to  snack 
on  Haagen-Dazs,  go  with  fat- 
free  ice  cream.  Instead  of  fries, 
get  a  baked  potato.  That  way, 
you’re  still  eating  the  same 
types  of  food,  but  they’re  lower 
in  calories."  ^ 

MOREONUNE* 

For  online  resources  on  nu¬ 
trition  and  dietary  health, 
visit  Computerworld  online: 

www.computerworld.com/more 


Eatinq 

Management's 
Keith  Klein: 


“Begin  by  making 
better  ‘bad’  [food] 
choices" 


Business  process  software 
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The  company  is  also  about  to 
undergo  some  changes  in  its 
business,  because  though  it  be¬ 
gan  in  1981  as  a  retail  opera¬ 
tion,  more  than  90%  of  its 
business  now  results  from  mail 
order  and  wholesale. 

Next  month,  Green  Mountain 
will  begin  closing  down  or  sell¬ 
ing  its  retail-brand  stores  to  fo¬ 
cus  on  its  burgeoning  mail  or¬ 
der  and  wholesale  businesses. 

That’s  also  why  it  wants  to  fo¬ 
cus  on  consumer  online  busi¬ 
ness,  believing  that  will  be  as 
successful  as  mail  order  has 


been  because  it  provides  an 
added  level  of  convenience  to 
potential  customers. 

The  project  cost  about  $1.5 
million.  [CW,  May  8], 

But  considerable  growth  — 
which  has  averaged  about  30% 
per  year  for  the  past  five  years, 
according  to  Prevo  —  made  the 
switch  from  the  company’s 
aging,  DOS-based  systems  a 
necessity.  That  was  especially 
true  because  vital  business  ap¬ 
plications  were  unreliable  over 
the  wide-area  network  connec¬ 
tions  that  supplied  critical  data 


to  distribution  centers. 

The  company  also  intends  to 
increase  its  use  of  electronic 
data  interchange  (EDI)  technol¬ 
ogy,  which  will  allow  it  to  deal 
with  large  customers  and  its 
own  suppliers  more  efficiently. 

In  fact,  some  large  potential 
customers  will  deal  only  with 
suppliers  that  use  EDI  for  order 
and  payment. 

"We’re  hoping  this  will  make 
it  easier  to  deal  with  some  large 
grocery  chains,  as  well  as  our 
own  supply  and  distribution 
chain,”  Prevo  said. 

“It  would  also  allow  us  to 
work  with  our  suppliers  for  our 
forecasting  and  purchasing,”  he 
added.  □ 


DIAL-UP  STILL  PREVAILS 


Most  of  the  top  18  banks  that  serve  small-businesses 
still  depend  on  dial-up  electronic  banking  services 


■  Offer  proprietary  dial-up 
services  only  to  small- 
business  customers 

■  Offer  both  Internet  and 
proprietary  services 

Offer  no  electronic 
services 


Source:  "The  State  of  Internet  Value,"  July/August  1998,  Mainspring  Communications,  Inc.,  Cambridge,  Mass. 


Web  sites  fall  short 
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For  example,  one  of  the  in¬ 
surance  companies  that  Main¬ 
spring  examined  set  up  a  Web 
site  designed  to  help  physicians 
send  their  health  care  claims 
electronically.  The  company  ex¬ 
pected  to  substantially  reduce 
claims  processing  costs  by  cut¬ 
ting  down  the  number  of  hands 
the  claims  had  to  pass  through. 

But  the  insurer  missed  the 
fact  that  most  doctors  lack  In¬ 
ternet  service  or  even  modems. 
As  a  result,  the  insurer  had  to 
offer  physicians  a  “bounty”  of 
$3  per  claim  processed  through 
the  Web  to  push  up  the  adop¬ 
tion  rate,  thus  making  the  In¬ 
ternet  “more  expensive  than  the 
old  channel,”  McGinnis  said. 

To  avoid  those  types  of 
“gotchas,”  Mainspring  recom¬ 
mends  keeping  a  close  eye  on 
customer  acquisition  costs, 
identifying  gaps  in  service  be¬ 
fore  customers  do  and  applying 
conservative  cost-savings  esti¬ 
mates  —  especially  for  volume- 
dependent  applications. 

For  example,  many  Web  sites 
are  started  as  marketing  initia¬ 
tives  with  the  goal  of  generating 
low-cost  sales  leads.  The  costs 
of  Web-based  advertising,  con¬ 
tent  production  and  site  cre¬ 
ation  are  rising.  Combined  with 
the  relatively  small  number  of 
active  customers,  the  cost  to  at¬ 
tract  customers  often  “far  out¬ 
weighs  the  present  net  value  of 
the  customer  relationship,” 
Mainspring  reported. 

One  company  that  plans  to 
walk  before  it  runs  is  Metropol¬ 
itan  Life  Insurance  Co.  The 
New  York-based  insurer  is  de¬ 
veloping  a  site  that  will  provide 
40i(k)  retirement  benefits  infor¬ 
mation  to  its  employees  first, 
followed  by  external  customers. 

Employees  will  gain  access  to 
the  site  before  year’s  end  and 
give  feedback  on  features  and 
security  before  the  site  is  made 
available  to  outside  customers 
early  next  year,  said  Jim  Klinck, 
vice  president  of  application  de¬ 


velopment  at  Met  Life. 

The  site  will  offer  “classic 
business  value”  to  Met  Life  and 
its  employees,  Klinck  said,  be¬ 
cause  employees  will  get  imme¬ 
diate  access  to  their  40i(k) 
plans  and  can  quickly  move 
funds  or  change  asset  alloca¬ 
tions,  he  added. 

Some  Web 
projects  suc¬ 
ceed  because 
someone  rec¬ 
ognized  and 
acted  on  a 
niche  opportu¬ 
nity  in  a  spe¬ 
cific  market. 

For  example, 

DMR  Consult¬ 
ing  Group  in 
Toronto  is 
working  with 
Cebra,  Inc.  to 
develop  elec¬ 
tronic  certifi¬ 
cates  of  insur¬ 
ance.  These  are  used  to  assure, 
say,  a  building  tenant  that  a 
contractor  has  liability  and 
workers’  compensation  insur¬ 
ance  in  case  someone  gets  hurt 
during  office  reconstruction. 

Subcontractors  and  risk  man¬ 
agers  typically  need  access  to 
such  certificates.  And  contrac¬ 
tors  often  have  one  insurer  for 
liability  and  another  for  work¬ 
ers’  compensation.  □ 

Features  of  insurers' 

Web  sites 


Marketing  and 
promotions  100% 


Electronic  gathering 

of 

potential  prospects 

95% 

Online  price 

quotes 

47% 

Online  tools 

(calculators,  e.g.) 

15% 

Base:  Survey  of  more  than  100 
insurance  agent  Web  sites 

Source:  "The  State  of  Internet  Value,"  July/Atigust 
1998,  Mainspring  Communications,  in c.,  Camt  •Og**, 
Mass. 


Employee-benefits 
Web  site  will  pro¬ 
vide  "classic  busi¬ 
ness  value" 
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CQ  Cisco 

Powered  Networks 


Meet  the  most  powerful  team  in  business  network  services:  Cisco  Systems 
and  Cisco  Powered  Network  service  providers.  Virtually  every  piece  of 
information  that  travels  across  the  Internet  travels 
across  Cisco  equipment.  Cisco  Powered  Network 
service  providers  use  this  very  same  equipment  to 
bring  innovative  network  services  to  your  business. 

Get  behind  the  program  at  www.cisco.com/cpn. 
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Extranets  ♦  The  World  Wide  Web  ♦  Intranets 


►  Average  weekly  house¬ 
hold  TV  viewing:  55 
hours,  16  minutes 


►  Average  for  homes  with 
Internet  and  other 
online  access:  46 

hours,  59  minutes 

Base:  January  1998  survey  of 
5,000  households 

Source:  Study  for  America  Online,  Inc., 

Oulles,  Va.,  by  Nielsen  Media  Research, 

New  York 

Cursor  characters 

Comedy  Central’s  Web  site, 
www.comedYcentral.com,  has 
added  Comedy  Cursors,  navi¬ 
gation  icons  that  take  the 
shape  of  characters  from  the 
network’s  most  popular  pro¬ 
grams.  They  include  the 
heads  of  Dr.  Katz,  from  the 
show  of  the  same  name; 
South  Park’s  ever-doomed 
Kenny;  and  Ben  Stein,  host  of 
Win  Ben  Stein’s  Money.  The 
patent-pending  technology  is 
provided  by  Comet  Systems 
in  New  York. 

Browser  4.06 

Netscape  Communications 
Corp.  has  released  Communi¬ 
cator  4.06,  which  includes 
bug  fixes  that  have  come  out 
since  the  last  version  of  the 
client  shipped. 


WWW.WAITING 


►  Average  home  user's 
waiting  time  for  a  Web 
page  to  load: 

15  seconds 

►  Average  pages  a  user 
views  per  month: 

1,145 

►  Average  user’s  Web 
waiting  time  per 
month:  4.8  hours 

►  Total  estimated  home 
Web  users  in  U.S.: 

43.1  million 

►  Total  time  spent  each 
month  waiting  for  Web 
pages:  206  million 
hours 

Base:  Study  of  2,500 
Internet  users 

Source:  NetRatings,  inc.,  Milpitas,  Calif. 


Food  broker 
speeds  replies 


►  Delivering  E-mails 
‘ To:All ’  slowed  orders 

By  Roberta  Fusaro 

NOTHING  KILLS  RESTAURANT 
business  faster  than  a  long  wait 
and  a  cold  meal. 

That’s  especially 
true  for  online  food 
delivery  services  such 
as  San  Jose,  Calif.-based  Wait- 
er.com  and  PizzaPlaza.com  in 
Edmonton,  Alberta.  Their  over¬ 
riding  concern  is  customer  ser¬ 
vice:  Users  who  don’t  get  a 
prompt  response  won’t  come 
back. 

“For  someone  like  Amazon, 
com,  if  they  hold  books  for  a 


day  and  ship  them  later  in  the 
week,  they’re  still  fine.  But 
we’re  handling  real-time  food- 
service  requests  —  some  within 
20  minutes,  the  more  urgent 
requests  [in  less  time],” 
said  Craig  Cohen,  president  of 
Waiter.com. 

Waiter.com,  a  3- 
year-old  online 
“food  broker”  whose 
World  Wide  Web  site  receives 
more  than  a  million  page  views 
per  month,  takes  thousands  of 
food  orders  online  per  year  and 
relays  them  to  restaurants  that 
pay  to  be  included  on  the  site. 

The  Waiter.com  site  collects 
dine-in  and  take-out  orders  via 
Food  broker,  page  40 
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New  ads:  'Rich  concepts,  not  rich  media' 


►  Industry  seeks  impact  ads,  fast  downloads 


By  Sharon  Machlis 


as  the  industry  works  to  ham¬ 
mer  out  new  types  of  Internet 
ads,  a  basic  tension  is  emerg¬ 
ing:  Advertisers  want  larger, 
more  complex  spots  to  grab 
viewers’  attention.  Web  site 
publishers  don’t. 

A  study  commissioned  by  10 
major  advertisers  concluded 
that  bigger  ads  were  more  effec¬ 
tive  than  simpler  banner  ads, 
with  consumers  getting  the 
main  message  one-third  of  the 
time  they  saw  full-screen  ads 
but  only  16%  of  the  time  they 
saw  banners. 

Yet  the  bigger  ads  require 
bandwidth.  And  Jupiter  Com¬ 
munications,  Inc.  in  New  York 
estimates  that  more  than  three 
out  of  four  home  surfers  will 
access  the  World  Wide  Web 
through  dial-up  connections  — 
a  maximum  of  56K  bit/sec.  — 
through  2002. 

America  Online,  Inc.  won't 
run  large,  technically  complex 
ads  that  take  too  long  to  down¬ 
load  or  “look  like  junk”  for  peo¬ 
ple  with  slow  connections,  said 
Bob  Pittman,  president  and 
chief  operating  officer  of  Amer¬ 
ica  Online.  “We  don’t  let  our 


‘art  monsters’  .  .  .  make  stuff 
people  can’t  see,”  he  said.  About 
20%  of  AOL  subscribers  are 
still  running  connections  slow¬ 
er  than  28. 8K  bit/sec. 

“When  bandwidth  gets  here, 
it’s  not  going  to  be  a  problem 
anymore,”  said  Mike  Donahue, 
executive  vice  president  at  the 


American  Association  of  Adver¬ 
tising  Agencies  in  New  York. 
“But  bandwidth  isn’t  going  to 
be  here  for  a  while.” 

At  an  Internet  advertising 
summit  last  month  hosted  by 
Procter  &  Gamble  Co.,  major 
manufacturers,  site  producers 
and  advertising  specialists  creat¬ 
ed  an  organization  aimed  at 
Rich  concepts,  page  40 


Snapshot 


Internet  traffic  spiked  after  news  of  the  U.S.  attacks 
on  Sudan  and  Afghanistan  on  Aug.  20 


THURSDAY,  AUG.  13 

Web  site 

Peak  response  time 

Error  rate* 

CNN 

15.3  seconds 

1.1% 

USA  Today 

14.1  seconds 

1.4% 

ABC  News 

40  seconds** 

1.8% 

THURSDAY,  AUG.  20  J 

Web  site 

Peak  response  time 

Error  rate* 

CNN 

48  seconds 

11.4% 

USA  Today 

27.6  seconds 

14.6% 

ABC  News 

23.1  seconds 

30% 

*  Percentage  of  people  not  able  to  get  pages  or  portions  of  pages 
**  ABC  appeared  to  have  some  separate  Internet  problems  that  week 

Source:  Keynote  Systems,  Inc.  (www.keynote.com),  San  Mateo,  Calif. 


JAVA  TECHNOLOGY 

Users  prefer  a 
late  JDK  1.2 
to  a  buggy  one 

By  Carol  Sliwa 


although  they  might  have 
liked  to  get  their  hands  on  it, 
several  corporate  users  said  they 
don’t  expect  Sun  Microsystems, 
Inc.’s  new  Java  development 
technology  —  now  delayed  — 
to  have  a  huge  impact  on  their 
programming 
efforts. 

Taking  extra 
time  to  get  a 
“very  solid,  reli¬ 
able  code  base,” 

Sun  now  ex¬ 
pects  its  long- 
promised  Java 
Development  Kit  (JDK)  1.2  — 
the  software  and  tools  that  pro¬ 
grammers  use  to  compile,  de¬ 
bug  and  run  applications  writ¬ 
ten  in  Java  —  to  be  available  in 
November  or  December,  said 
George  Paolini,  director  of  mar¬ 
keting  for  Sun’s  Java  software 
division. 

The  HotSpot  technology  de¬ 
signed  to  speed  Java  perfor¬ 
mance  is  now  due  in  the 

JDK  1.2,  page  40 


Computerworld 


August  31,  1998  (www.computerworld.com) 


Food  broker  speeds  replies 

CONTINUED  FROM  PAGE  39 _ 


telephone  and  E-mail  that  cus¬ 
tomer  service  representatives 
then  relay  to  more  than  1,300 
restaurant  sites  nationwide. 
Customers  can  either  pick  up 
their  meals  or  have  them  deliv¬ 
ered  from  restaurants  such 
as  Boston  Market,  The  Olive 
Garden  and  California  Pizza 
Kitchen.  They  pay  when  they 
get  their  food. 

Cohen  said  most  Waiter.com 
orders  are  generated  through 
E-mail.  Originally,  all  those 
requests  went  into  every  cus¬ 
tomer  service  representative’s 
in-box.  That  prompted  a  service 


free-for-all:  Each  representative 
jumped  on  assignments  with¬ 
out  knowing  what  a  colleague 
may  have  already  handled. 

Waiter.com  needed  a  way  to 
load-balance  those  messages 
and  record  order  histories.  “If 
someone  says  their  meal  from 
Boston  Market  was  the  best 
they  ever  had,  we  need  to  be 
able  to  collect  that  information” 
to  report  back  to  member 
restaurants  and  for  marketing 
purposes,  Cohen  said. 

So  the  company  began  using 
the  E-mail  Management  System 
from  San  Jose  start-up  EGain, 


Inc.  to  help  with  routing  and 
data  collection.  The  EGain  offer¬ 
ing  was  more  comprehensive 
and  relatively  cheaper  than  oth¬ 
er  products:  $3,000  a  month  for 
hosted  service  or  $50,000  for  a 
single  server  in-house. 

PAYBACK  TIME 

The  company  has  already 
achieved  some  payback  on  the 
product  —  which  it  has  used 
for  a  few  months  —  from  re¬ 
duced  redundancies  and  a  con¬ 
sistent  level  of  customer  service, 
Cohen  said.  “Sometimes  when 
two  people  contact  a  customer 


about  a  request,  that  can  be  just 
as  frustrating  as  no  response,” 
he  said. 

Cohen  said  Waiter.com  cus¬ 
tomers  now  enter  their  food  or¬ 
ders  into  a  standard  EGain- 
created  Web  form,  which  travels 
to  the  company  via  Netscape 
Mail.  It  lands  in  a  central  mail¬ 
box.  Based  on  the  request,  the 
order  is  distributed  to  the  ap¬ 
propriate  customer  service  rep¬ 
resentative,  who  needs  only  a 
browser  to  access  the  data. 

Rob  DeSisto,  an  analyst  at 
Gartner  Group,  Inc.  in  Boston, 
said  EGain  is  one  in  a  growing 
market  of  E-mail  response  man¬ 
agement  products.  Other  play¬ 
ers  in  this  space  include  Kana 
Communications,  Inc.  and 
Mustang  Software,  Inc. 


“A  lot  of  companies  have 
opened  up  their  Web  sites  to 
users  so  they  can  send  requests 
via  E-mail.  But  those  companies 
often  don’t  anticipate  the  vol¬ 
ume  of  responses  they  will  re¬ 
ceive,”  DeSisto  said.  This  cus¬ 
tomer  service  and  support 
technology  is  hot  in  financial 
services  and  retail,  he  said. 

By  contrast,  PizzaPlaza.com, 
an  online  pizza  order  and  deliv¬ 
ery  service  run  by  OA  Soft,  Inc. 
in  Edmonton,  uses  fax  technol¬ 
ogy  primarily.  Because  it’s  a 
fairly  small  start-up  delivery  ser¬ 
vice  with  only  a  few  member 
restaurants  in  E-commerce- 
conservative  Canada,  Web-based 
routing  would  be  overkill,  said 
Ferdinand  Isaac,  marketing 
manager  at  PizzaPlaza.  □ 


Rich  concepts 
not  rich  media 


Worldwide  spending 
forecast  for  online 
advertising 


JDK  1.2  to  be  late 

CONTINUED  FROM  PAGE  39 


Features  in  Java  Develop¬ 
ment  Kit  1.2  include: 

♦  Java  2D 


CONTINUED  FROM  PAGE  39 

boosting  the  Web  as  an  adver¬ 
tising  medium.  One  of  Fast  For¬ 
ward’s  four  main  tasks  is  devis¬ 
ing  new  advertising  models  that 
everyone  in  the  industry  will 
accept  along  with  banners  and 
buttons. 

The  committee  has  pledged 
to  come  up  with  proposed  on¬ 
line  ad  models  by  November. 

It  is  too  early  to  predict  what 
the  models  might  look  like.  In 
general,  “we’re  going  for  rich 
concepts,  not  rich  media,”  said 
Donahue,  a  member  of  Fast 
Forward’s  steering  committee. 
That  means  looking  for  innova¬ 
tive  ideas  but  not  necessarily 
cutting-edge  technology  that 
many  consumers  might  not  be 
able  to  access.  “Some  of  the 
best  ideas  can  be  done  in  12K,” 
Donahue  said. 

But  in  terms  of  what  the  new 
ad  types  will  accomplish,  several 
speakers  at  the  Procter  &  Gam¬ 
ble  summit  cautioned  against 
expecting  Web  ads  to  translate 
into  immediate  click-through 
sales. 

“You  start  your  brand  build¬ 
ing  in  the  window-shopping 

National  advertisers 
with  online  ads 

Average  annual  online 
ad  spending 

SEEg  $250,000 

maamm  $™.ooo 

Source:  Survey  of  124  members  of  the  Association 
of  National  Advertisers,  inc..  New  York  (including 
many  of  the  nation  s  top  100  advertisers) 


$10.5  billion 


1998  2003 

Source:  Forrester  Research,  Inc.,  Cambridge,  Mass. 

phase,”  Pittman  said. 

Still,  measuring  an  ad’s  effec¬ 
tiveness  was  very  much  on  the 
minds  of  summit  attendees. 
When  asked  to  rank  a  half- 
dozen  issues  surrounding  on¬ 
line  advertising  models,  they 
put  return  on  investment  first. 

NEW  IDEA  NEEDED 

A  growing  number  of  experts 
say  banner  ads  are  less  effective 
among  consumers  and  will  be¬ 
come  less  desirable  among  buy¬ 
ers,  lending  some  urgency  to 
the  search  for  new  ad  models 
acceptable  to  Web  publishers 
and  advertisers. 

At  the  Software  Development 
’98  conference  in  Washington 
earlier  this  month,  for  example, 
author  and  former  Sun  Mi¬ 
crosystems,  Inc.  engineer  Jakob 
Nielson  said,  “users  are  com¬ 
pletely  ignoring  banner  ads. 
Click  rates  are  falling  through 
the  floor.” 

According  to  Evan  Neufield  at 
Jupiter  Communications,  statis¬ 
tics  on  banner  ads  can  be  read 
as  either  good  or  bad  news.  Al¬ 
though  20%  of  consumers  have 
no  interest  at  all  in  clicking  on 
banners,  another  28%  click  at 
least  once  in  every  10  Web  ses¬ 
sions  (and  51%  click  rarely). 

“We  would  say  the  banner  is 
not  a  home  run  but  no  strikeout 
either,"  he  said.  □ 


spring,  Paolini  said.  Sun  origi¬ 
nally  had  targeted  JDK  1.2  and 
HotSpot  for  late  1997  release, 
but  those  schedules  have  been 
revised  several  times.  The  latest 
delays  reflect  a  slip  of  eight  to 
10  weeks,  a  Sun  spokesman 
said. 

“Of  course,  we  always  would 
like  to  see  JDK  1.2  here  imme¬ 
diately,  but  frankly,  it’s  far  more 
important  that  it  be  as  bug-free 
as  possible  and  especially  that 
HotSpot  be  as  bug-free  as  pos¬ 
sible,"  said  John  Melka,  a  senior 
systems  engineer  at  Nations¬ 
Bank  Corp.  in  Chicago. 

SWING  SET 

Melka  is  anxiously  awaiting 
Sun’s  “Swing”  technology, 
which  helps  programmers  build 
graphical  user  interfaces  for 
their  applications.  Swing  tech¬ 
nology  is  more  tightly  coupled 
in  JDK  1.2,  he  said. 

Ernst  &  Young  LLP’s  Ad¬ 
vanced  Technology  Center  in 
New  York  is  immersed  in  Java 
projects  for  several  corporate 
clients,  including  Standard  & 


Poor’s.  But  the  company  doesn’t 
expect  to  encounter  problems  as 
a  result  of  the  JDK  1.2  and 
HotSpot  delays. 

“We’re  kind  of  afraid  of  [JDK 
1.2],”  said  Catherine  A.  T. 
Susch,  a  senior  manager  at 
Ernst  &  Young.  “I  look  at  1.2, 
and  it’s  so  huge.  If  we  ever  use 
10%  of  the  features,  it  will  be 
amazing.” 

Sabre  Technology  Solutions 
will  use  Java  to  replace  a  C++ 
application  that  airline  reserva¬ 
tions  professionals  and  travel 
agents  use  to  book  flights.  It  is 
critical  that  the  new  version  be 
“as  fast  or  faster”  than  the  cur¬ 
rent  C++  version,  said  Noreen 
Henry,  a  Sabre  senior  develop¬ 
ment  director. 

Although  HotSpot  certainly 
will  help.  Sabre  already  has 
been  building  the  application 
under  the  premise  that  it  won’t 
get  the  technology  in  time.  “Our 
schedule  wasn’t  dependent  up¬ 
on  it,  but  it  will  obviously  assist 
us  when  it  becomes  available,” 
Henry  said. 

First  Data  Merchant  Services, 


LUCKMAN  INTERACTIVE,  INC. 

has  announced  WebSweep,  a 
cleanup  utility  that  removes 
junk  files  picked  up  during 
previous  Internet  browsing 
sessions. 

According  to  the  Los  An¬ 
geles  company,  users  can 
schedule  the  frequency  of 
hard-drive  purges.  Files  can 
be  deleted  either  transpar¬ 
ently  or  selectively.  It  can 


clean  up  ActiveX,  Java  class¬ 
es,  Hypertext  Markup  Lan¬ 
guage,  video,  audio,  browser 
history  lists,  browser  cache, 
push  channel  data,  plug-ins, 
recent  document  lists  and 
other  temporary  and  com¬ 
pressed  files. 

WebSweep  costs  $19.95. 
Luckman  Interactive 
(213)  614-0966 
www.luckman.com 


♦  Drag  and  drop 

♦  Java  interface  definition 
language  (IDL),  which 
provides  interoperability 
with  the  Common 
Object  Request  Broker 
Architecture 

♦  Java  virtual  machine 
debugger  interface 

♦  Java  servlet 
standard  extension 


a  division  of  First  Data  Corp.  in 
Omaha,  is  rolling  out  a  Java  ap¬ 
plication  that  will  let  banks 
check  on  merchants’  credit-card 
information  through  Web 
browsers.  New  versions  of  the 
JDK  or  HotSpot  aren’t  really  a 
concern. 

“The  application  is  running 
fine  at  this  point  in  time,"  said 
John  Sudec,  vice  president  for 
funding  and  settlement  services 
in  Hagerstown,  Md.  “I’m  at  the 
point  where  I’m  leveling  off  on 
the  functionality  and  concen¬ 
trating  on  business  expansion, 
so  I  don’t  want  to  be  going  to 
huge  new  version  changes.” 

Among  vendors,  IBM,  Oracle 
Corp.  and  Netscape  Communi¬ 
cations  Corp.  have  said  they 
don’t  expect  the  delays  to  hurt 
them.  Microsoft  Corp.  declined 
comment. 

“We’re  as  eager  to  see  [JDK] 
1.2  as  anybody  else,  but  the  1.1.6 
code  base  has  been  very  well- 
tested  in  the  field,  and  what  our 
customers  are  demanding  is  a 
Java  environment  they  can 
count  on.  That’s  our  top  priority 
right  now,”  said  Jason  Woodard, 
IBM’s  program  manager  for 
Java  technical  marketing.  □ 
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New  server  at  lottery 

The  Michigan  State  Lottery 
will  use  Rochester  Hills, 
Mich.-based  Cypress  Corp.’s 
integrated  document  and 
knowledge  server  to  manage 
documents  and  printing  func¬ 
tions.  The  Lansing-based 
agency  had  been  using  Cy¬ 
press’  Spool  print  manage¬ 
ment  system  but  needed  to 
switch  because  it  is  moving 
from  a  mainframe  to  a 
client/server  environment. 

Airborne  E-mail _ 

Micro  Computer  Systems, 
Inc.  in  Irving,  Texas,  has  an¬ 
nounced  the  Calypso  wireless 
E-mail  system,  which  was  de¬ 
signed  to  work  with  airplane 
phones. 

Shipping  now,  the  software 
client  is  $99-95-  The  gateway 
costs  $995  for  a  five-user  ver¬ 
sion.  Evaluation  copies  can 
be  downloaded  from  www. 
mcsdallas.com. 

Media  manager 

Portland,  Ore.-based  Extensis 
Corp.  announced  Portfolio 
4.0,  management  software 
for  digital  media,  and  Portfo¬ 
lio  Server.  The  software  works 
with  both  Macintosh  and 
Windows  platforms  and  lets 
users  organize,  share  and 
preview  their  standing  media 
files,  including  images  and 
Hypertext  Markup  Language 
documents. 

The  software  will  be  avail¬ 
able  next  month  and  will  cost 
$199.95.  Portfolio  Server,  with 
five  seats,  will  cost  $1,999-95. 

Calendar  upgrade _ 

On  Technology  Corp.  in  Cam¬ 
bridge,  Mass.,  announced 
Meeting  Maker  5.5,  an 
upgrade  to  its  calendaring 
and  scheduling  software.  En¬ 
hancements  include  remote 
capabilities  that  let  users 
maintain  and  update  sched¬ 
ules  in  real  time  via  the  Inter¬ 
net;  an  Internet  Publisher  that 
lets  users  publish  calendars 
via  the  Internet  or  an  in¬ 
tranet;  and  support  for  the 
Lightweight  Directory  Access 
Protocol. 

The  product  will  ship  Sept. 
18.  Pricing  will  start  at  $50 
per  client. 


NT  aimed  at  laptops 


NT  LAPTOP  PLAN 


Microsoft  is  working  to  make  Windows  NT  corporate  users'  choice  for 
their  laptops.  To  tailor  NT  5.0  for  laptops,  the  company  has: 

I  Added  the  ability  to  store  more  documents  and  files  in 
cache 

I  Simplified  the  interface 
I  Improved  and  simplified  search  capabilities 
I  Clarified  error  messages 

I  Created  HTML  links  from  error  messages  to  help  pages 


►  Microsoft  touts  it 
as  heir  to  Win  95 

By  Sharon  Gaudin 


Microsoft  corp.  is  working  to 
push  its  upcoming  Windows 
NT  5.0  operating  system  onto 
corporate  laptops. 

Many  users  hope  NT  will 
have  what  it  takes  to  be  the  up¬ 
grade  of  choice  from  Windows 
95.  And  given  Windows  98’s 
less-than-stellar  sales  in  the  cor¬ 
porate  market,  that  market  may 
be  ripe  for  the  taking. 

“We’re  looking  to  convert 
desktops  and  laptops  to  NT,” 
said  Teresa  Light,  vice  president 


of  software  development  and 
implementation  at  Bradley  Co. 
in  Cleveland.  “I’m  not  inter¬ 
ested  in  Windows  98.  I  want 


better  performance,  but  I’m 
not  going  to  deal  with  beta 
versions.  I’m  going  to  wait 
until  NT  5.0  comes  out  and 


then  see  how  it  runs.” 

NT  5.0  for  Workstations 
is  being  tailor-made  for 
laptop  computers  by  adding  or 
changing  several  features, 
according  to  Yusuf  Mehdi, 
Microsoft’s  director  of  Windows 
marketing  (see  chart). 

“Most  companies  today  have 
not  moved  to  Windows  98, 
from  what  we  can  see,”  he  said. 

Mehdi  said  NT  5.0  is  being 
designed  to  more  easily  store 
documents,  mail  and  files 
in  cache  so  that  users  can 
do  more  work  off-line.  And  it 
automatically  updates  databases 
when  users  plug  back  in  to 
the  system. 

And  security  updates  in  NT 
5.0  may  also  be  attractive  to 
laptop  users,  who  could  encrypt 
information  so  that  if  a  laptop 
NT  5.0,  page  42 


JetSend  streamlines 
net  printer  setup 


By  Lisa  A.  Phifer 

1  just  finished  installing  a 
network  printer  and  scanner  on 
my  LAN.  The  24  page/min. 
Hewlett-Packard  Co.  HP 
LaserJet  8000DN  was  online 
in  minutes. 

PRODUCT  REVIEW 

►  JetSend  communi¬ 
cations  technology 

HEWLETT-PACKARD 

CO. 

Palo  Alto,  Calif. 
www.jetsend.hp.com 

Price:  Devel¬ 
oper’s  kit  for 
$15,000 

Pros:  Simple 
for  end  users 
and  IT  managers; 
good  fit  for  printing  from 
small,  inexpensive  network 
devices 

Cons:  Improved  security 
will  be  needed  for  enter¬ 
prise  use;  ultimate  success 
depends  on  multivendor 
deployment 


Installing  an  HP  Network 
ScanJet  5  could  have  been  much 
more  difficult,  however.  After 
all,  when  you  connect  the  scan¬ 
ner  to  the  LAN,  you  encounter 
a  maze  of  output  options  and 
have  to  identify  each  by  their 
name  or  IP  address:  E-mail,  fax 
and  optical  character  recogni¬ 
tion.  You  also  have  to  add  20M 
bytes  to  40 M  bytes  of  software 
on  a  shared  server  or  stand¬ 
alone  client. 

But  using  HP’s  new  JetSend 
protocol  with  the  HP  hardware, 
all  I  had  to  do  was  enter  the  IP 
address  of  a  JetSend  destination 
to  print  scanned  images  directly 
from  device  to  device,  without 
installing  a  bit  of  desktop  soft¬ 
ware.  JetSend  is,  in  essence,  a 
handshake  protocol,  allowing 
the  scanner  to  say,  “Hello,  I’m  a 
scanner,”  and  the  printer  to  re¬ 
spond,  “Hello,  I’m  a  printer, 
and  here  are  my  capabilities.” 

Today’s  information  technol¬ 
ogy  manager  is  faced  with  a 
multitude  of  devices  that  cap¬ 
ture  or  present  visual  surfaces. 
They  range  from  printers, 
copiers,  faxes  and  scanners  to 
electronic  whiteboards,  digital 
projectors,  personal  digital  as¬ 
sistants,  smart  phones,  indus- 
JetSend,  page  42 


PMI  Mortgage  Co/s  Jim  Fey: 
"Where  I  live,  it's  going  to^ 
be  a  year  or  two  before 
[service  providers]  get  their 


Telecommuters  seek 


high-speed 

By  Bob  Wallace 

in  telecommuting,  as  in  real 
estate,  the  three  most  important 
things  are  location,  location  and 
location. 

The  success  or  failure  of  a 
telecommuting  program  de¬ 
pends  largely  on  whether  local 
carriers  and  cable  television 
companies  offer  high-band¬ 
width  connections  in  areas 
where  your  workers  live.  Local 
carriers  and  cable  TV  compa¬ 
nies  are  primarily  delivering 
high-capacity  offerings  such  as 


services 

digital  subscriber  line  (DSL) 
and  cable  modem  services  in 
big  cities  first  to  recoup  their 
investments  in  the  emerging 
technologies. 

That  creates  problems  for  in¬ 
formation  technology  shops  try¬ 
ing  to  support  telecommuters, 
who  are  typically  located  in  sub¬ 
urban  or  rural  areas.  As  a  re¬ 
sult,  they  have  to  live  with 
lower-bandwidth  services  such 
as  modem  links  —  and  Inte¬ 
grated  Services  Digital  Network 
(ISDN),  where  it  is  available. 

Telecommuters,  page  42 
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“It’s  killing  us  not  to  have 
DSL  and  cable  modem  service,” 
said  Will  Weider,  chief  informa¬ 
tion  officer  at  Trinity  Regional 
Health  Systems  in  Rock  Island, 
Ill. 

POTENTIAL  TIME  SAVINGS 

Telecommuters  dial  in  to  Trinity 
from  rural  locations  at  28. 8K 
bit/sec.  to  transcribe  doctors’ 
dictations  stored  in  a  computer 
system.  The  transcriptions  are 
sent  back  to  headquarters, 
where  they  are  added  to  pa¬ 
tients’  records,  Weider  said. 

“Higher-speed  services  would 
mean  they’d  need  to  stay  on 
the  line  for  less  time.  And  that 
would  keep  our  records  fresh¬ 
er,”  he  said.  Trinity  couldn’t  get 
its  cable  provider  even  to  run 
cable  TV  to  its  new  hospital,  let 
alone  cable  modem  service,  he 
added. 

The  situation  isn’t  expected  to 
improve  in  the  near  future. 

“We  do  not  expect  to  see 
very  much  in  the  way  of 
broad-based  suburban/rural 
telecommuting  support  until 


after  2000,” 
said  Tom  Nolle, 
president  of 
CIMI  Corp.,  a 
Voorhees,  N.J., 
consultancy 
that  covers  DSL 
and  cable  mo¬ 
dem  service  de¬ 
ployment.  “For 
some,  things 
may  run  even 
as  late  at  2003, 

[leaving]  56K 
modems  and  l 

ISDN  as  the  l 

O 

only  games  in  < 
town.”  r 

PM  I  Mort¬ 

gage  Co.  in  San  Francisco  has 
had  no  problem  finding  high¬ 
speed  services  locally,  but  find¬ 
ing  them  outside  the  metropoli¬ 
tan  area  is  another  story. 

SUBURBAN  DISCONNECT 

“We  can  get  DSL  and  cable  mo¬ 
dem  service  here,  but  80  miles 
away,  where  I  live,  it’s  going  to 
be  a  year  or  two  before  the  [ser¬ 
vice  providers]  get  their  act 


together  and  offer  these  op¬ 
tions,”  said  Jim  Fey,  PMI’s 
strategic  technology  director. 

“That  creates  problems  for 
programmers  who  write  pro¬ 
grams  from  their  homes  that 
do  things  like  go  through  a 
database  to  sum  up  the  day’s 
sales.  The  program  is  running 
on  the  PC,  and  all  the  data 
is  traveling  from  the  mainframe 
back  across  the  [communica¬ 


tions  link],”  Fey  said. 

Worse  still,  users  trying  to 
simplify  wide-area  network 
services  for  telecommuting  are 
finding  it  difficult  to  come 
up  with  one  option  that  all 
telecommuters  can  use.  Even 
services  such  as  ISDN,  which 
has  been  around  since  the  late 
1980s,  are  a  long  way  from 
being  ubiquitous. 

“The  biggest  problem  with  re- 


JetSend 
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trial  machinery  and  World  Wide 
Web  servers.  Too  often,  each  de¬ 
vice  offers  a  different  interface, 
requires  unique  drivers  and  im¬ 
poses  barriers  that  impede  com¬ 
munication  and  reduce  produc¬ 
tivity.  Protocols  such  as  JetSend 
promise  simplicity  and  ease  of 
use  by  eliminating  the  middle 
man  —  the  client/server  that 
sits  between  the  source  and  des¬ 
tination  device. 

HP  products  now  available 
with  JetSend  include  LaserJet 
4000/5000/8000  printers,  the 
ScanJet  5  and  JetSend  for  Win¬ 
dows  NT.  The  JetSend  protocol 
specification  is  available  free, 
and  a  JetSend  Development  Kit 
is  available  to  any  vendor  for  a 
modest,  onetime  fee.  A  pair 
of  JetSend-enabled  products 
already  have  been  released  by 
one  third-party  vendor,  fax  soft¬ 
ware  maker  Tobit  Software.  Oth¬ 
er  vendors,  such  as  printer  and 
fax  equipment  makers,  have 
demonstrated  or  voiced  support. 

However,  to  realize  its  goal, 
JetSend  must  become  the 
ubiquitous  device-to-device  in¬ 
terface.  That  is  a  tall  order,  but  I 
am  encouraged  by  several  fac¬ 
tors.  JetSend  is  a  lightweight 
protocol,  using  only  a  few  bytes 
for  each  conversation,  which 


runs  over  any  reliable,  bidirec¬ 
tional  transport,  enabling  de¬ 
ployment  over  Ethernet,  Token 
Ring,  infrared  devices  and  wire¬ 
less.  Java  Development  Kit  code 
is  relatively  inexpensive,  com¬ 
pact  and  has  been  ported  to 
real-time  operating  systems, 
essential  for  embedding  in 
small,  inexpensive  devices. 

At  PC  Expo  ’98  in  June, 
JetSend  demonstrators  included 
Encanto  Networks,  Inc.,  which 
uses  JetSend  to  enable  printing 
from  its  E.go  Commerce  Web- 
station.  Castelle,  JetFax,  Inc.  and 
Tobit  are  actively  deploying  Jet¬ 
Send-enabled  Internet  fax. 

In  the  digital  imaging  arena, 
Canon,  Inc.,  Flashpoint  Tech¬ 
nology,  Inc.,  Konica  Corp., 
Panasonic,  Ricoh  Co.,  Xerox 
Corp.  and  Xionics  Document 
Technologies,  Inc.  are  working 
on  JetSend  products. 

JetSend  today  is  very  easy  to 
use,  but  it  has  limitations.  Its 
receivers  use  a  simple  personal 
identification  number  to  au¬ 
thenticate  senders. 

Some  stronger  authentication 
methods  —  at  least  a  hashed 
user  name  or  password  — 
would  be  needed  before  I’d  put 
my  JetSend  printer  on  the  pub¬ 
lic  Internet  for  applications 
such  as  sending  print  jobs  to 
teleworkers.  Also,  devices  such 
as  the  ScanJet  must  be  manual¬ 
ly  configured  with  JetSend  des¬ 


tinations.  JetSend  receivers 
should  announce  their  presence 
to  automate  sender  configura¬ 
tion  in  large  networks.  Adding 
those  features  to  the  JetSend 
protocol  without  increasing  its 
complexity  or  inhibiting  inter¬ 
operability  will  be  essential. 

To  be  successful,  JetSend 
must  be  driven  by  market 
demand.  Enterprise  administra¬ 
tors  must  come  to  expect  that 
every  network  device  will  arrive 


SOCKET  COMMUNICATIONS, 
INC.  has  announced  the 
LP-E  Card,  an  Ethernet  card 
for  palmsize  PCs. 

According  to  the  Newark, 
Calif.,  company,  the  card 
was  designed  for  tasks  such 
as  synchronization,  backup, 
file  transfer,  E-mail,  pro¬ 
gram  installation  and  Web 
channel  updates.  Users  can 
plug  the  device  in  to  a  palm 
PC’s  CompactFlash  slot.  It 
offers  a  transfer  rate  of  10M 
bit/sec. 

The  LP-E  costs  $149. 

Socket  Communications 
(510)  744-2700 
www.socketcom.com 

EQUINOX  SYSTEMS,  INC.  has 


with  JetSend,  just  as  they  now 
expect  IP/IPX.  After  configuring 
a  JetSend-enabled  printer  and 
network  scanner,  I  am  con¬ 
vinced  that  it  is  easy  to  use  and 
that  it  saved  me  hours  in  sys¬ 
tems  administration  time.  □ 


Phifer  is  a  principal  at  Core 
Competence,  Inc.,  an  Internet 
consulting  company  in  Dresher, 
Pa.  Her  E-mail  address  is 
lisa@corecom.com. 


announced  the  Digital  Mo¬ 
dem  Pool,  external  hardware 
that  provides  56K  bit. /sec. 
connections  to  NT  servers 
over  T1  lines. 

According  to  the  Sunrise, 
Fla.,  company,  the  pool  en¬ 
ables  any  NT  server  to  sup¬ 
port  many  dial-in  users 
through  standard  communi¬ 
cations  software  such  as  NT 
Remote  Access  Server.  Four 
T1  lines  may  be  supported 
from  a  single  server  slot  and 
up  to  16  T1  lines  (384 
modems)  per  server. 

Pricing  ranges  from 
$2,790  to  $6,975. 

Equinox  Systems 
(954)  746-9000 
www.equinox.com 
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mote  access  is  that  the  [service 
providers]  need  to  get  their  act 
together,"  said  Jim  Barry,  chief 
information  officer  at  Insurance 
Holdings  of  America  LLC  in 
Beverly,  Mass.  “It’s  almost  im¬ 
possible  to  find  one  uniform 
option.  Their  highways  are  set, 
but  the  on-ramps  aren’t  consis¬ 
tent." 

No  matter  how  much  users 
want  high-speed  telecommuting 
services,  they  won’t  just  jump  at 
the  first  service  they  see,  said 
James  Ray,  vice  president  of  cor¬ 
porate  systems  and  strategy  de¬ 
velopment  at  office  supplies 
company  Staples,  Inc.  in  Fram¬ 
ingham,  Mass. 

“The  services  have  to  be  read¬ 
ily  available,  highly  reliable  and 
low-cost”  before  Staples  would 
use  them,  Ray  said.  Describing 
the  status  of  telecommuting  ser¬ 
vices  in  his  area,  he  added,  “I’d 
buy  a  cable  modem  for  my 
home,  but  my  local  cable 
provider  doesn’t  offer  cable 
modem  service.”  □ 


NT  5.0: 

On  laptops? 

CONTINUED  FROM  PAGE  41 

is  stolen,  the  thief  won’t  be 
able  to  access  information  on 
the  hard  drive,  he  said. 

The  interface  also  is  being 
simplified,  the  menu  is  being 
designed  to  be  customized 
dynamically  and  error  messages 
are  being  clarified  and  will  offer 
dynamic  links  to  help  pages. 

SPEED  A  QUESTION 

Randall  Kennedy,  an  analyst  at 
Competitive  Systems  Analysis, 
Inc.  in  Danville,  Calif.,  said  he 
has  reservations  about  NT  5.0’s 
performance. 

“Performance  is  going  to  be  a 
wait-and-see,”  Kennedy  said. 
“NT  5.0  is  coming  in  around  35 
million  lines  of  code.  That’s  a 
lot  of  code  hitting  the  metal  at 
any  one  time.  That  could  be  a 
lot,  maybe  too  much,  for  a  lap¬ 
top.” 

Mehdi  said  he  isn’t  sure  if  NT 
5.0  will  run  faster  than  NT  4.0, 
but  expects  it  to  run  just  as  fast. 
NT  4.0  has  had  poor  market 
share  on  laptops  because  of  its 
huge  resource  usage  and  lack  of 
drivers  for  many  laptop  compo¬ 
nents. 

Light  said  NT  currently  isn’t 
the  laptop  answer  she  needs. 
“We’re  really  hoping  the  next 
version  will  improve  the  perfor¬ 
mance  of  NT.  I  want  equal  or 
equivalent  performance  to  Win¬ 
dows  95  when  it  comes  to  re¬ 
sponse  time.  NT  4.0  is  a  hog  in 
terms  of  memory,”  she  said.  □ 
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MTV  fine-tunes 
nuts  and  bolts 

►  Analytic  tool  aids  in  budgets  and  forecasting 


By  Stewart  Deck 


jeff  polner  recognized  a  mess 
when  he  saw  one. 

Not  too  long  ago,  Polner,  the 
director  of  financial  analysis  at 
MTV  Networks,  started  looking 

at  the  cable  televi- 

net.  _ FINANCIAL 


sion  music 
work’s  transpon 
der  satellite  leases.  He  blanched 
when  he  saw  what  he  described 
as  ‘‘disjointed  chaos.” 

There  was  no  organization  to 
the  leases  for  the  satellites  MTV 
needs  to  broadcast  its  shows, 
Polner  said.  Some  were  classi¬ 
fied  under  capital  expenses, 
some  as  operating  expenses  — 
and  no  one  seemed  to  know  ex¬ 
actly  which  ones  were  about  to 
expire. 

Earlier,  when  Polner  was 


brought  aboard  the  MTV  divi¬ 
sion  of  Viacom,  Inc.  to  consoli¬ 
date  budgeting  and  financial 
projections,  he  saw  lots  of 
spreadsheets  but  very  little  for¬ 
ward-looking  analysis.  “When 
we  would  do  capital  analysis, 
we’d  look  up  how 
much  our  budget 

APPLICATIONS 

nl  ‘  iwn—  was  ancj  compare 

it  to  how  much  we’d  spent  so 
far  that  year.  If  we  had  some  left 
over,  it  was  good,”  Polner  re¬ 
called. 

So  Polner  brought  in  an 
online  analytical  processing 
(OLAP)  tool  called  TM1  from 
Applix,  Inc.  in  Westboro,  Mass., 
to  bring  order  to  the  chaos.  0 
Now  finance  managers  at  the  j 
company’s  affiliate  sales  depart-  = 
ment  use  the  OLAP  tool  to  look  l 
MTV,  page  46  ° 


Change  the  process,  not  software 

►  Users  see  benefits  in  pristine  business  apps 


Packaged 

middleware 

matures 

By  David  Orenstein 


Who  foots  the  bill? 

92%  of  software  devel¬ 
opers  said  their  employ¬ 
ers  pay  for  all  their  pro¬ 
gramming  training 
courses. 

Base:  163  respondents  taking  pro¬ 
gramming  classes  at  Corporate  U 

Source:  Corporate  U,  a  training  company  in 
Philadelphia 

Support  for  JavaBeans 

Several  products  that  support 
the  Enterprise  JavaBeans 
specification  have  been 
released:  Persistence  Soft¬ 
ware,  Inc.’s  PowerTier  for  En¬ 
terprise  JavaBeans  application 
server  and  Bluestone  Soft¬ 
ware,  lnc.’s  Sapphire/Web  ap¬ 
plication  server  framework. 
Information  Builders,  Inc. 
released  three  Enterprise 
JavaBeans  with  its  EDA  Enter¬ 
prise  Component  Broker 
application  server. 

Enabling  directories 

Netscape  Communications 
Corp.  has  announced  the  re¬ 
lease  of  its  PerLDAP  software 
modules,  which  combine  the 
Perl  scripting  language  with 
the  Lightweight  Directory 
Access  Protocol  to  help  de¬ 
velopers  enable  their  extra- 
net  applications  for  directo¬ 
ries.  The  code  is  expected  to 
be  freely  available  for  down¬ 
load  this  month  at  www. 
mozilla.org. 

Platform  preferences  for 
enterprise  resource  planning 
applications 

Unix  72% 


Windows  NT 

51% 

IBM  MVS 

31% 

IBM  AS/400 

12% 

OpenVMS 

5% 

Unisys 

4% 

Sequent 

3% 

NCR 

2% 

Base:  886  IS  managers  (average 
budget  $98  million,  average  num¬ 
ber  of  workstations  5,585);  multi¬ 
ple  responses  allowed 

Source:  Maximizing  the  Efficiency  of  Resources 
in  Information  Technology  Project  (see  www. 
meritproject.com/survey_results.htm ) 


By  Craig  Stedman 


Virginia  power  co.  gave  a  big 
thumbs-down  to  the  idea  of 
making  any  software  modifica¬ 
tions  during  its  rollout  of  SAP 
AG’s  R/3  applications. 

“We  didn’t  change  one  line  of 
code,  and  I’m  very  proud  of 
that.  We  changed  our  business 
to  fit  the  software,”  said  Lyn  Mc- 
Dermid,  acting  chief  informa¬ 
tion  officer  at  the  Richmond- 
based  utility,  which  went  live 
with  R/3  early  last  month  for 
finance  and  other  back-office 
functions. 

But  that  meant  a  lot  of 
changes  for  Virginia  Power.  For 
example,  the  company  had  to 
make  50  compensation  plans 
work  within  SAP’s  payroll  mod¬ 
ule,  she  said.  And  the  project 
team  designed  90  new  business 
processes  for  the  utility. 

Other  experienced  project 
managers  tell  similar  stories. 
The  appeal  of  minimizing  or 
avoiding  software  modifications 


is  twofold,  they  said:  Business 
applications  can  potentially  be 
installed  faster,  and  upgrading 
them  should  be  less  complicat¬ 
ed  without  custom  code  to  get 
in  the  way. 

But  no-customization  policies 
are  often  easier  said  than  done, 
the  managers  added.  Business 


users  have  to  be  sold  on  the 
idea  of  changing  the  way  they 
do  things  to  fit  how  the  soft¬ 
ware  works  —  and  in  some  cas¬ 
es  the  changes  may  not  be  en¬ 
tirely  to  their  liking. 


Cascade  Designs,  Inc.  wants 
to  stay  away  from  customizing 
J.  D.  Edwards  &  Co.’s  applica¬ 
tions  so  it  can  make  a  six- 
month  rollout  schedule  for  the 
software.  The  Seattle-based 
maker  of  camping  equipment 
expects  the  software  to  help  it  in 
setting  more  cost-effective  and 
flexible  production  plans. 

“We’re  trying  desperately  for 


a  basic,  plain-vanilla  installa¬ 
tion,”  said  Doug  Jacot,  director 
of  operations  at  Cascade.  He 
added,  however,  that  eventually 
the  company  will  probably 
Change,  page  46 


users  are  finding  that  message- 
oriented  middleware  lives  up  to 
its  acronym,  MOM,  in  many 
ways:  It’s  reliable  and  respon¬ 
sive,  but  it  isn’t  sexy  —  nor  easy 
to  live  with  once  life  becomes 
too  complex. 

The  next  step  for  the  technol¬ 
ogy,  which  International  Data 
Corp.  analyst  Ed  Acly  said  is  the 
fastest-growing  segment  of  the 
middleware  market,  is  to  be¬ 
come  more  usable,  less  propri¬ 
etary  and  therefore  a  bit  more 
appealing. 

MOM  allows  applications  to 
share  data  quickly.  Distributed 
applications  send  and  receive 
messages  through  a  separate 
middleware  layer,  making 
MOM  reliable  and  platform- 
independent.  Because  MOM  is 
asynchronous  —  meaning  it 
Middleware,  page  46 


"We  didn't  change  one 

line  of  code....  We 

changed  our  business 

to  fit  the  software." 

-  Lyn  McDermid, 
Virginia  Power 


Rise  to  the  challenge 

of  integrating  systems 
and  database  management, 

The  future  is  here 
and  it's  called  Provision. 

A  best-in-class  suite  that 
works  with  or  without 
a  framework,  uniting  systems 
and  database  management 
to  automate  and  elevate 
your  entire  IT  infrastructure. 


Enhance  productivity 
across  the  organization 

Because  Provision  isn't 
framework-dependent, 
neither  are  you.  Configure 
and  install  in  weeks,  not 
years.  And  every  tool  in 
the  suite  shares  common 
data,  GUI  and  configuration 
management,  so  familiarity 
with  one  tool  translates 
into  greater  productivity 
with  any  of  the  others. 


©  1998  PLATINUM  technology,  inc.  All  rights  reserved. 


Finally,  you're  free  to  manage 
systems  and  databases  together. 
Free  to  use  best-in-class  tools 
as  part  of  an  integrated  suite. 
Free  to  deploy  each  tool  as 
needed.  And  that  opens 
up  a  new  world  of  opportunity 
for  you,  your  staff  and  your 
business.  Find  out  how  at 
www.platinum.com/provision 


Emancipate  the 

enterprise. 

|The  #1  job  scheduler. 

|The  industry-leading 
performance  management 
suite.  The  #1  database 
reorganization  tool.  All 
ready  and  waiting  to  free 
DBAs  from  the  confines 
of  their  consoles,  let 
‘directors  finally  see  things 
from  their  point  of  view 
and  enable  IT  staff  to 
collaborate  with  best-in-class 
tools  that  interoperate 
to  solve  business  problems 
better  and  faster. 


make 


(J)  shine 


data»systems*apps 
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Change  the  process 
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TINKER  AND  TAILOR 


What  is  your  policy  on  customizing  packaged  applications? 


Allow  only  limited 
modifications 

Change  business  practices 
to  fit  software 

Customize  software  to  fit 
business 

No  formal  policy 


Base:  41  Fortune  1,000  companies  surveyed  this  year 

Source:  Forrester  Research,  Inc.,  Cambridge,  Mass. 


have  to  tweak  the  software  to 
add  extra  order  forecasting  fea¬ 
tures  and  to  streamline  data 
entry. 

For  example,  the  custom  soft¬ 
ware  now  used  by  Cascade  auto¬ 
mates  more  of  the  process  of 
inputting  time  sheets  and  other 
labor  information  than  }.  D.  Ed¬ 
wards’  One  World  package  does, 
Jacot  said. 

Thirty-two  of  41  packaged  ap¬ 
plication  users  surveyed  this 
year  by  Forrester  Research,  Inc. 
in  Cambridge,  Mass.,  said  they 
try  to  avoid  software  changes  or 
limit  them  to  a  bare  minimum 
(see  chart).  “But  the  reality  is 
that  once  you  get  into  an  imple¬ 


mentation,  the  ugly  head  of 
modifications  is  going  to  come 
up,”  said  Jim  Holincheck,  an 
analyst  at  Giga  Information 
Group  in  Cambridge,  Mass. 
Software  selection  teams  "may 
not  understand  what  is  truly 
needed  [by  business  units],  or 
the  business  may  just  change,” 
he  said. 

Holincheck  recommended 
that  project  teams  walk  through 
software  demonstrations  with 
users  up  front  and  scope  out  a 
plan  for  changing  both  the  ap¬ 
plications  and  internal  business 
practices. 

Corning,  Inc.  initially  took  a 
no-modifications  stance  on  an 


ongoing  rollout  of  PeopleSoft, 
Inc.’s  applications,  but  the 
Corning,  N.Y. -based  manufac¬ 
turer  eventually  compromised 
to  avoid  putting  users  through 
too  many  changes. 

Project  managers  “dream  of 
this  perfect  world  where  you 


never  touch  the  software,”  said 
Rick  Beers,  a  strategic  process 
leader  at  Corning. 

But,  he  added,  they  should 
plan  up  front  for  modifications 
so  they  don’t  get  blindsided 
when  the  need  to  customize  ap¬ 
plications  pops  up.  □ 


Packaged  middleware  matures 


MIDDLEWARE  UNMUDDLED 


Message-oriented  middleware  (MOM):  Lets  applications 
on  different  computing  platforms  and  networks  exchange 
data  reliably  and  securely.  Messages  are  sent  and  received 
through  an  independent  layer. 

Common  Object  Request  Broker  Architecture  (CORBA): 

Lets  applications  execute  otherwise  incompatible  programs 
no  matter  where  they  reside  on  the  network.  A  program  in 
one  location  can  use  the  services  of  another. 

Remote  Procedure  Call  (RPC):  Also  allows  services  to  be 
shared.  Calling  program  sends  a  message  and  data  to 
another  program  residing  elsewhere;  the  results  are  then 
returned. 

Database  middleware:  Translates  SQL  requests  from  appli¬ 
cations  into  the  native  tongue  of  the  target  database. 

Source:  The  Computer  Glossary,  Alan  Freedman;  Computerworld  research 
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doesn’t  need  to  wait  for  a  par¬ 
ticular  process  or  transaction  to 
finish  before  it  can  move  on  — 
it  is  also  fast. 

D.  E.  Shaw  &  Co.,  a  New 
York  brokerage  firm  known  for 
its  advanced  use  of  a  number¬ 
crunching  technique  to  find 
trading  opportunities,  relies  on 
MOM  to  be  very  fast:  up  to 
5,000  messages  per  second, 
said  Gaurav  Suri,  a  D.  E.  Shaw 
vice  president.  The  firm’s  tech¬ 
nique,  statistical  arbitrage, 
mines  profit  opportunities  out 
of  differences  in  world  stock 
prices,  currency  rates,  interest 
rates  and  other  financial  data. 

After  years  of  working  with  a 
homegrown  MOM,  D.  E.  Shaw 
is  set  to  implement  Smart  Sock¬ 
ets  5.0  from  Talarian  Corp.  in 
Los  Altos,  Calif.,  Suri  said.  The 
system  will  operate  in  an  envi¬ 
ronment  of  Unix  and  Windows 
NT  servers. 

OUTGROWING  HOMEGROWN 

Such  commercial  MOM  pack¬ 
ages  have  matured  to  become 
the  most  viable  option,  Acly 
said.  “It’s  gone  beyond  the 
point  where  it  makes  any  sense 
for  anybody  to  be  making  their 
own,”  he  said. 

Suri  said  D.  E.  Shaw  needed 
a  system  it  could  grow  into.  The 
io-year-old  firm  has  900  em¬ 
ployees  worldwide  and  $1.7  bil¬ 
lion  in  aggregate  capital.  “Our 
company  is  growing  extremely 
rapidly,  and  everything  needs  to 
be  scaled  up,”  Suri  said. 

Roy  Schulte,  an  analyst  at 
Gartner  Analytics,  wrote  in  a  re¬ 
cent  report  that  MOM  can  act 
fast  enough  to  be  the  basis  of 


a  “zero-latency”  operation  in 
which  applications  can  share 
data  in  near  real  time. 

MOM  might  be  more  widely 
used  if  it  were  a  little  more 
appealing  to  developers,  said 
Sukan  Makmuri,  vice  president 
of  interactive  banking  technol¬ 
ogy  at  BankAmerica  Corp.  and 
chairman  of  the  users  commit¬ 
tee  of  the  Message  Oriented 
Middleware  Association.  In¬ 
stead  of  MOM,  with  both  an 


unsexy  role  of  enabling  the 
sharing  of  data  and  a  propri¬ 
etary  application  programming 
interface,  developers  are  betting 
their  careers  on  more  high-pro¬ 
file  object  technology  tools  such 
as  Java,  Makmuri  said.  And 
MOM’s  unfairly  earned  reputa¬ 
tion  of  being  difficult  to  use 
poses  a  problem  for  companies 
that  need  to  find  programmers 
to  implement  it,  he  said. 

Acly  said  MOM,  which  re¬ 


quires  coding  to  establish  mes¬ 
sage  connections  among  appli¬ 
cations,  is  becoming  easier  to 
implement  with  an  emerging 
top  layer  —  dubbed  “business- 
ware”  —  that  can  reduce  its 
complexity.  Several  vendors  tar¬ 
get  this  market,  including  Vitria 
Technology,  Inc.,  Active  Soft¬ 
ware,  Inc.  and  Tibco,  Inc.  IBM 
is  expected  to  add  a  layer  on  top 
of  MQSeries,  Acly  added. 

The  benefits  of  application 
integration  are  clear,  Mak¬ 
muri  said.  Before  BankAmerica 
adopted  IBM’s  MQSeries  MOM 
in  its  brokerage  operations  to 
automate  the  data  flow,  print¬ 
outs  from  the  trading  desk  were 
faxed  to  the  confirmation  desk, 
which  operated  on  a  different 
system.  There,  a  person  would 
re-enter  the  data. 

Still,  it  isn’t  for  everything. 
The  bank  doesn’t  use  MQSeries 
in  environments  where  objects 
are  spread  across  several  plat¬ 
forms;  instead,  it  uses  Common 
Object  Request  Broker  Architec¬ 
ture  (CORBA)-based  services, 
Makmuri  said. 

Similarly,  Suri  said  his  one 
misgiving  about  Smart  Sockets 
is  that  it  doesn’t  support  COR¬ 
BA.  Talarian  said  future  ver¬ 
sions  will.  □ 


CODE  F/X,  INC.  has  announced 
Code  F/X  Design  Studio  Re¬ 
lease  6,  a  graphical  user  in¬ 
terface  development  tool  for 
Java  and  Windows  3.x,  95,  98 
and  NT.  The  Toronto  compa¬ 
ny  said  the  tool  works  with 
rapid  application  develop¬ 
ment  environments.  Users 
can  design  and  modify  pro¬ 


grams  without  writing  code. 
Code  F/X  Design  Studio  Re¬ 
lease  6  costs  $179. 

Code  F/X 
(416)  363-2292 
www.codefx.com 

SAGE  U.S.,  INC.  has  announced 
TimeSheet  Professional  6.0, 
client/server  time-tracking 


software  with  a  remote  mod¬ 
ule.  The  Dallas  company  said 
the  software  adds  detailed 
time  data  collection  to  major 
project  management  or  pay¬ 
roll  systems.  Pricing  begins 
at  $2,000. 

Sage  U.S. 

(972)  818-3900 
www.sageus.com 


Analytic 
tool  helps 
MTV  budget 
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into  how  much  subscriber  affili¬ 
ates  are  paying  and  make  future 
projections  about  that  revenue. 
MTV’s  sister  network,  Nick¬ 
elodeon,  uses  TM1  to  figure  out 
how  best  to  amortize  the  cost  of 
programming  over  its  broadcast 
life  span. 

“We’re  able  now  to  capture 
spending  data  project-by-project 
and  analyze  it  down  to  the  cate¬ 
gory  level,”  Polner  said.  He  said 
he  chose  TM1  because  it  “was 
fairly  intuitive  to  use,”  it  inte¬ 
grated  with  the  Microsoft  Excel 
spreadsheet  programs  the  com¬ 
pany  was  using,  and  its  read/ 
write  capabilities  allowed  more 
advanced  analysis.  Pricing  for 
TM1  starts  at  $25,000. 

Don  MacTavish,  an  analyst  at 
Meta  Group,  Inc.  in  Stamford, 
Conn.,  said  Applix’s  strength  as 
an  analysis  tool  comes  from  its 
ability  to  read  and  write  to  the 
data  sets.  “This  lets  you  do  cal¬ 
culations  in  context  and  not 
only  lets  you  look  at  the  data 
but  start  asking  what-if  ques¬ 
tions  about  it,”  MacTavish  said. 
“For  inventory  managers,  it  can 
show  them  what’s  in  the  wrong 
place  and  how  it  can  be 
changed.” 

TRIMMED  COPIERS 

Polner  recently  did  exactly  that 
to  analyze  MTV’s  photocopier 
usage.  The  lease  on  the  compa¬ 
ny’s  100-plus  copiers  was  being 
renegotiated,  and  Polner  looked 
into  which  models  the  company 
had  and  how  they  were  used.  “I 
was  able  to  recommend  that  we 
downgrade  20  and  completely 
eliminate  15,”  Polner  said.  If  he 
hadn’t  used  an  OLAP  tool  for 
analysis,  “we  probably  never 
would  have  been  able  to  get  at 
this  [data]  the  way  we  did,”  he 
added. 

Dairyworld  Foods,  Canada’s 
second-largest  dairy  cooperative, 
based  in  Vancouver,  British  Co¬ 
lumbia,  uses  TM1  for  financial 
analysis  and  for  calculating 
price  and  cost  increases  for 
each  of  its  47  branches  through¬ 
out  western  Canada. 

What  used  to  take  days  of 
spreadsheet  crunching  is  now 
much  more  streamlined,  said 
Ted  Brownson,  Dairyworld’s 
manager  of  management  ac¬ 
counting.  Now  the  calculations 
are  done  automatically,  “and 
we’ve  eliminated  three  days  of 
work,”  he  said.  □ 


Large  Systems  ♦  Workstations  ♦  Portable  Computing 


Briefs 

On  the  printer  front 

Canon  U.S.A.,  Inc.  —  with 
rival  Xerox  Corp.  firmly  in  its 
sights  —  has  said  it  will  en¬ 
ter  three  new  printer  seg¬ 
ments:  high-volume  black- 
and-white  copying  and  print¬ 
ing,  high-volume  multi¬ 
function  systems  and  high¬ 
speed  laser  printers. 

Canon  also  said  it  will  add 
to  its  current  line  of  high¬ 
speed  color  printers.  Canon 
claimed  that  within  two  years 
it  will  gain  up  to  20%  of  the 
midrange  and  high-end  areas 
now  dominated  by  Xerox. 

Meanwhile,  Xerox  said  it 
will  expand  its  ink-jet  printer 
business  to  compete  directly 
with  Hewlett-Packard  Co., 
which  leads  the  desktop  com¬ 
puter  printer  market. 

Hitachi  storage 

Officials  at  Hitachi  Data  Sys¬ 
tems  Corp.  said  the  Hitachi 
Freedom  5700E  storage  sub¬ 
system  is  now  certified  for 
use  with  Tivoli  management 
software  from  IBM’s  Tivoli 
Systems,  Inc. 

New  proxy  server 

Multi-Tech  Systems,  Inc.  in 
Mounds  View,  Minn.,  has  an¬ 
nounced  the  MTPSRI-120,  an 
Internet  proxy  server  with  two 
Ethernet  ports.  The  system 
provides  shared  Internet  ac¬ 
cess  to  LAN  users,  according 
to  Multi-Tech.  One  port  con¬ 
nects  to  the  10M  bit/sec.  Eth¬ 
ernet  LAN  in  a  small  to  mid¬ 
size  office,  and  the  other  port 
plugs  in  to  a  high-speed  cable 
modem,  providing  megabit 
data  transfer  rates. 

The  MTPSRI-120  costs 
$799- 

Average  number 
of  desktop  computers 
installed  at  U.S.  companies 

Fewer  than 

500  employees  171 

More  than  500 
employees  2,692 

Base:  Survey  of  300  companies 
(164  with  fewer  than  500  employ¬ 
ees:  136  with  more  than  500  em¬ 
ployees) 

Source:  International  Data  Corp., 

Framingham,  Mass. 


Clustering  goes  mainstream 


Samples  of  the  high-availability  clustering  technologies 
available  for  Windows  NT  and  Unix: 

►  Microsoft  Cluster  Server  for  NT:  High-availability 
support  only.  Allows  two-way  fail-over. 

►  Digital  TruClusters  for  Unix  and  Digital  Clusters  for 
Windows  NT:  Supports  clustering  for  both  high  avail¬ 
ability  and  scalability. 

►  Data  General  Cluster-in-a-Box:  Fully  prepackaged,  high- 
availability  cluster  for  Windows  NT. 


►  Business  apps  require 
availability  once  found 
only  at  the  high  end 

By  Jaikumar  Vijayan 


the  rapid  growth  of  applica¬ 
tions  such  as  Web  serving,  elec¬ 
tronic  commerce  and  enterprise 
resource  planning  (ERP)  are  be¬ 
ginning  to  push  high-availability 
clustering  technologies  into  the 
commercial  mainstream. 

SCO,  Inc.  and  Compaq  Com¬ 
puter  Corp.  recently  entered 
into  an  agreement  that  lets 
SCO  deliver  UnixWare  NonStop 
Clusters  software  to  a  wide  vari¬ 
ety  of  customers  in  markets 
such  as  financial  services,  retail 
and  Internet  commerce. 

NonStop  Clusters  for  Unix¬ 
Ware  is  a  clustering  technology 


By  Nancy  Dillon 


his  ioom-byte  Iomega  Corp. 
Zip  disks  were  too  small,  and 
his  quarter-inch  cartridge  tapes, 
at  2G  bytes  and  more,  were  too 
big.  Stan  Woodcock  needed  a 
capacity  compromise.  He  found 
it  in  rewritable  CDs. 

“A  CD’s 
65oM-byte  ca¬ 
pacity  is  per¬ 
fect  for  us,” 
said  the  net¬ 
work  adminis¬ 
trator  at  River¬ 
side  Tech¬ 
nologies,  Inc., 
a  Fort  Collins, 

Colo.-based 
environmental 
consulting  firm. 

Woodcock  said  he  bought  two 
Hewlett-Packard  Co.  rewritable 
CD,  or  CD-RW,  drives  because 
he  likes  to  file  a  single  CD  for 
each  client  project. 

His  CD-RW  discs,  which  con¬ 
tain  mostly  computer-aided 
design  files  and  weather  statis¬ 
tics,  are  filled  with  an  average  of 


that  comes  from  Compaq’s  Tan¬ 
dem  division. 

The  technology  lets  users  tie 
as  many  as  six  Intel  Corp. -based 
servers  in  a  high-availability 
configuration.  So  far,  Compaq 
has  targeted  its  clustering  prod¬ 
ucts  mainly  at  telecommunica¬ 
tions  companies. 

Under  the  new  arrangement, 
SCO  will  work  with  its  own 


about  500M  bytes  each. 

HP  announced  last  week  a 
rewritable  CD  drive  called  the 
HP  CD-Writer  Plus  8100I. 
Competitor  Yamaha  Systems 
Technology,  Inc.  will  release  its 
rewritable  CD  drive,  the 
CRW4416,  by  the  end  of  next 
month.  Both  drives  offer  im¬ 
proved  speeds 
and  the  ability 
to  author  both 
CD-RW  and 
CD-recordable 
(CD-R)  discs. 
(CD-RW  dri¬ 
ves  can  erase 
and  rewrite 
individual 
files  but  CD-R 
drives  can’t.) 

CD-RW  discs  are  costly  com¬ 
pared  with  CD-R  discs:  about 
$45  vs.  $2.  But  compared  with 
Zip  disks,  which  cost  about  $15, 
CD-RW  is  cheaper:  7  cents  per 
megabyte  vs.  15  cents. 

“CD-rewritable  drives  will 
enjoy  a  pretty  good  market 
through  2002,”  said  Mary  Bour- 
Rewritable  CDs,  page  48 


channel  partners  as  well  as 
Compaq  resellers  in  delivering 
NonStop  clusters  to  a  wider 
cross-section  of  customers. 

Until  recently,  clustering  typi¬ 
cally  was  used  in  very  high-end 
Unix  and  propri¬ 
etary  server  envi¬ 
ronments  to  im¬ 
prove  application 
uptime.  It  basi¬ 
cally  lets  users 
tie  two  or  more 
servers  into  a 
configuration 
where  one  server 
takes  on  the 
workload  of  an¬ 
other  in  case  of  a 
hardware  or  soft¬ 
ware  failure.  The  same  technol¬ 
ogy  also  lets  users  tie  multiple 
servers  together  to  increase 
overall  processing  capacity. 

Both  capabilities  are  going 
to  be  crucial  for  users  looking 
to  run  applications  that  require 
nearly  continuous  availability, 
such  as  World  Wide  Web 


U.S.  PC  unit  shipments, 
1996-2002 

1996 

21.1  M 

1997 

24.8M 

1998 

28. 4M* 

1999 

32M* 

2000 

35.3M* 

2001 

38.7M* 

2002 

42.2M* 

*  Projected 

Source:  International  Data  Corp.,  Framingham,  Mass. 


serving  and  ERP. 

“Clustering  . .  .  will  particu¬ 
larly  affect  where  Windows  NT 
will  go,”  said  James  Garden,  an 
analyst  at  Technology  Business 
Research,  Inc.  in  Hampton, 
N.H.  Clustering  could  help  con¬ 
cerns  about  Windows  NT’s  reli¬ 
ability,  he  said. 

Clustering’s  benefits  aren’t 
limited  to  NT.  Millipore,  Inc.,  a 
manufacturer  of  purification 
products  in  Bedford,  Mass., 
plans  to  cluster  two  Unix 

servers,  which  run  Oracle 
Corp.  and  Lotus  Development 
Corp.  applications,  in  a  high- 
availability  configuration  later 
this  year. 

The  move  is 
.  .  .  Will  part  of  the 

company's  bid  to 
ensure  more  than 
99%  availability 
of  crucial  applica¬ 
tions  such  as 
E-mail  and  Notes, 
said  Kevin  Dan- 
ahy,  manager  of 
corporate  Inter¬ 
net  computing  at 
Millipore. 

For  the  compa¬ 
ny’s  NT-based  file  and  print 
servers,  Millipore  will  use  RAID 
technologies  and  equipment 
such  as  hot-swappable  drives  to 
ensure  that  the  servers  are  up  at 
least  96%  of  the  time,  Danahy 
said. 

Security  Forces,  Inc.,  a 

Clustering,  page  48 


Value  of  U.S.  PC 
shipments,  1996-2002 

1996  S46.3B 


1997 

S49.3B 

1998 

$52.9B* 

1999 

$53.1  B* 

2000 

$56.2B* 

2001 

$61,2  B* 

2002 

$63.5B‘ 

*  Projected 


Rewritable  CDs  gain 
as  storage  option 

►  They  cost  less  per  megabyte  than  Zip  disks 


Projected  worldwide 
shipments  of 
CD-RW  drives 


"Clustering 
particularly  affect 
where  Windows  NT 
will  go." 

-  James  Garden, 
Technology 
Business  Research 
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Rewritable  CDs  gain  as  option 

CONTINUED  FROM  PAGE  47 _ 


don,  an  analyst  at  Dataquest  in  San  Jose, 
Calif.  She  said  that  although  CD-RW’s 
successor,  rewritable  digital  versatile  disc 
(DVD),  is  already  here,  it  won’t  start  to 
overtake  rewritable  CD  until  2001. 

Woodcock  said  rewritable  DVD  isn’t 


something  he  will  migrate  to  any  time 
soon.  “[DVD]  looks  great  for  movies,  but 
it  hasn’t  yet  proven  itself  as  computer 
media,”  he  said. 

Besides,  if  users  are  interested  in 
using  discs  for  marketing  purposes  or  to 


exchange  documents  with  clients,  DVD 
carries  too  many  risks,  Woodcock  said. 
“If  we  send  people  marketing  discs  that 
they  can’t  read,  they’re  not  going  to  go 
any  further  to  find  out  what  Riverside 
Technologies  is  all  about,"  he  said. 

“Eighteen  months  from  now  may  be 
a  different  story.  But  we  need  assurance 
that  people  can  read  what  we  send 
them,”  he  added.  (Users  need  a 
DVD  drive  or  new  multiread  CD  drive 


to  read  a  DVD  disc.) 

Analysts  said  CD-RW  drives  might 
also  be  a  good  choice  for  business  users 
because  they  offer  three  drives  in  one: 
CD-ROM,  CD-R  and  CD-RW. 

NO  MORE  DEVICES  NEEDED 

“With  all  three,  computer  buyers  don’t 
need  to  get  another  removable  storage 
device  in  addition  to  the  usual  CD-ROM 
drive,”  said  Wolfgang  Schlichting,  an 
analyst  at  International  Data  Corp.  in 
Framingham,  Mass. 

But  Almir  Guimaraes,  an  information 
systems  manager  for  the  San  Francisco 
Department  of  Public  Health,  said  he 
isn’t  so  sure  his  1,500  users  would  use 
CD-RW  for  data  interchange  and  desk¬ 
top  backup.  Guimaraes  said  he  is  testing 
a  CD-RW  drive  from  Yamaha. 

“I  still  think  Zip  drives  are  faster,  and 
Zip  disks  are  easier  to  protect  because 
you  can  set  passwords,”  he  said.  “I  can 
see  a  CD’s  high  capacity  working  well 
for  an  advertising  company  or  any  busi¬ 
ness  with  a  lot  of  creative  work.  But  [CD- 
RW]  for  an  average  worker,  nah.  It’s  not 
necessary.” 

Peter  Cunningham,  an  ear  doctor  at 
Audiology  Group,  Inc.  in  Fort  Collins, 
said  he  switched  from  a  desktop  tape 
drive  to  a  CD-RW  drive  because  he  need¬ 
ed  media  with  a  high  level  of  durability, 
and  CDs  have  a  protective  coating. 
“Legally,  I  have  to  keep  patient  records  in 
perpetuity,”  he  said.  □ 


Clustering 

CONTINUED  FROM  PAGE  47 

provider  of  security  services  in  Charlotte, 
N.C.,  is  moving  some  of  its  larger  finan¬ 
cial  and  payroll  applications  off  a  propri¬ 
etary  Unix  server  to  Windows  NT.  “Ap¬ 
plication  availability  is  definitely  a  con¬ 
cern  for  us”  in  making  the  move,  said 
Steve  Pounds,  a  controller  at  the  com¬ 
pany. 

Like  Millipore,  Security  Forces  is 
thinking  about  implementing  a  backup 
NT  server  to  share  the  load  of  its  main 
application  server  in  case  of  a  hardware 
or  software  failure.  “You  just  can’t  afford 
to  go  down,  when  you  have  over  2,600 
employees  to  pay,”  Pounds  said. 

Vendors  that  offer  clustering  technolo¬ 
gies  in  the  Unix  and  Windows  NT  space 
include  IBM,  Hewlett-Packard  Co.,  NCR 
Corp.,  Data  General  Corp.  and  Microsoft 
Corp.,  with  its  Microsoft  clusters,  for¬ 
merly  code-named  Wolfpack.  □ 
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to  observe  a  trend  that  s  not 


widely  reported  or  recognized.  I 
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gems  others  may  have  missed. 
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Here  come  the  feds! 
Year  2000  is  launching  an 
era  of  federal  oversight  of 
IT,  Paul  A,  Strassmann 
writes.  Page  54 
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Want  your  key  people  to  stay? 
Money  still  talks,  so  here  are  a 
dozen  ways  to  help  dole  out  your 
dollars  BY  ROCHELLE  GARNER 


How  much  money  does  it  take  to  keep  valuable  IS  staff  from  jumping  ship? 

The  issue  is  as  vexing  —  and  as  strategic  —  as  any  facing  American  corporations. 
A  company’s  failure  to  retain  its  technical  brain  trust  can  damage  shareholder  value. 
Many  companies  have  begun  to  provide  perks  that  make  a  technologist’s  heart  go 
pitter-patter:  Smoothly  paved  career  paths.  The  biggest,  fastest  PCs  and  workstations.  Training  and 
access  to  the  latest  technologies.  And  —  dare  we  say  it?  —  old-fashioned  respect. 


Still,  let's  not  forget  that  pay  matters.  Sure,  many 
will  refuse  outside  offers  at  double  their  current  pay 
if  they  have  the  respect,  workplace  quality  and 
training  they  crave.  But  others  will  grab  the  money 
and  go.  The  result:  spiraling  salaries,  as  companies 
try  to  wall  in  their  staffs  with  greenbacks. 

“The  danger  is  that,  as  the  market  becomes  more 
stable,  companies  will  be  paying  those  astronomical 
salaries  forever,”  says  Linda  Pittenger,  a  vice  presi¬ 
dent  at  Hay  Group  in  Philadelphia  and  managing 
director  of  the  compensation  consulting  firm’s  in¬ 
formation  technology  practice,  based  in  New  York. 

The  way  around  it:  Supplement  base  salaries 
with  variable  pay,  such  as  bonuses  paid  for  mile¬ 
stones,  completed  projects  and  in-demand  skills. 

“When  you  use  a  variable  approach,  you  have  the  chance,  as  times  change, 
to  switch  out  those  elements  that  no  longer  make  sense,”  says  Bob  Monas- 


tero,  director  of  human  resources  at  Xerox  Infor¬ 
mation  Management  in  Rochester,  N.Y.  “The  key  is 
to  think  comprehensively  —  offering  a  host  of  ele¬ 
ments  —  since  you  can’t  solve  retention  with  only 
one  or  two  programs.” 

There’s  just  one  hitch:  Devising  a  successful  re¬ 
tention  strategy  with  variable  pay  isn’t  as  easy  as  it 
sounds.  “I’ve  seen  the  same-size  companies  — 
from  the  same  industry —  try  the  same  incentives 
and  bonuses  and  it  not  work  in  one  and  be  a 
smashing  success  in  the  other,”  says  David  Foote, 
managing  partner  at  Cromwell  Foote  Partners  LLC 
in  Stamford,  Conn. 

But  although  few  hard-and-fast  rules  exist,  plenty 
of  strategies  have  proved  effective.  And  some,  such 
as  the  first  two  that  follow,  are  essential  to  every  company  trying  to  curb 
information  systems  turnover. 


MORE  ON  MONEY 

This  week's  IT  Careers  section, 
tells  you  how  you  can  shell  out  the 
bucks  for  new  employees  without 
alienating  the  people  who  already 
work  for  you. 

And,  in  next  week's  Managing 

section,  find  out  how  much  your 
peers  make  as  we  present  Comput- 
erworld's  annual  salary  survey. 


JACK  KENNER 
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©ASSESS  YOUR  CULTURE.  “An  ab- 

solute  precondition  is  understand¬ 
ing  the  politics  and  culture  of  any 
organization  before  designing  any 
kind  of  compensation  program,”  says 
Jennifer  Hodges,  senior  corporate  compensation 
manager  at  MCI  Communications  Corp.  in  Wash¬ 
ington.  That  means  organizing  focus  groups,  talk¬ 
ing  to  executives,  surveying  customers  on  IS  per¬ 
formance  and  polling  IT  staff  on  how  they 
measure  their  personal  progress.  Example:  Say 
your  chief  information  officer  wants  to  beef  up 
IT’s  customer  service  or  work  better  with  busi¬ 
ness  units.  Then  make  sure  that  substantially 
larger  bonuses  go  to  those  who  receive  the  best 
marks  in  customer  surveys. 

©MONITOR  THE  MARKET.  Clearly,  to 
stay  competitive,  you  have  to  pay  the 
going  rates.  That  isn’t  always  easy 
when  SAP  specialists,  Java  program¬ 
mers  and  holders  of  other  hot  skills 
can  watch  their  worth  climb  each  month.  The  an¬ 
swer:  For  starters,  peruse  IT  salary  surveys  at  least 
quarterly.  “Market  data  is  critical,  but  nothing  will 
indicate  what’s  going  on  more  than  your  own  re¬ 
cruiting  and  retention  experience,”  Hodges  says. 
“If  you  are  losing  programmers,  where  are  they 
going?  What  are  they  getting?  And  what  are  new 
people  asking  for?” 

©CONSIDER  “BROADBANDING."  This 
is  the  latest  human  resources  craze, 
in  which  companies  compress,  say, 
30  job  titles  and  positions  into  about 
seven.  There  may  be  a  $25,000  salary 
range  within  each  band,  depending  on  each 
worker’s  expertise,  experience,  project  roles  and 
other  variables.  “This  gives  us  the  flexibility  to  re¬ 
ward  the  stars,  the  people  with  the  hot  skills  and 
those  we’ve  assessed  as  most  important  to  the 
company,”  says  Rebecca  Jones,  an  assistant  vice 
president  at  Reliance  Information  Technology  in 
New  York.  Just  be  aware  that  this  model  isn’t  for 
every  company. 


© 


PEG  BASE  SALARIES  SLIGHTLY  LOW. 

As  with  Goldilocks’  porridge,  base 
salaries  should  be  neither  too  hot  nor 
too  cold.  What’s  just  right?  A  salary 
commensurate  with  the  job’s  worth, 
overlaid  with  bonuses.  “I  have  a  client  that’s  pay¬ 
ing  a  base  of  $50,000  for  an  SAP  configurer,  a 
hot-skill  premium  of  $15,000  a  year  that’s  paid 
out  quarterly,  a  $5,ooo-a-year  bonus  just  for  stay¬ 


Slip! 


Federal  Express'  Catherine  Davis:  The 
overnight  shipper  pays  bonuses  quar¬ 
terly.  "The  size  of  that  bonus  depends 
on  the  level  of  the  project,  its  impor¬ 
tance  to  the  company  and  [the]  staff's 
level  of  participation" 


ing  and  another  $5,000  in  milestone  pay,” 
Pittenger  says.  Total:  $75,000  per  year,  just  what 
the  market  is  bearing.  “What’s  positive  is  the 
company  doesn’t  have  to  pay  $75,000  forever  if 
the  market  goes  back  to  $55,000,”  she  adds. 

®USE  THOSE  HOT  SKILLS.  If  you’re 
going  to  pay  big  premiums  for  Java, 
SAP  or  Cisco  expertise,  then  make 
sure  your  professionals  are  con¬ 
tributing  to  —  and  staying  on  —  your 
strategic  projects.  “We  have  a  strategic  IT  plan, 
which  identifies  strategic  projects  requiring  spe¬ 
cific  technology  skills,”  says  Laurie  Pellegrino, 
manager  of  human  resources  at  Novartis  Phar¬ 
maceuticals  Corp.  in  East  Hanover,  N.J.  “Only 
those  who  have  demonstrated  proficiency  in  those 
skills  —  and  are  working  on  the  projects  we 
deemed  strategic  —  are  the  ones  who  get  a  hot- 
skills  bonus.”  Novartis  won’t  say  how  much,  or 
how  often,  it  pays  out  its  bonuses.  But  consul¬ 
tants  generally  agree:  A  skills  premium,  equaling 
10%  to  30%  of  base  salary,  should  be  paid  quar¬ 
terly,  in  ever-increasing  amounts. 

©DON'T  WAIT  FOR  THE  MILLEN¬ 
NIUM.  Talk  about  hot!  People  work¬ 
ing  on  year  2000  projects  are  about 
as  torrid  as  they  come.  Perhaps  that 
explains  why  companies  have  so  many 
variations  on  this  form  of  variable  pay.  Some  pay 
quarterly.  Others  pay  a  big  sum  when  the  em¬ 
ployee  signs  on  and  promise  even  more  in  2000. 
Then  there’s  Xerox  Corp.  It  has  delayed  payment 
until  July  1,  2000,  but  created  a  pool  of  money 
that  each  eligible  employee  can  watch  grow.  But 
though  Xerox  can  boast  a  4%  turnover  rate,  be 
warned:  This  approach  can  be  dangerous.  “Peo¬ 
ple  who  have  to  wait  to  get  their  year  2000  bonus 
will  leave  now  because  they  can  get  their  money 
now,”  Pittenger  says.  “And  if  you  give  it  to  them 
now,  they  will  leave  in  six  months.  That’s  why  I 
recommend  all  bonuses  be  paid  quarterly.” 

©PAVE  THE  MILES  WITH  GOLD. 

Think  quarterly.  “We  determine  on 
the  front  end  of  every  project  how 
much  they  will  be  paid,”  says  Cather¬ 
ine  Davis,  a  compensation  manager  at 
Federal  Express  Corp.  in  Memphis.  “The  size  of 
that  bonus  depends  on  the  level  of  the  project,  its 
importance  to  the  company  and  [the]  staff’s  level 
of  participation.  And  we  pay  every  quarter  be¬ 
cause  we  think  it’s  best  to  provide  pay  close  to  the 
line  of  sight.” 


©LENGTHEN  THEIR  STAY.  Just  how 
long  must  certain  people  absolutely, 
positively  stick  around?  If  it’s  a 
matter  of  years,  consider  paying  a 
longevity  bonus.  But  in  this  case,  think 
annually,  Foote  advises. 


WHEN  THE  PROJECT'S  DONE.  Go 

ahead.  Pay  this  bonus  as  a  lump 
sum.  Just  make  sure  the  amount’s 
larger  than  that  last  milestone  bonus. 


©WISH  ON  A  STAR.  Ask  your  CIO 
whom  the  company  can’t  live  with¬ 
out.  Those  are  your  stars  (represent¬ 
ing  no  more  than  1%  of  your  IT  pop¬ 
ulation).  The  size  of  their  bonus? 
That’s  tricky  because  it  depends  on  what  that  per¬ 
son  can  get  elsewhere  and  what  the  person  is 
worth  to  the  company.  What  seems  to  work  for 
most  companies  (which  didn’t  want  to  be  named 
for  this  particular  tip):  about  5%  of  the  star’s 
annual  salary. 

©UNSHACKLE  MANAGERS  Some 
companies  dislike  rigidly  compart¬ 
mentalized  bonuses,  preferring  to 
give  their  managers  full  discretion  in 
retaining  staff.  One  such  company  is 
MCI,  a  highly  decentralized  organization  that 
gives  executives  a  pool  of  money  from  which  to 
pay.  "If  an  executive  decides  she  wants  to  reward 
performance  on  discrete  milestones  or  on  projec¬ 
tion  completion,  she  can  do  it,”  Hodges  says. 

EXPERIMENT.  Try  prototyping  vari- 
>4  %  ous  bonuses  and  premiums  for  your 

I  (Cm  J  most  important  projects.  Or  con¬ 
sider  something  on  a  grander  scale, 
like  at  Xerox,  where  all  IT  employees 
participate  in  a  scheme  dubbed  “pay  vs.  risk.”  The 
concept:  To  earn  bonuses,  employees  give  up  a 
percentage  of  their  salary.  For  lower  levels,  that 
translates  to  a  4%  pay  reduction.  Midlevel  work¬ 
ers  have  taken  a  7. 5%  cut.  “But  all  of  the  bonus 
programs  have  paid  at  least  twice  the  salary  cut,” 
Monastero  says.  This  year,  the  people  who  gave 
up  4%  have  averaged  a  12%  payback  in  bonuses. 
If  that  approach  sounds  too  scary  for  your  com¬ 
pany,  do  something.  “The  world  is  paying  too 
much  to  attract  your  people  away  from  you,” 
Monastero  says.  “That’s  why  it’s  incumbent  to  try 
everything  you  can."D 

Gamer  is  a  freelance  writer  in  San  Carlos,  Calif. 
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There  are  three  major  events 
for  informawm  system.-  man- 

•'!  1  'i  i' Ter: 

►  Gartner  Group,  Inc/s 
Symposium/ITxpo98 

Oct.  12-16  at  the  Walt  Disney 
World  Resort  in  Lake  Buena 
Vista,  Fla. 

Big  topics  and  big  names  are 
on  tap,  with  37  tracks  and 
sessions  from  A  (Advanced 
Technologies)  to  Z  (Zero- 
Latency  Enterprise  Strate¬ 
gies).  Meet  and  question  the 
leaders  of  top  vendors, 

MOREONLINE* 

For  a  list  of  IT  conferences 
and  seminars,  visit  Comput- 
erworld  online. 

www.  computerworld.  com/more 


ES:  CONFERENCES 


notably  Microsoft  Corp.’s  Bill 
Gates,  Oracle  Corp.’s  Larry 
Ellison  and  Cisco  Systems, 
Inc.’s  John  Chambers. 

Phone:  (800)  778-1997  or 
(203)  316-6757.  Fax:  Ashley 
Pearce  at  (800)  778-1998  or 
(203)  316-6774.  World  Wide 
Web  address:  www.gartner. 
com/symposium. 


►  Networld/lnterop  '98 

Oct.  29-23  at  the  Georgia  World 

Congress  Center  in  Atlanta. 

The  big  event  for  networking, 
Internet  and  telecommuni¬ 
cations  professionals.  The 
conference  opens  with  two 
days  of  tutorials,  followed 
by  three  days  of  conference 
sessions  grouped  into  seven 
technology-based  tracks. 


Phone:  (800)  962-6513. 
Fax:  (650)  525-0199.  Web 
address:  www.interop.com. 


►  Interchange  '98,  hosted 
by  the  Society  for  Infor¬ 
mation  Management  (SIM) 

Oct.  25-28  at  the  Westin  Hotel 
in  Seattle. 

Two  and  a  half  days  of  per¬ 
spectives  on  key  information 
technology  issues,  with  a  dis¬ 
tinctive  Seattle  flavor.  The 
speakers  include  Gates,  as 
well  as  E.  R.  Garcia  of  Star- 
bucks  Coffee  Co.  and 
M.  Graeber  Jordan  of 
The  Boeing  Co. 

Phone:  SIM  at  (800)  387- 
9746  or  (312)  644-6610.  Fax: 
(312)  245-1081.  Web  address: 
www.simnet.org. 


WEB  SITES 


The  latest  information  technol¬ 
ogy  research  from  15  sources  is 
just  a  click  away: 

InfoEdge  (www.info-edge.com) 
provides  information  systems 
managers  with  a  one-stop  shop 
on  the  World  Wide  Web.  The 
site  is  easy  to  use,  with  a  row  of 
links  on  the  left  side  of  the  home 
page  to  new  and  free  research,  a 
search  engine  and  an  order  form.  Granted, 
you  get  only  summaries  of  the  latest  re¬ 
search,  but  InfoEdge  also  provides 
browsers  with  the  length,  price  and  order 
code  for  each  piece  of  research. 

The  sources  include  Gartner  Group, 
Inc.,  its  subsidiary  Dataquest,  The  Yankee 
Group,  Bloor  Research  and  Ovum. 
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Some  free  Gartner  research  on  the  site 
may  be  months  old,  but  it's  still  useful. 
The  papers  include  the  “State  of  the  IT  In¬ 
dustry’’  keynote  address  from  a  Gartner 
conference  in  April  and  a  chapter  on  re¬ 
cruitment  and  retention  from  a  recent 
Gartner  Executive  Summary  Report. 

Add  it  to  your  bookmarks. 


Orlando  is  a  popular  site  for  IT  confer¬ 
ences  and  offers  a  good  opportunity  to 
combine  work  with  some  pleasure  —  such 
as  golf  and  a  minivacation. 

If  you  want  to  plan  a  work-and-play 
week,  there’s  a  Web  site  —  Go2  Orlando 
(www.go20rlando.com)  —  that  gives  you  a 
good  feel  for  where  to  go  and  what’s  going 
on  in  central  Florida.  You  can  also  make 
jet,  auto  and  hotel  reservations  by  clicking 
off  the  home  page. 

The  site  also  has  the  latest  news  on  the 
area’s  tourism  business,  and  to  its  credit, 
it  isn’t  all  cheery,  upbeat  stuff.  For  in¬ 
stance,  it  ran  a  recent  Orlando  Sentinel 
report  (the  site  is  part  of  the  daily  newspa¬ 
per’s  online  division,  Orlando  Sentinel 
Interactive)  that  said  Walt  Disney  World 
will  see  only  modest  attendance  gains 
after  this  year’s  opening  of  the  Animal 
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Kingdom  theme  park. 

You  can  order  free  brochures  through 
the  site.  And  just  before  you  leave,  check 
out  the  five-day  weather  forecast. 


I  love  my  laptop. 

Not  only  is  it  portable  and  as 
easy  to  use  as  any  conventional  PC  I’ve 
had,  it  even  has  a  name  I’ll  abide  by. 

I  don’t  often  rest  it  on  my  lap,  but  I 
could  if  I  wanted  to.  If  s  the  right  size, 
the  right  weight,  and  I  can  just  see  my¬ 
self  propped  up  in  bed,  writing  my  great 
American  novel. 
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Yes,  this  Jargon  Judge  ruling  actually  favors 
a  technology  term.  This  term  has  the  advan¬ 
tage  of  being  attached  to  a  relatively  new  com¬ 
puter  appliance  —  one  for  which  a  whole  vo¬ 
cabulary  doesn’t  already  exist.  Similarly,  it 
doesn’t  misappropriate  any  civilian  terms  and 
imbue  them  with  a  secret  computer  nuance, 
like  so  many  of  my  previously  named  favorites 

—  enterprise,  legacy,  OEM.  It’s  simply  that  a 
machine  was  bom  and  needed  a  name,  and  of 
those  proffered,  laptop  has  won  out. 

It  isn’t  just  me.  Just  about  everybody  —  technical  or  not  — 
calls  their  pick-up-and-go  computer  with  the  screen  on  the 
back  of  the  lid  a  laptop.  Ask  around,  and  you’ll  see. 

Of  course,  in  typical  industry  fashion,  vendors  for  the  most 
part  insist  on  calling  laptops  something  else:  notebooks.  Am  I 
the  only  one  who  sees  wirebound  pads  of  paper  or  three-ring 
binders  with  a  plastic-zippered  pencil  case  here,  rather  than  a 
slim  box  with  a  flip-up  screen?  True,  like  real  notebooks,  those 
computers  are  a  place  to  write  things  down  —  that’s  probably 
how  they  got  their  name.  But  you  really  have  to  say  two  words 

—  notebook  computer  —  to  identify  them,  whereas  it's  so 
easy  to  just  say,  “Laptop.” 

So,  let’s. 


ANNE  MCCRORY 


Does  any  high-tech  jargon  have  you  steamed?  Or  smiling?  Tell 
Anne  McCrory,  former  Computerworld  copy  desk  chief  and  now 
assistant  sections  editor.  Her  Internet  address  is  anne_mccrory 
@cw.com. 


EXECUTIVE  BOOKSHELF 

Estimating  Software  Costs 

By  Capers  Jones 

McGraw-Hill,  New  York;  700  pages;  $65 
(hardcover) 

Jones  is  a  big  name  in  the  field  of  quantifying 
software  costs,  and  his  new  book,  released  last 
month,  offers  a  comprehensive  approach  to  esti¬ 
mating  the  costs  of  software,  as  well  as  software 
project  management.  The  book  covers  various 
forms  of  estimation,  as  well  as  available  and  emerging  software 
management  tools. 


If  you’re  building  a  data  warehouse, 

BE  SURE  YOU  DON’T  BOX  YOURSELF  IN. 

Warehousing  projects  start  out  simple  enough,  but  they  never  stay  that  way.  Choose  the  wrong  tool  and  you 
could  find  yourself  trapped.  The  only  way  out  is  starting  over. 

With  DataStage,  your  warehouse  application  never  needs  rebuilding.  Its  visual  design  tool  lets  you  add  data 
sources,  targets  and  transformations  without  starting  over.  Modular  plug-in  stages  let  you  add  functionality  as  you  need  it.  Best 
of  all,  reusable  components  cut  development  time  dramatically.  The  result?  A  data  warehouse  that  grows  with  your  business. 

Backed  by  Ardent,  a  top  100  software  company  with  a  global  network  of  valued  partners,  DataStage  helps  you  work  smarter, 
not  harder.  Get  the  full  story  at  www.ardentsoftware.com  or  1-800-966-9875. 

Ar^enf- 

THE  ART  DF  DATA  MANAGEMENT 


DataStage® 


Ardent  Software,  Inc.  50  Washington  Street,  Westboro,  MA  01581-1021. 
Copyright©  1998  Ardent  Software,  Inc.  All  rights  reserved. 
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OPENS  DOOR 
TO  MORE 
FEDERAL 
RULES 
FOR  IT 


elcome  to  the  new  era  of  govern- 
nt  oversight  of  corporate  IT! 

On  July  29,  the  chairman  of 
e  Securities  and  Exchange  Com¬ 
ission  sent  out  9,000  letters  to 


corporate  executives  directing  them  to 
comply  with  elaborate  year  2000  dis¬ 
closure  requirements. 

This  is  an  epochal  event  for  corpo¬ 
rate  information  management.  Year 
2000  oversight  by  the  SEC  is  only 
the  opener  for  further  regulatory  in¬ 
terference.  Relying  on  the  year  2000 
precedent,  government  regulators  will 
surely  extend  their  reach  into  security 
and  safety,  standards  for  electronic 
commerce  and  certification  of  software 
reliability.  In  the  future,  many  of  the 
key  decisions  about  IT  will  be  subject 
to  the  same  scrutiny  as  originators  of 
pollution,  purveyors  of  tobacco  or 
makers  of  breast  implants.  Decisions 
that  should  have  been  made  by  CIOs 
and  corporate  executives  now  will  be 
shaped  by  lawyers,  government  offi¬ 
cials,  lobbyists  and  legislators. 

The  SEC’s  disclosure  requirements 
are  more  thorough  than  what  CIOs 
normally  would  report  to  their  execu¬ 
tive  committees.  Following  are  some 
of  what  the  SEC  expects  to  receive: 

■  An  estimate  of  the  material  effect  of 
year  2000  failures  on  a  company’s 
business,  without  taking  into  account 
the  company’s  efforts  to  avoid  those 
consequences,  such  as  fixing  its  soft¬ 
ware  and  correcting  its  databases.  The 
company  must  assume  it  could  not  be 
year-2000  compliant  in  time,  regard¬ 
less  of  the  money  spent  or  planned  to 
be  spent.  Costs  of  failure  include  op¬ 
erating  losses  expected  to  result  if  a 
company,  its  suppliers  or  customers 
fail  to  correct  year  2000  deficiencies. 

■  A  detailed  analysis  of  the  readiness 
of  all  embedded  systems. 

■An  itemized  schedule  showing  how 
far  a  firm  has  progressed  toward  year 


2000  compliance. 

■  Progress,  as  defined  by  the  percent¬ 
age  of  the  year  2000  budget  spent  to 
date  for  the  assessment,  remediation, 
testing  and  compliance  phases  of  mil¬ 
lennium  projects. 

■  Analysis  of  a  company’s  year  2000 
issues  relating  to  third  parties  with 
which  they  have  a  material  relation¬ 
ship. 

■  The  cost  of  becoming  year  2000- 
compliant,  including  money  spent  to 
date  and  estimated  costs  to  complete 
the  work.  At  the  end  of  each  quarter, 
companies  must  disclose  how  much 
of  the  total  estimated  year  2000  proj¬ 
ect  costs  have  already  been  incurred. 

■  Identification  of  the  source  of  year 
2000  funding,  including  the  percent¬ 
age  of  the  IT  budget  used. 

■  Methods  used  to  secure  independent 
verification  and  validation  of  risk  and 
cost  estimates  submitted  to  the  SEC. 
■A  description  of  the  contingency 
plan  for  handling  the  most  likely 
worst-case  scenarios,  by  answering  the 
question,  “What  will  the  company  do 
if  it  is  not  ready?” 

The  17-page  SEC  disclosure  state¬ 
ment  represents  what  corporate  man¬ 
agement  should  have  been  asking 
about  the  costs  and  risks  of  all  their  IT 
ventures.  As  an  intracorporate  report¬ 
ing  requirement,  what  the  SEC  is  ask¬ 
ing  is  reasonable. 

But  because  corporate  management, 
IT  purveyors  and  insurance  firms 
failed  to  address  the  potential  conse¬ 
quences  of  year  2000  disruptions,  we 
will  now  be  stuck  forever  with  the  gov¬ 
ernment  telling  us  what  to  do  and 
how  to  manage  information  systems 
with  a  sense  of  political  accountability. 


IT  managers  face 
understanding  gap 

It  seems  that  the  IT  skills  gap  isn’t  the 
only  gap  information  technology  man¬ 


agers  have  to  contend  with.  There’s  a 
chasm  between  their  views  and  those  of 
senior  management  on  just  how  impor¬ 
tant  the  skills  gap  is. 

In  a  recent  survey  by  the  Atlanta- 
based  Information  Management  Forum 
(IMF),  more  than  80%  of  IT  managers 
rated  IT  skills  retention  as  a  very  critical 
issue,  while  just  over  30%  of  senior 
management  felt  the  same  way. 

That  isn’t  the  only  issue  on  which  IT 
management  and  the  executive  suite 
failed  to  see  eye  to  eye. 

Nine  out  of  io  IT  managers  said  the 
alignment  of  business  and  IT  requires 
strengthening,  and  60%  reported  a  gap 
between  how  they  and  senior  manage¬ 


ment  view  the  role  of  IT  in  business. 
They  blame  the  gap  on  a  lack  of  good 
communication  processes,  and  a  lack  of 
understanding  of  IT  by  business  and 
vice  versa. 

“The  pressure  is  being  felt  at  the  IT 
level,  and  it’s  not  being  communicated 
effectively,”  says  Chuck  Lybrook,  execu¬ 
tive  director  of  IMF,  which  conducted  a 
series  of  surveys  of  information  systems 
managers  in  50  to  80  Fortune  1,000 
companies. 

“Senior  management  is  also  being 
driven  by  other  issues,"  he  says,  “and 
there’s  always  the  feeling  that  IT  will 
somehow  get  it  done;  they  always  come 
through.” 


I  approve  of  what  the  SEC  has 
done,  though  I  dislike  it,  just  as  I 
hated  taking  spoonfuls  of  cod  liver  oil 
during  World  War  II  when  it  was  the 
only  vitamin  supplement  available. 

MANAGEMENT  IMPLICATIONS 

One  should  recognize  that  the  SEC 
didn’t  act  capriciously.  It  was  guided 
by  congressional  hearings  that  re¬ 
flected  politicians’  anxiousness  to 
divert  any  possible  blame  for  failures 
of  the  U.S.  information  infrastructure. 
Legislation  is  sure  to  follow,  imposing 
constraints  on  information  manage¬ 
ment  practices.  This  situation  is  anal¬ 
ogous  to  the  securities  legislation  of 
the  1 930s,  when  failures  in  the  finan¬ 
cial  markets  induced  Congress  to  cre¬ 
ate  the  Federal  Trade  Commission,  the 
SEC  and  other  regulatory  agencies. 

The  SEC  Act  of  1934  led  to  financial 
accounting  standards  and  certification 
by  independent  auditors.  It  elevated 
the  role  of  the  chief  financial  officer. 
The  entry  of  government  into  the 
systems  arena  would  be  positive  if  it 
limits  itself  to  emphasizing  the  in¬ 
creased  importance  of  IT  standards 
and  stimulating  the  creation  of  inde¬ 
pendent  verification  and  validation  in¬ 
stitutions.  Its  most  constructive  conse¬ 
quence  would  be  to  encourage  placing 
CIOs  in  positions  of  fiduciary  respon¬ 
sibility  for  the  custody  of  information 
assets. 

How  bad  will  these  SEC  require¬ 
ments  be?  That  depends  on  how  well 
we  adapt  to  the  new  circumstances. 
Corporate  management  and  IT  man¬ 
agement  better  get  ready  to  operate 
under  the  new  rules  voluntarily  —  be¬ 
fore  government  regulators  become 
enforcement  inspectors.  □ 

Strassmann  testified  before  the  Senate 
in  July  1995  that  the  legitimacy  of 
CIOs  would  finally  arise  from  regula¬ 
tions  requiring  the  assignment  of  respon¬ 
sibility  for  the  integrity  of  information 
systems.  His  Internet  address  is  ceo@ 
stacorp.com. 


In  other  findings,  almost  three  quar¬ 
ters  of  IT  managers  reported  that  hu¬ 
man  resources  was  one  of  two  critical 
issues,  and  60%  named  the  skills  short¬ 
age  as  one  of  two  chief  barriers 
to  achieving  IT  objectives.  More  than 
half  the  managers  expected  significant 
changes  in  IT  skill  sets  in  the  next 
two  years. 

The  top  five  IT/HR  issues  cited  were 
retention,  recruiting,  compensation, 
career  path  and  skills  development. 

Most  IT  managers  surveyed  reported  a 
staff  turnover  rate  of  at  least  io%,  and 
about  a  quarter  reported  rates  higher 
than  16%.  Three  out  of  four  said  the  rate 
is  increasing.  —  Kathleen  Melymuka 
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on  Global  Information 


The  world  s  IT  and  business  leaders 
are  coming  together  to  discuss 
their  shared  vision  for  the  future 
as  well  as  to  explore  business 
issues  that  directly  affect  your 
company.  And  you’re  invited. 

Attend  the  Mission  Critical 
Computing  Conference. 

You’ll  get  practical,  applicable 
information  that  you  can  use 
immediately  in  your  operation. 
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Mission 

Critical 

Computing 

Harnessing  the  Power 
of  Global  Information 


Plus,  you’ll  have  the  unique 
opportunity  to  network  with  the 
IT  industry’s  most  respected 
experts  and  visionaries. 

For  details  about  this  exclusive 
conference,  visit: 

www.criticaicosnputing.com 

Or  call  800-677-4866. 

Outside  the  U.S.:  716-392-5684. 
Seating  is  limited. 
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Analyst  advisory 


You’re  spending 
upward  of  $200,000 
on  IT  analyst  firms. 


By  Natalie  Engler 


Snapshot 


ou’re  a  CIO  faced  with  a  multi  - 
million-dollar  information  tech¬ 
nology  purchasing  decision.  To 
whom  do  you  turn? 

If  you’re  like  those  we  inter¬ 
viewed,  you’ll  consult  with  at  least 
one  IT  analyst  firm.  What  you’ll 
get:  help  narrowing  down  suppli¬ 
er  choices,  advice  on  your  IT  strategy  and 
reassurance  as  to  whether  or  not  a  decision  is 
sound. 

What  the  firms  can’t  do,  however,  is  tell 
you  what  to  do.  “If  you’re  in  front  of  the 
board  and  say  ‘Gartner  said’  or  ‘Meta  or  For¬ 
rester  said,’  it  really  doesn’t  mean  anything. 

Sometimes  they  don’t  get  it  right.  It’s  your 
job  to  make  the  call,”  says  Steve  Edmonson, 
vice  president  of  IT  and  chief  information  of¬ 
ficer  at  R.  P.  Scherer  Corp.,  an  international 
pharmaceutical  company  with  $600  million 
in  sales. 

During  the  past  five  to  eight  years,  research  companies  such  as  Gartner  Group,  Inc.,  For¬ 
rester  Research,  Inc.  and  Giga  Information  Group,  among  others,  have  played  an  increasing¬ 
ly  vital  role,  says  Jim  Webber,  president  of  Omicron,  a  120-member  consortium  of  large  IT- 
using  companies,  based  in  Mountain  Lakes,  N.J.  Just  how  good  are  these  firms  at  taking  up 
the  slack?  To  find  out,  we  asked  the  heads  of  IT  in  nine  corporations.  Here’s  what  they  said: 


MOST  COMMON  CRITICISM  OF  ANALYST  FIRMS: 

Tendency  to  “slice  the  baloney,”  or  sell  services  in  thinner  and  thinner 
increments  to  get  companies  to  spend  more  money. 

TOP  FIVE  BENEFITS  OF  ANALYSTS: 

►Validation  and  fine-tuning  of  technology  strategies 

►  Narrowing  down  of  suppliers  and  partners 

►  Help  in  negotiating  better  prices 

►  Identifying  product  weaknesses  early  on  and  preventing  integration  problems 
►Providing  access  to  high-level  people  in  the  industry 

INDIVIDUAL  STRENGTHS  (and  MOST  FREQUENT  USE): 

Gartner  Group:  Size  and  breadth  (primary  service) 

Forrester  Research:  High-level  business-oriented  analysis  (used  for  communi¬ 
cating  with  non-IT  executives) 

Giga  Information  Group:  Technology  trends.  One-on-one  relationship  (used  for 
validating  primary  services) 

Meta  Group:  Manufacturing  industry-specific  information.  Call  center  and  help 
desk  benchmarking  (used  for  validating  primary  services) 

Corporate  Advisory  Board  Co.:  Located  in  Washington,  its  research  is  geared  to 
CIOs  of  Fortune  too  companies  (used  for  human  resources  issues  and  com¬ 
pensation  and  retention  strategies) 


Engler  is  a  freelance  writer  in  Arlington ,  Mass. 


JOSEPH  SMIALOWSKI 


Senior  vice  president  and  CIO 
Sears,  Roebuck  and  Co. 

Hoffman  Estates,  III. 

IT  ANALYST  FIRMS  USED  MOST  OFTEN: 

1.  Gartner 

2.  Giga  (replaced  the  Meta  Group,  Inc.  service) 

3.  Corporate  Advisory  Board  (replaced  Meta  Group’s 
CIO  service) 


HOW  AND  WHY  EACH  IS  USED: 

Gartner:  For  broad-based  research  and  access  to  research  analysts  who 
are  specialists  in  a  wide  range  of  technologies 

Giga:  For  analysis  of  IT  trends  and  for  a  one-on-one  relationship. 

Corporate  Advisory  Board:  For  coverage  of  large-company  CIO  issues, 
rigor  of  analysis. 
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WHICH  TECHNOLOGY/MANAGEMENT  ISSUES 
EACH  IS  USED  FOR: 

Gartner:  Analysis  of  specific  technologies,  products 
and  vendors,  plus  the  "magic  quadrant,”  which  of¬ 
fers  a  quick  way  to  zero  in  quickly  on  the  software 
and  hardware  providers  you  should  be  considering 
to  meet  your  needs. 

Giga:  Industry  issues  such  as  year  2000  technology 
direction  or  Microsoft  product  direction. 


Corporate  Advisory  Board:  Human  resources  and  IT  governance  issues. 

WHAT  THE  FIRMS  COULD  DO  BETTER:  Try  to  match  their  services  to 
their  customer’s  actual  needs  vs.  selling  services  that  aren’t  needed. 

ADVICE:  Know  your  objectives  before  selecting  an  analyst  firm.  Buy 
only  those  services  that  you  need,  and  never  enter  into  long-term  con¬ 
tracts,  i.e.,  more  than  two  years.  At  times,  our  technical  curiosity  gets 
in  the  way  of  making  rational  choices.  Guard  against  that. 


JONATHAN  FORNACI 


CEO 

IBIS  Consulting,  Inc. 

San  Francisco 

(Former  CIO,  Censtar  Container  Corp.,  a  division  of  GE  Capital  Services,  Inc.) 


SPENDS  $100,000  per  year  on  IT  analyst  fees 
and  subscriptions  (at  Genstar). 

IT  ANALYST  FIRMS  USED  MOST  OFTEN: 

1.  Gartner 

2.  Dataquest 

3.  International  Data  Corp.  (IDC) 

HOW  AND  WHY  EACH  WAS  USED  (AT 
GENSTAR): 

Gartner:  To  streamline  the  decision-making.  For 
example,  on  picking  the  best  JavaBeans,  we 
asked  for  the  leading  companies  and  narrowed 
the  list  down  to  three.  Then  we  did  the  detailed 
analysis  on  the  three  ourselves. 


EVELYN  FOLLIT 


"I  had  a  great  relation¬ 
ship  with  PeopleSoft 
because  of  what  Gartner 
was  able  to  do  in  the 
beginning." 


Dataquest:  To  justify  projects  to 
peers  and  the  CEO. 

IDC:  To  make  us  smarter.  The  annu¬ 
al  survey  of  where  the  industry  is 
going  is  required  reading  for  my 
entire  management  team. 


BEST  EXPERIENCE  WITH  AN  IT 
ANALYST  FIRM:  Five  years  ago,  I 
was  doing  an  initial  evaluation  of 
PeopleSoft.  It  was  going  to  be  a  large  payroll  implementation  for  a 
$150,000  company.  PeopleSoft  still  didn’t  have  the  reputation.  Gartner 
arranged  for  me  to  talk  with  Dave  Duffield,  the  CEO.  That  meeting 
helped  alleviate  a  lot  of  my  concerns.  Later,  when  I  went  to  another  com¬ 
pany  and  did  the  first  global  rollout  of  PeopleSoft  Financial  Systems,  we 
ran  into  some  issues.  But  because  of  the  relationship  I  had  developed  in 
that  initial  meeting  with  Duffield,  I  was  able  to  put  some  pressure  on 
them  to  get  this  thing  done. 

BEST  VALUE:  Analysts  are  good  at  helping  figure  out  which  questions  will 
get  you  the  information  you  need  from  a  vendor. 

WHAT  THE  FIRMS  COULD  DO  BETTER:  Better  understand  my  business. 

ADVICE:  A  lot  of  people  take  what  they  get  and  complain,  instead  of  mak¬ 
ing  sure  they  get  what  they  want.  Treat  these  firms  as  you  would  a  restau¬ 
rant:  When  you  don’t  like  the  food,  send  it  back. 


Vice  president  and  CIO 
Tandy  Corp. 

Fort  Worth,  Texas 

SPENDS  more  than  $200,000  per  year  on  IT  analyst 
firms. 

IT  ANALYST  FIRMS  USED  MOST  OFTEN: 

1.  Gartner 

2.  Forrester 

3.  Giga 

HOW  AND  WHY  EACH  IS  USED: 

Gartner:  Tandy  uses  the  analyst  contact  service  when  mak¬ 
ing  technology  acquisition  decisions.  Gartner  also  helps 
answer  questions  such  as:  How  should  we  be  structured 
or  organized?  Should  we  keep  a  data  warehouse  on  the 
mainframe?  Last,  the  analysts  can  give  us  benchmarks  of 
what  companies  outside  our  industry  are  doing. 

Forrester:  For  the  executive  summaries.  I  can  read  them 
over  breakfast  or  on  a  plane. 


Giga:  As  a  third-party  validation. 
We  pick  up  things  from  the  other 
two  and  make  sure  they  are 
being  objective. 

HOW  PAYBACK  IS  MEASURED: 

We  have  created  a  database  track¬ 
ing  the  value  of  the  services.  My 
team  will  sit  down  and  say,  “This 
is  what  we  spent,  this  is  what  we 
did,  and  this  is  what  we  should 
go  back  for  in  terms  of  the  target¬ 
ed  amount  we’ll  be  spending.” 

WHICH  ISSUES  EACH  IS  USED 
FOR:  Primarily  Internet  and  glob¬ 
al  network  connection. 


HOW  HAVE  ANALYST  FIRMS  HELPED  THE  COMPANY: 

They  have  saved  us  money.  We’ll  go  back  and  find  out 
what  firms  we’re  paying  for  services  and  negotiate  better 
discounts. 

ADVICE:  Buy  only  what  you  need  and  do  not  commit  to 
multiyear  contracts. 
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So, what  are  you  getting? 


Snapshot 

ADVICE  FROM  CIOs: 

►  Know  what  you  want  from 
analyst  firms. 

►  Review  their  performance  and 
your  needs  on  a  regular  basis. 

►  Never  enter  into  long-term 
contracts. 

►  Look  for  ways  to  leverage  the 
basic  services  to  address  your 
specific  needs. 


JEFF  GELTZ _ 

Director  of  information  systems 
AIIEnergy  Marketing  Co. 

Waltham,  Mass. 

SPENDS  less  than  $5,000  per  year  on  reports  from  IT  analyst  firms. 
Subscribes  to  none. 

BEST  EXPERIENCE  WITH  AN  IT  ANALYST  FIRM:  I  was  looking  for  a  Unix 

platform  a  year  or  so  ago.  The  vendor  I  was  using  for  the  selection 
process,  Workgroup  Solutions,  handled  a  number  of  products.  They  gave 
me  an  Aberdeen  report  and  a  Forrester  report.  Right  there  in  print  were 
all  of  my  suspicions.  It  was  fascinating. 

The  Aberdeen  Group  report  showed  that  Hewlett-Packard  owned  49%  of 
the  market.  That  shocked  me.  The  other  vendor  I  was  considering  had 
only  9%. 

The  Forrester  report  showed  graphical  representation  of  a  horse  race  with 
certain  criteria  and  which  vendors  met  them.  To  me,  that  was  extremely 
valuable. 

WHAT  THE  FIRMS  COULD  DO  BETTER:  I’ve  seen  some  stuff  that’s  been  shallow.  They  try  to 
bulletize  a  lot.  They  don’t  want  to  necessarily  go  on  too  long  and  have  people  think  it’s  too 
wordy.  But  if  I’m  going  to  spend  money  on  these,  I  want  some  more  beef. 


JOHN  STEVENSON _ 

Vice  president  of  information  management 
Bristol-Myers  Squibb  Co. 

New  York 

IT  ANALYST  FIRMS  USED  MOST  OFTEN: 

1.  Gartner 

2.  Giga 

3.  Forrester 


Some  of  the  key  research  firms  identified  by  current  anc 


GARTNER  GROUP,  INC. 
CEO/president:  Manny  Fernandez 
Headquarters:  Stamford,  Conn. 
Phone:  (203)  316-nn 
Web:  www.gartner.com 


FORRESTER  RESEARCH,  INC. 
CEO/president:  George  F.  Colony 
Headquarters:  Cambridge,  Mass. 
Phone:  (617)  497-7090 
Web:  www.forrester.com 


GIGA  INFORMATION  CROUP 
CEO/president:  Gideon  I.  Gartner 
Headquarters:  Cambridge,  Mass. 
Phone:  (781)  982-9500 
Web:  www.gigaweb.com 


HOW  ANALYST  FIRMS  ARE  CHOSEN:  A 

half-dozen  people  who  are  required  to 
know  industry  best  practices  issues  with 
technology  determine  whether  we  get  our 
money’s  worth  out  of  each. 


Employees:  2,800 
Analysts/consultants:  775 
Clients:  n,ooo 
Revenue:  $161  million 
Revenue  by  vendor  client:  n/a 


Employees:  300 
Analysts/consultants:  50 
Clients:  1,000 

Revenue:  $40.4  million  (1997) 
Revenue  by  vendor  client:  n/a 


Employees:  300 
Analysts/consultants:  6i 
Clients:  841 
Revenue:  $27  million 
Revenue  by  vendor  client:  30% 


HOW  HAVE  ANALYST  FIRMS  HELPED 
THE  COMPANY:  They’ve  helped  avoid 
collision  in  advanced  releases  that  would 
cause  outages  at  the  server  level  or  individ¬ 
ual  PC  level.  They’ve  given  us  the 
current  trend  on  pricing  in  certain  tech¬ 
nologies.  And  they’ve  helped  answer 
questions  such  as:  What’s  the 
affordability  of  switching  to  NT  from 
your  current  suite  and  how  does  it  work? 

WHAT  ANALYST  FIRMS  CAN’T  DO:  They 
can’t  make  the  decision  for  you. 

WHAT  DO  YOU  WISH  ANALYST  FIRMS 
WOULD  DO  BETTER?  Continue  with  all  of 
the  media  options  that  we  could  possibly 
use  from  online  analyst  interaction  off- 
hours  to  electronic  distribution  to  paper 
distribution  to  telephone  to  in-person  con¬ 
sultation. 

ADVICE:  Be  aware  of  how  to  leverage  their 
services.  They  can  help  more  than  you 
may  think.  We’ve  asked  some  unusual 
questions,  and  they’ve  come  back  with 
some  very  good  opinions. 


SERVICE  AREAS-'  r.  IT  management 
2.  Networking  3.  Year  2000  4.  Total 
cost  of  ownership  5.  Hardware  and 
operating  systems 

INFORMATION  SOURCES 
Vendor  briefings:  15% 

User  surveys:  20% 

Interviews  with  user  clients:  50% 
Hands-on  product  evaluation:  15% 

What  sets  your  firm  apart  from  the 
competition?  “As  the  world’s  leading 
authority  on  information  technology, 
Gartner  Group  provides  clients  with 
a  wide  range  of  products  and  ser¬ 
vices  in  the  areas  of  IT  advisory  ser¬ 
vices,  measurement,  research,  deci¬ 
sion  support,  analysis,  consulting 
and  training.  Gartner  Group’s  unique 
capabilities  and  resources  help  bring 
clarity  to  the  direction  of  the  world’s 
hottest  and  most  volatile  industry.” 


SERVICE  AREAS-  i.  Online  banking 
and  finance  2.  Internet  advertising 
3.  Interactive  technology  4.  Con¬ 
sumers  online  5.  Electronic  com¬ 
merce 

INFORMATION  SOURCES 
Vendor  briefings:  5% 

User  surveys:  90% 

Interviews  with  user  clients:  2% 
Hands-on  product  evaluation:  1% 

What  sets  your  firm  apart  from  the 
competition?  “Forrester's  value- 
added  is  reflected  in  our  ability  to 
look  at  and  analyze  markets  that  are 
yet  to  be  formed,  take  a  stand  on  dif¬ 
ficult  subjects  and  deliver  the  ‘what- 
it-means’  to  our  clients.” 


SERVICE  AREAS5'  i.  Year  2000  com¬ 
pliance  2.  Data  management  3.  Elec¬ 
tronic  commerce  4.  Enterprise  plat¬ 
forms  5.  Enterprise  networks  and 
communications 

INFORMATION  SOURCES 
Vendor  briefings:  30%** 

Interviews  with  clients:  64% 

User  surveys:  5% 

Hands-on  product  evaluations:  1% 

What  sets  your  firm  apart  from  the 
competition?  “Giga  Information 
Group’s  Advisory  Service  is  different 
from  its  competitors’  services  by 
virtue  of  our  single  service  model.  By 
eliminating  the  multiple  and  artificial 
‘service’  boundaries  our  competitors 
embrace,  our  analysts  are  able  to 
focus  their  efforts  on  the  key  cross¬ 
technology  issues  our  clients  are 
dealing  with  in  a  collaborative  and 
synergistic  manner.” 
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Snapshot 

CIO  PICKS: 

(And  how  many  of  the  nine  CIOs  said  they  subscribed) 

1.  Gartner  (7) 

2.  Forrester  (4) 

3-  Giga  (3) 

4.  Meta  Group  (2) 

5.  Dataquest/Gartner  (l)  IDC  (1)  Corp.  Advisory  Board  (1) 

GARTNER  LEADS  IN  SURVEY: 

Omicron  surveyed  43  member  companies  that  spend  an 
average  of  $100,000  per  year  on  IT  analyst  firms. 

This  is  what  it  found: 

Companies  using  Gartner  Group:  82% 

Companies  using  Forrester  Research:  20% 

Companies  using  Meta  Group:  15% 

Companies  using  Giga  Information  Group:  lo% 

Source:  Omicron,  a  120-member  consortium  of  large  IT-using  companies,  based  in  Mountain  Lakes,  N.J. 


WILLIAM  FBIEL _ 

Senior  vice  president  and  CIO 
The  Prudential  Insurance  Company  of  America 
Newark,  N.J. 

IT  ANALYST  FIRMS  USED  MOST  OFTEN: 

1.  Gartner 

2.  Meta 

3.  Forrester 

HOW  AND  WHY  EACH  IS  USED: 

Gartner  has  good  general  IT  coverage.  Also,  we  can  get  a 
lot  of  information  through  the  Web,  which  makes  it  easy 
to  distribute. 

Meta  is  used  primarily  for  information  on  data  center  oper¬ 
ations,  distributed  computing  and  networking. 

Forrester  we  use  for  the  investment  community.  It  does  a  good  job  of  segmenting 
the  Internet,  looking  at  target  audiences,  best  practices  and  who’s  best  at  commer¬ 
cializing  the  Web  and  how. 

HOW  THE  INFORMATION  IS  USED:  As  input  for  making  decisions.  As  verification 
to  our  own  planning  processes  and  as  grist  for  further  analysis  ourselves. 

WHAT  ANALYST  FIRMS  COULD  DO  BETTER:  Sometimes  they  can  get  caught  up  in 
their  own  view  of  the  world,  and  I  think  they  should  be  careful  about  pricing. 

ADVICE:  Evaluate  every  year  whether  or  not  they  are  continuing  to  add  value. 


)rmer  CIOs  as  providing  broad  technology  services  for  user  organizations  or  a  mix  of  users  and  vendors 


META  GROUP,  INC 

CEO/president:  Dale  Kutnick 
Headquarters:  Stamford,  Conn. 
Phone:  (203)  973-6700 
Web:  www.metagroup.com 

Employees:  349 
Analysts/consultants:  150 
Clients:  1,500 
Revenue:  $51.2  million 
Revenue  by  vendor  client:  n/a 

SERVICE  AREAS  •  (Not  ranked)  Year 
2000,  electronic  commerce,  security, 
infrastructure,  customer  relationship 
management,  outsourcing 

INFORMATION  SOURCES 
Vendor  briefings:  5% 

User  surveys:  10% 

Interviews  with  user  clients:  80% 
Hands-on  product  evaluation:  5% 

What  sets  your  firm  apart  from  the 
competition?  “Meta  Group  differenti¬ 
ates  itself  from  other  information 
providers  through  its  commitment  to 
highly  personal  service,  bottom-line 
answers  and  objectivity.  To  support 
this  promise,  Meta  Group  maintains 
a  client-to-analyst  ratio  of  50:1  —  the 
lowest  in  the  industry  —  and  re¬ 
invests  almost  50%  of  its  revenue." 


INTERNATIONAL  DATA  CORP. 

CEO/president:  Kirk  Campbell 
Headquarters:  Framingham,  Mass. 
Phone:  (508)  872-8200 
Web:  www.idc.com 

Employees:  650 
Analysts/consultants:  375 
Clients:  3,900 

Revenue:  $105  million  (fiscal  1997) 
Revenue  by  vendor  client:  n/a 

SERVICE  AREAS* **  i.  Personal  sys¬ 
tems  2.  Storage  3.  LANs  4.  Peripher¬ 
als  5.  Commercial  systems  and 
servers 


INFORMATION  SOURCES 
Vendor  briefings:  25% 

User  surveys:  25% 

Interviews  with  user  clients:  25% 
Demand-side  research:  25% 

What  sets  your  firm  apart  from  the 
competition?  “IDC  is  the  only  IT  re¬ 
search  company  committed  to  pro¬ 
viding  global  analysis  with  local  con¬ 
tent  in  all  major  worldwide  markets. 
The  use  of  consistent  methodologies 
and  definitions  on  a  global  basis  en¬ 
sures  clients  receive  the  most  accu¬ 
rate  and  complete  strategic  world¬ 
wide  data.” 


THE  YANKEE  GROUP 

CEO/president:  Howard  Anderson 
Location:  Boston 
Phone:  (617)  956-5000 
Web:  www.yankeegroup.com 

Employees:  130 
Analysts/consultants:  90 
Clients:  700 
Revenue:  n/a 

Revenue  by  vendor  client:  n/a 

SERVICE  AREAS'-  l.  Internet/ 
intranets  2.  Electronic-commerce 
management  3.  LANs  4.  WANs 
5.  Electronic-commerce  technology 


INFORMATION  SOURCES 
Vendor  briefings:  40% 

User  surveys:  40% 

Interviews  with  user  clients:  20% 


What  sets  your  firm  apart  from  the 
competition?  “The  Yankee  Group  em¬ 
phasizes  the  close  relationship 
formed  with  its  clients.  We  are  able 
to  provide  ongoing  value  and  action¬ 
able  insight  through  analyst  interac¬ 
tion  supplemented  with  a  steady 
stream  of  relevant  publications.” 


ABERDEEN  GROUP,  INC. 

CEO/president:  Tom  Willmott 
Headquarters:  Boston 
Phone:  (617)  723-7890 
Web:  www.aberdeen.com 

Employees:  53 
Analysts/consultants:  40 
Clients:  n/a 
Revenue:  n/a 

Revenue  by  vendor  client:  n/a 

SERVICES  AREAS-  l.  IT  manage¬ 
ment/business  issues  2.  Customer 
interaction  software  3.  Electronic- 
commerce  technology  4. Internet/ 
intranets  5.  LANs/WANs 

INFORMATION  SOURCES 
Vendor  briefings:  30% 

User  surveys:  30% 

Interviews  with  user  clients:  40% 

What  sets  your  firm  apart  from  the 
competition?  “Aberdeen’s  mission  is 
to  analyze  how  technology  change 
impacts  business.  Aberdeen  focuses 
on  the  dynamics  of  business  change 
that  will  be  created  by  technology 
change.” 


Research  by  Carla  Catalano 


*  Service  areas:  Firms  were  asked  to  rank  the  five  technology  and  management  areas  that  they  consider  to  be  their  greatest  strengths.  Several  firms  elected  to  rank  service  areas  by 
volume  of  client  use.  Each  firm  was  asked  to  break  down  its  vendor  services,  but  only  Giga  Information  Group  provided  that  information. 

**  Majority  done  at  Giga’s  request. 
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STEVE  EDMONSON 


Vice  president  of  IT  and  CIO 
R.  P.  Scherer  Corp. 

Troy,  Mich. 

(Former  director  of  IS  in  the  chemicals  sector  of 
AlliedSignal,  Inc.) 

At  R.  P.  Scherer,  he  negotiated  a  contract  for 
$35,000.  At  AlliedSignal,  his  division  (one  of 
10)  spent  close  to  $60,000  per  year  on  IT  ana¬ 
lyst  fees  and  services. 

IT  ANALYST  FIRMS  USED  MOST  OFTEN:  R.  P. 

Scherer:  will  use  Gartner  Group.  AlliedSignal: 
Gartner  and  Meta. 

HOW  THEY’RE  CHOSEN:  We  came  to  consen¬ 
sus  on  three  main  criteria.  The  firm  had  to: 

1)  understand  not  only  U.S.  implementation  of 
technology,  but  international  as  well;  2)  be  a 
stable  business;  3)  provide  access  to  analysts. 


BEST  VALUE:  We  have  taken  our  strategy  and  sat  down  in  the  Gartner 
Group  headquarters  with  analysts  to  review  our  strategies  and  think¬ 
ing.  We  have  them  shoot  holes  through  it  or  ask  questions  and  help  us 
understand  what  we  put  together.  We  use  their  magic  quadrant  to  nar¬ 


row  the  scope  as  part  of  our  due  diligence  in  the  selection  process. 

INDUSTRY-SPECIFIC  USAGE:  One  reason  we  used  Meta  at  Allied 
was  that  we  thought  they  had  a  better  feel  for  our  industry.  But 
now  so  many  companies  are  conglomerates,  it’s  hard  to  talk  about 
industry. 

HOW  ANALYST  FIRMS  HAVE  HELPED:  We  have  been 
going  down  one  path,  and  they’ve  been  able  to  tell  us  that 
vendor  is  in  trouble  or  that  technology  is  becoming  rapidly 
obsolete  or  a  new  technology  is  on  the  horizon. 

WHAT  THEY  CAN’T  DO:  They  hedge  their  bets.  Some¬ 
times  we  walk  away  from  our  discussions  not  sure  what’s 
really  been  said  other  than  that  they  narrowed  the  scope 
for  us. 

PITFALLS:  The  Gartner  Group  and  Meta  and  others  can 
drive  the  market.  But  sometimes  the  market  can’t  react 
quickly  enough.  Once,  the  Gartner  Group  recommended 
that  an  enterprise  resource  planning  vendor  was  a  “best  in 
class”  vendor.  With  Gartner’s  recommendation,  the  market 
lined  up  behind  it,  and  people  started  to  use  the  product. 
But  the  product  didn’t  have  the  functionality  Gartner  would  have  you 
believe,  and  the  vendor  didn’t  have  the  technical  support  to  meet  the 
demand.  That  vendor  has  been  a  disaster  for  every  client  that  has  tried 
to  implement  its  system. 


JOHN  CROSS _ 

Head  of  IT 
BP  Croup, 

(The  British  Petroleum  Co.  PLC) 
London 

SPENDS  more  than  $250,000  per 
year  on  IT  analyst  fees  and  ap¬ 
proximately  $100,000  per  year 
on  related  research. 

IT  ANALYST  FIRMS  USED  MOST 
OFTEN: 

1.  Research  Board 

2.  Forrester 

3.  Gartner 

WHY  THESE  FIRMS: 

The  Research  Board  [a  highly  ex¬ 
clusive  organization  comprised  of 
CIOs  in  Fortune 
40  companies] 
operates  at  a 
very  high  strategic 
plane.  They  can 
command  Lou 
Gerstner,  Bill 
Gates,  Scott 
McNealy,  Marc 
Andreessen  — 
the  Who’s  Who  of 
the  IT  industry 
—  to  talk  to  us 
about  their  re¬ 
search  and  an¬ 
swer  tough  questions. 

Gartner:  They  look  at  a  wider  per¬ 
spective. 

Forrester:  We  see  a  fair  degree  of 
overlap  between  Gartner  and  For¬ 
rester,  and  we  don’t  see  much 
point  in  having  both. 


OTHER  RESEARCH  SOURCES: 
The  Corporate  Advisory  Board:  I 

found  it  disappointing.  They  have 
some  bright  people,  but  I’m  not 
sure  their  research  topics  are 
being  done  well. 

CSC  Index:  We’ve  been  long-term 
users.  But  over  the  last  year, 
we’ve  dropped  them  because  we 
thought  the  quality  has  fallen.  But 
now  they  are  trying  to  reposition 
their  services,  and  so  I’m  re¬ 
examining  them. 

Stanford  Research  Institute  (SRI) 
Business  in  the  Third  Millennium 
project:  British  Petroleum  spon¬ 
sors  this  five-year  piece  of  funded 
research  by  major  industry  play¬ 
ers.  The  project  is  looking  at 
the  consequences  of  the  digital 
era. 

Benefits  of  sponsoring  the  SRI 
research:  SRI  is  creating  thought 
leadership.  It  is  not  an  analyst 
firm,  but  to  me  it  is  a  form  of  re¬ 
search.  The  analyst  takes  what  is 
and  analyzes  it  to  comprehend  it. 
SRI  takes  what  is  unknown  and 
tries  to  create  a  picture. 

ON  CONTRACTS:  I  sign  one-year 
contracts.  A  year  is  a  lifetime  in 
my  world. 

ADVICE:  You  have  to  review  what 
you  really  want,  what  you’re 
searching  for,  and  test  that 
against  what  you’re  getting.  In 
the  end,  you  have  to  build  your 
own  personal  knowledge  base  of 
the  marketplace. 


JIM  KINNEY 

CIO 

Kraft  Foods,  Inc. 

Northfield,  III. 

IT  ANALYST  FIRMS  USED  MOST 
OFTEN: 

1.  Gartner  Group 

2.  Forrester 

3.  From  time  to  time,  we  purchase  spe¬ 
cific  reports  from  Giga  and  Meta 

WHY  THESE  FIRMS: 

Gartner  is  almost  a  one-stop  shopping 
center.  If  we  want  to  look  at  enterprise 
resource  planning  vendors  or  main¬ 
frame  technology  or  the  Internet,  we 
could  find  that  all  within  Gartner.  Sec-  < 
ond,  the  depth  of  their  analyst  talents  is  § 
impressive.  We  like  Forrester’s  reports  5 
on  leadership  strategies.  £ 

HOW  THEY’RE  CHOSEN:  Criteria  include  responsiveness  and 
quality  of  the  research  content,  the  comprehensiveness  of  the 
offering  and  value.  We  don’t  choose  the  low-cost  service;  we 
choose  the  one  with  the  most  value. 

HOW  ANALYST  FIRMS  HAVE  HELPED  THE  COMPANY: 

Reports  helped  with  our  move  to  a  North  America-wide  TCP/IP 
network. 

MAIN  CRITICISM:  There’s  a  tendency  to  expand  the  number  of 
services  they  offer  and  the  revenue  they  generate.  We  have  to 
buy  20  different  services  to  achieve  what  we  could  formerly 
access  with  eight  or  nine. 

ADVICE:  We  ask  reps  from  the  firms  to  meet  with  our 
organization  on  site  at  least  once  a  year,  at  times  more  often, 
because  people  who  are  new  to  Kraft  or  in  new  positions  don’t 
always  appreciate  all  that  is  available  to  them  through  the  ana¬ 
lyst  services.  Also,  you  have  to  be  a  skeptical  buyer.  And  you 
have  to  stop  every  once  in  a  while  and  ask:  “Am  I  getting  all 
that  I  want?  Am  I  getting  the  service  and  response  that  I 
need?” 


Which  is  why  we  provide  unique  customized  training. 


If  14  years  of  experience  have  taught  us  anything,  it's  that  today's  diverse  technology  has  challenged  each  and  every  company 
—  along  with  each  and  every  employee.  And  you're  responsible  for  ensuring  that  their  training  will  meet  your  company's 
unique  needs.  ExecuTrain  understands.  So  we've  developed  a  unique  solution  called  ESP,  ExecuTrain  Solutions  Partnership. 
First,  we  get  to  know  you  and  your  company.  Then  we  custom-tailor  our  training  solutions  to  your  needs,  with  a  wide 
range  of  training  services,  from  pre-  and  post-testing  to  customized  courseware  and  more.  This,  combined  with  expert 
instructors,  CBT  and  Internet-based  instruction,  enables  us  to  develop,  deliver  and  support  training  solutions  that  fulfill  your 
company's  objectives.  And  we  consistently  deliver  this  unmatched  level  of  service  to  every  one  of  our  more  than  2Q0 
locations  around  the  world.  So  call  us  at  800-90TRAIN  ext  #35,  or  visit  our  Web  site  at  www.executrain.com/unique. 
And  discover  how  our  unique  training  can  enhance  the  performance  of  every  company,  every  group  and  every  individual. 


%  ExecuTrain 

Computer  training  as  unique  as  you  are. 


©  1998  ExauTrum  Corporation.  All  rights  reserved. 
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In  Depth 


GLOBAL 

DIRECTORIES 

We  visit  three  IS  shops  that  are  braving  uncharted  waters  in 
search  of  streamlined  network  management 
By  Elisabeth  Horwitt 


“Global  directory  infrastructure.”  The  phrase  doesn’t  ex¬ 
actly  trip  lightly  off  the  tongue.  Nevertheless,  “in  our 
client  base,  everyone  is  extremely  interested”  in  it,  says 
Gary  Rowe,  executive  vice  president  at  The  Burton 
Group  Corp.,  a  Midvale,  Utah,  consultancy.  Directory- 
enabled  applications  can  save  large  companies  millions 
of  dollars  in  systems  administration  costs. 

According  to  a  report  from  Forrester  Research,  Inc.  in 
Cambridge,  Mass.,  the  average  Fortune  1,000  company 
had  181  directories  last  year;  42%  synchronized  those  di¬ 
rectories  manually.  A  global  directory  tracks  and  points 
to  information  in  user  records  that  can  be  scattered 
across  multiple  databases  and  directories.  Key  informa¬ 
tion  includes  log-on  name,  network  machine  address,  se¬ 
curity  clearance  and  job  title.  Directory-enabled  manage¬ 
ment  is  in  its  infancy,  but  early  adopters  report  payback 
from  streamlined  systems  administration  tasks  and  im¬ 
proved  service.  Many  companies  are  struggling  with 
“step  one,  which  is  building  a  consolidated  directory  in¬ 
frastructure”  from  what  may  be  dozens  of  proprietary 
networked  servers,  systems  and  applications,  Rowe  says. 

Emerging  products  and  standards  are  bringing  the  in¬ 
tegrated  global  directory  closer  to  reality.  Microsoft  Corp. 
and  Novell,  Inc.,  the  two  leading  network  operating  sys- 

Health  First's  Mark  Amey  says  that,  while  standardizing  PC 
configurations  was  painstaking,  the  effort  has  paid  for 
itself  in  reduced  ownership  costs  and  IS  grunt  work. 
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tem-based  global  directory  vendors,  are  aggressively  link¬ 
ing  their  directories  to  third-party  servers,  applications 
and  network  architectures.  X.5oo-based  metadirectories 
from  companies  such  as  Control  Data  Systems,  Inc. 
in  Arden  Hills,  Minn.,  and  Toronto-based  Zoomit 
Corp.  promise  (but  don’t  yet  deliver)  integration  and  in¬ 
teroperability  for  multivendor  directories.  Standards 
are  immature,  and  key  products  such  as  Microsoft’s 
Active  Directory  Service  are  in  the  vapor  stage.  Still, 
many  corporations  think  now’s  the  time  to  get  moving. 
What  follows  are  case  histories  of  three  global  directory 
projects. 
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Health  First 

Goal:  Reduce  cost  of  PC  ownership. 

Highlights:  User  accounts  are  now  created 
in  five  minutes  —  not  hours  or  even  days. 
Thirteen  technicians  handle  4,500  devices. 

Snags:  Prerequisite  standardization  of  soft¬ 
ware  and  hardware  took  six  months. 

Next  step:  Extend  program  to  Unix,  People- 
Soft  applications. 


Widener 

University 

Goal:  Link  11,000  students  across  three 
campuses. 

Highlights:  Early  adoption  lays  ground¬ 
work  for  powerful,  flexible  network. 

Snags:  Early  adoption  puts  school  on  bleed¬ 
ing  beta  edge. 


Unilever 

Goal:  Improve  internal  services  at  $50  bil¬ 
lion  multinational. 

Highlights:  Immediate  savings  of  $1.6  mil¬ 
lion  per  year  on  E-mail  alone. 

Snags:  Sheer  size,  stunningly  diverse  in¬ 
stalled  base. 

Next  step:  Keep  eye  on  business  benefits 
while  tying  in  Unix,  SAP,  Oracle  systems. 


"In  health  care,  there’s  a  strong  initiative  to  re¬ 
duce  cost  of  ownership,”  says  Mark  Amey,  direc¬ 
tor  of  technical  services  at  Health  First,  Inc. 

To  that  end,  the  Rockledge,  Fla. -based  health 
services  company  is  trimming  the  fat  from  PC 
administration  in  user  interface,  software  man¬ 
agement  and  access  control. 

The  foundation  for  these  systems  is  Novell’s 
global  directory,  Novell  Directory  Services  (NDS), 
and  the  new  Zenworks,  a  suite  of  NDS-based  ap¬ 
plications  that  provide  centralized  software  distri¬ 
bution,  desktop  maintenance  and  user  access 
management. 

Amey  says  the  company  has  already  achieved 

universal  access. 
Users  can  log  in  al¬ 
most  anywhere  and 
access  all  their  ap¬ 
plications.  That’s 
important  for  Health  First’s  medical,  technical 
and  support  workers,  who  move  frequently 
among  headquarters,  three  hospitals  and  more 
than  60  other  sites. 

One  time-consuming  but  crucial  preliminary 
step  to  providing  universal  access:  standardizing 
PC  software  and  hardware  configurations,  Amey 
says,  which  took  six  months  for  1,200  PCs. 

But  the  effort  quickly  paid  for  itself  by  elimi¬ 
nating  large  amounts  of  administrative  grunt 
work.  For  example,  Health  First  has  added  anoth¬ 
er  1,100  PCs  simply  by  ordering  the  standard 
configuration  from  its  PC  vendor,  according  to 
Dan  Tesenair,  a  Health  First  network  engineer. 
And  when  a  PC  goes  on  the  fritz,  a  local  worker 
can  swap  in  a  new  machine,  and  central  informa¬ 
tion  systems  “can  fix  the  problem  at  our  leisure” 
instead  of  rushing  to  the  site,  Amey  says. 

Standardized  configuration  also  lets  Health 
First  do  automated  software  management 
through  Zenworks.  The  program  creates  an  NDS 
object  containing  all  configuration  information 
for  a  given  software  launch  and  defines  who  re¬ 
ceives  the  package:  an  individual  user,  a  group  or 
the  whole  enterprise. 

The  next  time  affected  users  log  on,  the  appro¬ 
priate  software  is  downloaded  to  their  desktops. 

Health  First  —  and  Novell  —  must  still  extend 
the  NDS  umbrella  to  other  systems  via  the  widely 
supported  standard  Lightweight  Directory  Access 
Protocol  (LDAP),  which  already  provides  links  to 
the  company’s  Windows  NT  and  intranet  instal¬ 
lations.  Health  First  is  working  on  LDAP  links 
between  NDS  and  its  IBM  AIX  and  Unix  plat¬ 
forms.  And  it  eagerly  awaits  PeopleSoft,  Inc.’s 
promised  support  of  LDAP  and  NDS. 

That  will  let  administrators  automatically 
propagate  user  record  changes,  additions 
and  deletions  from  NDS  out  to  Health  First’s 
PeopleSoft  human  resources  and  financial 
records  —  and  close  potential  security  loopholes, 
Tesenair  says. 


Next  step:  Extend  pilot  program  to  entire  in¬ 
stitution. 


While  other  organizations  wait  for  policy-based 
networking  products  and  standards  to  mature, 
Widener  University  has  already  laid  the  ground¬ 
work  for  such  systems  —  and  has  even  reaped  a 
few  benefits. 

By  fall,  the  Chester,  Pa.,  school  plans  to  have  at 
least  a  beta  installation  of  3Com  Corp.’s  Policy 
Manager  and  Server  (due  to  ship  in  the  fourth 
quarter)  up  and  running,  according  to  Gary  J. 
Habermann,  Widener’s  director  of  technical 
resources. 


Widener 


1:  NI  V  E  *  S  1  T  Y 


When  a  user  logs  on,  Policy 
Manager  looks  up  informa¬ 
tion  such  as  title,  location  and 
group,  then  checks  it  against 
rules  on  the  policy  server  to 
determine  what  resources  to  grant  the  user. 

A  vice  president,  for  example,  might  be  guar¬ 
anteed  more  bandwidth  than  a  low-level  manager; 
a  network  administrator  might  access  applica¬ 
tions  from  which  a  student  is  barred. 

The  university  already  used  an  existing  3Com 
capability  to  automatically  determine  which  virtu¬ 
al  LAN  a  given  user  joins  upon  log-on,  based  on 
rules,  Habermann  says. 

But  tying  all  relevant  directories  and  files  to 
NDS  saves  administrators  from  “doing  manual 
[user  record]  updates  in  five  different  places, 
which  is  always  a  killer,”  he  says. 

Using  a  global  directory  also  lets  network 
administrators  apply  policies  and  manage  user 
information  in  a  more  granular,  dynamic  fashion. 
“For  example,  instead  of  saying,  All  students  get 
these  privileges,’  we  can  say,  ‘This  student  gets 
access  to  this  database  while  he’s  doing  this  spe¬ 
cial  project,’  ”  Habermann  says. 

Right  now,  NDS  links  only  about  1,100  users  to 
Novell  NetWare-based  file  and  printing  services. 
But  a  year  from  now,  when  students  are  added, 
that  figure  will  be  about  11,000,  according  to 
Habermann. 

Habermann’s  group  spent  six  months 
designing  an  NDS  directory  schema  “to  work  for 
three  campus  environments,  each  with  its  own 
registrar  and  admissions  office,”  Habermann 
says.  “Then  we  threw  it  out  and  redid  it  in  about 
two  months.” 

Then  there’s  the  job  of  extending  NDS  into 
all  the  proprietary  network  operating  system  and 
application-based  directories  out  there,  such  as  an 
X.500  E-mail  directory  from  Control  Data.  The 
goal  is  “one  access  point  instead  of  four  or  five,” 
Habermann  says. 

He  says  he  expects  to  have  a  single  directory 
lookup  this  fall.  But  “I  would  be  really  excited  if 
we  were  done  by  fall  of  1999,”  he  adds. 


Three  years  ago,  Unilever  PLC’s  information 
technology  division  wondered  how  it  could  im¬ 
prove  internal  services  on  cost,  speed  and  quality 
of  service. 

It  became  clear  that  a  key  driver  “was  moving 
to  a  consistent  way  of  providing  services  to 
all  users,”  says  Martin  Armitage,  head  of  global 
infrastructure  at  the  international  packaged 
goods  company.  “We  realized  we  needed  a  single 
directory." 

But  setting  up  a  single  global  directory  was  no 
small  task  for  a  company  with  about  70,000 
desktops  in  450  companies  worldwide.  Sheer 
size  was  one  challenge.  The  other  was  how  to  im¬ 
pose  a  single  directory  infra¬ 
structure  across  a  diverse  in¬ 
stalled  base  of  application-  and 
server-specific  directories. 

Unilever  eventually  went 
with  a  metadirectory:  a  central¬ 
ized  infrastructure  that  pro¬ 
vides  a  central  point  from 
which  to  locate,  synchronize 
and  manage  user  objects  and  records  across  mul¬ 
tiple  proprietary  directories. 

It  took  a  couple  of  years  for  Unilever  to  settle 
on  the  metadirectory.  First,  Armitage’s  group  fo¬ 
cused  on  an  immediate  need  to  integrate  five  pro¬ 
prietary  E-mail  systems  into  a  consistent,  global 
messaging  infrastructure.  At  the  time,  Unilever’s 
60,000  E-mail  users  had  individual  desktop  di¬ 
rectories  routing  messages.  The  problem  was, 
there  were  2,000  E-mail  name  and  address 
changes  each  day.  Unilever  was  paying  a  third 
party  about  $1.6  million  per  year  to  synchronize 
those  changes  and  update  desktop  directories 
once  a  week.  “That  meant  1%  to  2%  of  directory 
entries  were  always  wrong,  which  meant  1%  to 
2%  of  your  messages  wouldn’t  reach  their  desti¬ 
nation,”  Armitage  says.  So  Unilever  went  looking 
for  a  “directory  product  to  synchronize  all  E-mail 
directories,  that  could  be  run  in-house  and  updat¬ 
ed  .. .  four  times  a  day,”  Armitage  says.  The  final 
choice  was  Control  Data’s  MailHub  package, 
which  cost  about  $400,000  to  implement. 

The  benefits  went  beyond  saving  on  third-party 
costs:  Compliments  on  the  improved  E-mail  de¬ 
livery  started  coming  in  quickly.  Unilever  then 
“jointly  invented  with  Control  Data  the  vision  of 
using  the  X.500  directory  to  view  and  update  all 
the  other  directory  technologies,”  including  those 
specific  to  NT  and  Unix  servers  and  network  ap¬ 
plications  such  as  Notes,  Armitage  says.  Unilever 
is  rolling  out  the  resulting  product,  Control 
Data’s  Rialto  Global  Directory/ Meta  Edition.  It  al¬ 
ready  manages  the  directories  of  NT,  Lotus  Notes 
and  Control  Data’s  Interstar  E-mail  system.  □ 


Horwitt  is  a  freelance  writer  and  editor  in  Newton, 
Mass.  Her  Internet  address  is  ehorwitt@ 
compuserve.com. 


IT  SALARY  TRENDS 


Job  Title  1992  1993  1994  1995  1996  1997  1998 


Director  of  networks 


$47,000  $51,000  $69,000  $70,000  $70,000  $74,000  $73,000 


Senior  systems  analyst 


$48,000  $50,000  $52,000  $52,000  $54,000  $56,000  $59,000 


Chief  information  officer  $77,000  $79,000  $108,000  $92,000  $96,000  $123,000  $116,000 


$41,000  $41,000  $48,000  $47,000  $47,000  $53,000  $54,000 


Proqrammer/analyst  $36,000  $38,000  $41,000  $37,000  $39,000  $43,000  $45,000 


All  figures  have  been  rounded  off  to  the  nearest  thousand  and  represent  total  compensation,  including  base  salary  and  bonuses 
Source:  Computerworld' s  Annual  Salary  Survey  for  each  year  shown,  including  the  1998  survey  to  be  published  Sept.  7 
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o  you  find  yourself  con¬ 
stantly  out  of  breath  in 
the  ongoing  race  to 
keep  existing  employ¬ 
ees  happy  while  still 
paying  enough  to  at¬ 
tract  new  information 
systems  talent?  Well,  no  wonder 
—  this  is  one  crowded  field. 

In  a  world  where  programmers 
with  the  right  skills  and  experience 
are  a  scarce  commodity,  IS  man¬ 
agers  face  a  classic  catch-22.  At¬ 
tracting  the  best  new  employees 
often  means  outpaying  the  compe¬ 
tition.  It  can  cost  a  staggering  15%  in  sign-on 
bonuses  to  land  some  critical  skills. 

But  pay  a  premium  to  attract  new  people,  and 
you  might  invite  existing  staff  to  seek  better  pay 
elsewhere.  Then  where  are  you?  With  more  vacan¬ 
cies  than  before  you  began. 

Most  IS  managers  are  responding  with  a  strategy 
that  includes  market  research,  midyear  adjust¬ 
ments  and  incentives  such  as  flexible  work  hours 
and  training.  Sometimes,  that  still  isn’t  enough. 

“Good  IT  professionals  can  always  find  more 
money  elsewhere,”  says  Robert  Reeg,  vice  president 
of  systems  development  at  St.  Louis-based  Master- 
Card  International,  Inc.  “So  managing  their  com¬ 
pensation  becomes  a  question  of  matching  market 
rates  and  then  providing  the  kind  of  environment 
where  they’ll  want  to  stay.” 

IS  managers  set  salaries  at  competitive  rates.  Just 
about  all  use  salary  surveys  to  learn  what  IS  pro¬ 
fessionals  are  being  paid  in  their  geographic  area, 
then  attempt  to  match  those  rates.  But  most  don’t 
use  salary  as  the  way  to  differentiate  themselves. 

Frustrated  with  last  year’s  skyrocketing  payrolls 


Robbing  Peter 

pay  Paul 


Attracting  the  best  IT  employees  with  expensive  gifts  often 
means  neglecting  the  ones  you  already  have 


and  unrealistic  expectations  by  many  less-experi¬ 
enced  IS  professionals,  managers  are  trying  to  stay 
minimally  competitive  while  seeking  other  means 
to  recruit  and  retain  needed  talent. 

“We  try  to  take  salary  off  the  table  as  a  reason  to 
leave.  But  then  we  need  to  go  beyond  that  to  give 
them  a  reason  to  stay,”  says  Bruce  Reirden,  vice 
president  and  chief  information  officer  at  Care  New 
England,  a  three-hospital  health  care  system  in 
Providence,  R.I.  “If  we’re  not  paying  competitive 
rates,  then  of  course  we’re  going  to  lose  people.  If 
someone  can  go  across  the  street  and  get  15% 
more,  then  they  will.  After  you  meet  those  rates, 
though,  you  have  to  provide  other  reasons  for  peo¬ 
ple  to  stay.  We’ve  found  that  treating  people  with 
respect  and  allowing  them  the  freedom  to  pursue 
their  own  goals  goes  a  long  way  in  keeping  our 
employee  turnover  low." 

To  retain  employees,  some  managers  employ 
midyear  or  even  quarterly  salary  reviews  and  fre¬ 
quent  bonus  plans  —  with  emphasis  on  frequent. 
Reeg,  for  example,  implemented  a  “legacy  retention 
program”  at  MasterCard  that  offers  employees 


quarterly  bonuses  if  they  stay  on  project  teams  sup¬ 
porting  critical  legacy  applications  that  often  run  on 
older  technology.  He  also  offers  bonuses  to  em¬ 
ployees  with  what  he  considers  “critical  skills.”  “It’s 
a  constantly  changing  list,”  Reeg  says.  “What’s  con¬ 
sidered  a  critical  skill  today  is  the  language  du  jour 
tomorrow.  We  monitor  supply  and  demand  care¬ 
fully  so  that  we’re  really  sure  we’re  targeting  the 
skills  we  need  to  pay  a  bonus  for.” 

Others  eschew  frequent  bonuses,  citing  the  prob¬ 
lems  that  might  arise  from  treating  IS  employees 
differently  from  other  employees. 

“Several  years  ago,  we  had  a  nursing  shortage 
and  tried  special  bonus  plans,  and  it  caused  a  lot 
of  bad  feelings,”  Reirden  says.  “And  as  IS  employ¬ 
ees,  we  aren’t  directly  involved  with  patient  care,  so 
it’s  difficult  to  justify  a  plan  that  would  single  us 
out  as  deserving  better  treatment  than  nurses  or 
anyone  else.  Our  biggest  incentive  is  to  train  our 
people  in  new  skills  and  to  constantly  provide  them 
with  interesting  and  challenging  work."D 

Tristram  is  a  freelance  writer  in  San  Jose,  Calif. 
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4  ways  to  subscribe: 

O 

Fill  out  the  attached 
postcard  and  drop 
it  in  the  mail. 

o 

Call  us  toll-free  at: 

80O-552-443I 

Outside  U.S.:  (740)  382-3322 

o 

Fax  your  order  to: 

(740)  382-IO58 

o 

E-mail:  circulation@cw.com 


Views  from 
the  trenches 


What's  the  biggest  compensation  challenge  you  face 
in  hiring  and  retaining  IT  professionals  today? 


EUGENE  L.  MITCHELL 
JR. 

Information  systems  manager 
State  of  Delaware  Department 
of  Services  for  Children,  Youth 
and  Their  Families 
Dover,  Del. 

IT  staff:  1 9 


JACK  NEMETZ 

Director  of  data  services 
The  St.  Petersburg  Times 
(Pulitzer  Prize-winning 
newspaper) 

St.  Petersburg,  Fla. 

IT  staff:  90 


ROBERT  REEG 

Senior  vice  president  of  systems 
development 

MasterCard  International,  Inc. 
St.  Louis 
IT  staff:  350 


“Budget.  We’re  a  department  of  the  state  gov¬ 
ernment,  and  salaries  in  the  state  budget 
change  little  from  year  to  year.  We  have  had 
dialogue  with  state  personnel  about  the  prob¬ 
lem  and  continue  to  work  with  them.  Since  we 
have  limited  opportunities  for  financial  remu¬ 
neration,  we  try  to  enhance  the  work  environ¬ 
ment  and  provide  training  and  opportunities 
to  work  with  state-of-the-art  technologies. 
Whenever  we  can’t  fill  our  vacant  positions,  we 
use  contractors  to  do  the  work.  Since  this  usu¬ 
ally  increases  our  costs,  it  is  not  a  good  long¬ 
term  management  strategy,  which  is  why  we 
continue  to  work  with  state  personnel  to  de¬ 
velop  a  better  solution.” 


TERRY  GROVES 

Senior  vice  president  of  information  services 
Blue  Cross/Blue  Shield  of  Nebraska 
Omaha 
IT  staff:  90 

“Competition  for  the  best  talent.  Surprising  as 
it  may  seem,  Omaha  is  a  hotbed  for  technol¬ 
ogy,  and  companies  in  the  area  tend  to  steal 
good  employees  from  each  other.  We  found 
that  we  were  paying  new  hires  as  much  as  em¬ 
ployees  who  had  more  experience.  This  year, 
we’ve  put  several  incentive  plans  in  place  and 
corrected  salary  inequities.  Some  employees 
had  as  much  as  a  30%  increase  in  their 
salaries.  Since  then,  we’ve  not  lost  anyone." 


“Retaining  the  best  employees.  You  can  always 
find  someone  to  hire,  but  word  gets  out  about 
who  the  really  good  people  are,  and  they’re  dif¬ 
ficult  to  retain.  We  haven’t  implemented  any 
specific  incentive  programs  directed  at  retain¬ 
ing  IS  professionals,  though.  We  had  concerns 
from  a  corporate  culture  point  of  view  with 
singling  out  any  one  group  for  better  pay  treat¬ 
ment.  Our  reporters  and  photographers  and 
artists  all  make  valuable  contributions  to  our 
business,  too.  If  we  gave  IS  employees  special 
incentives,  the  impact  on  other  employees 
could  outweigh  any  benefit  we  might  receive 
as  a  company.  So  we  try  to  sell  ourselves  as  a 
company  that  is  all  about  strong  ethics,  about 
truth  in  reporting  and  about  making  a  differ¬ 
ence.” 


BRUCE  REIRDEN 

Vice  president  and  chief 
information  officer 
Care  New  England 
(a  three-hospital  health 
care  system) 

Providence,  R.I. 

IT  staff:  59 


“Providing  a  stimulating  work  environment.  I 
think  we’ve  succeeded.  Our  turnover  rate  is 
less  than  5%.’’ 

More  on  Money 

12  tips  on  how  to  best  dole  out  your 
payroll  dollars.  Managing,  page  50 


“Finding  people  with  the  right  technical 
skills.  It’s  a  question  of  supply  and  demand. 
As  the  shortage  in  a  particular  area  increases, 
we  will  typically  offer  10%  to  15%  above  base 
salary  to  attract  new  employees  with  that  skill. 
We’ve  used  sign-on  bonuses  on  a  case-by-case 
basis  and  have  implemented  critical-skills 
bonus  programs  for  existing  employees.  But 
salary  is  just  the  beginning.  We’ve  also  worked 
very  hard  to  make  this  the  kind  of  place 
[where]  people  want  to  work.  We  really  think 
it’s  our  environment  that  gives  us  the  edge  in 
the  market." 


CLINT  BANDEMER 

Vice  president  of  information  services 
Travel  and  Transport,  Inc. 

Omaha 
IT  staff:  32 

“Keeping  salaries  competitive.  It  is  difficult  in 
our  area  because  of  the  competition  for  the  ex¬ 
perienced  IT  professional.  We  had  an  outside 
consulting  firm  come  in  and  do  a  salary  study 
of  our  entire  company  in  1996  to  help  us  es¬ 
tablish  a  minimum  and  maximum  salary  for 
all  of  our  jobs  and  shared  it  with  our  employ¬ 
ees.  The  study  allowed  our  employees  to  see 
where  they  are  according  to  the  market.  We 
have  also  added  project  bonuses,  which  give 
the  employee  the  desire  to  complete  the  pro¬ 
ject  on  time,  a  feeling  they  are  appreciated  and 
additional  compensation  for  a  job  well- 
done.”  □ 

—  ClaireTristram 
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IT  CAREERS 


COME  WORK  WITH 
AN  INCREDIBLY 
MAGICAL  NETWORK 

Walt  Disney  World  Co.  has  immediate  openings  for  a  variety  of 
System  Specialists.  Our  analysts  and  specialists  create  and  maintain 
the  applications  that  help  our  systems  run.  Here  are  just  a  few  of  the 
exciting  career  opportunities  we  have  available: 

•  Client  /  Server  Developers 

•  PC  /  LAN  Support  Analysts 

•  Technical  Writers  •  Oracle  and  Informix  DBAs 
•  Unix  Administrator  •  Operations  Specialist 
•  Desktop  Technology  Specialist 

•  Server  Support  Specialist  •  Tuxedo  Administrator 

•  RPG  Developers  •  System  Integration  Specialist 

*  Business  Analysts  •  Project  Managers 

Successful  candidates  will  receive  competitive  compensation 
and  a  comprehensive  benefits  package  while  having  the  opportunity  to 
work  for  the  world’s  leading  entertainment  and  hospitality  company. 

To  be  considered  for  a  position,  send  cover  letter, 
salary  history  and  resume  on  white  paper  to: 

DISNEY  WORLDWIDE  SERVICES,  INC 
Professional  Recruitment  •  XADSCW845 
P.O.  Box  10,090  •  Lake  Buena  Vista,  FL  32830 


Discover  a  World  of  Opportunities  at  Disney. 


sap  (sap)  n.  1.  The  liquid  that 
circulates  through  plant, 
carrying  food  substances .  2 . 

Vigor:  energy.  3.  Slang.  A 
gullible  person;  dupe. 


SAP  has  been  re-defined! 

Call  us  for  info  on  positions  worldwide  in  all  phases  of  SAP.  Let 
US  help  YOU  help  our  clients  in  their  re-engineering  efforts.  We 
need  high  calibre  talent  in  all  modules,  functional  and  technical 
and  BASIS.  Long  and  short-term  assignments. 

• 

1975  N.  Park  Place,  Suite  100  •  Atlanta,  GA  30339 
800-599-9550  •  770-955-1714 
FAX:  770-937-0423  •  800-457-9776 
E-mail:slc@ga  .structuredlogic.  com 
EOE  •  MEMBER  NACCB 
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Is  this  your  company’s 
idea  of  cutting  edge? 

If  so,  call  MATRIX  and  we'll  place  you  in  a  high-paying  position 

with  access  to  the  latest  technology  and  training.  As  the  premier 
IT  placement  and  staffing  firm  in  Atlanta,  Dallas,  and  Phoenix,  our 
free  career  services  can  help  you  find  the  job  that's  right  for  you  — 
whether  you're  aprogrammer,  system  analyst,  database  administrator, 
network  engineer,  or  even  a  CIO.  So  if  you're  tired  of  the  same  old 
games,  let  MATRIX  place  you  in  a  contract  or  permanent  position 
that  tests  your  technical  skills. ..not  your  patience. 

/MATRIX 

Advancing  Technology  Through  People  m 

Atlanta  770-677-2400  •  Dallas  972-778-1800  •  Phoenix  602-248-0400 


www.MatrixResources.com 


MEMBER  OF 
TECHNICAL  STAFF 

Member  of  Technical  Staff  to  per¬ 
form  independent  research  and 
development  in  the  areas  of 
information  technology  for  the 
next  generation  telecommunica¬ 
tion  and  network  management 
systems.  The  infrastructure 
required  tor  managing,  monitor¬ 
ing.  and  controlling  telephone 
operation’s  network  will  be  inves¬ 
tigated  and  software  prototypes 
will  be  designed  and  developed. 
Among  the  key  issues  to  be 
addressed  are  design  and  imple¬ 
mentation  of  strategies  for  the 
code  generation  for  the 
Management  Information  Base 
that  supports  for  dynamic  data¬ 
base  functionality  over  a  large 
complex  network  system,  devel¬ 
opment  of  an  intelligent  user 
interface  of  the  telecommunica¬ 
tion  software  system  using 
Object-Oriented  methodology, 
and  providing  enhanced  system 
performance  for  the  network 
management  and  control. 
Applicant  must  have  a  Master's 
Degree  in  Information  Systems. 
Experience  must  include  4  years 
in  System  development  and 
research  in  the  areas  of  data 
integration  and  database  appli¬ 
cations  using  ORACLE,  SYB¬ 
ASE,  and  INFORMIX,  including 
requirements  analysis,  software 
design  and  implementation  using 
state-of-the-art  database  tech¬ 
niques.  Solid  technical  skills  in 
Object-Oriented  data  modeling 
and  database  design  for  large 
complex  information  systems. 
Proficient  in  OMT  (Object 
Modeling  Techniques).  Software 
development  experience  in 
C++/C.  SQL.  Prolog,  shell  scripts 
(Tcl/Tk,  C,  Korn),  and  X 
Window/Motif,  in  a  formal  system 
engineering  environment  using 
ClearCase  and  on  UNIX  plat¬ 
forms.  Hours  per  week  40. 
Salary:  $2,423  biweekly.  Send 
two  (2)  copies  of  resume  to 
Case  #80004,  P.O.  Box  8968, 
Boston,  MA  02114. 


Orvls 


1  America 's  oldest  mail  order  company  as  well  as  a  fly 
fishing  and  sporting  tradition  since  1856.  Located  in  beautiful  Manchester, 
Vermont  with  operations  in  Roanoke,  VA,  and  the  UK . 


Database  Administrator  Supervisor 

Our  Information  Technology  expansion  has  created  a  need  for  a 
Database  Administrator  Supervisor.  The  successful  candidate 
will  work  with  functional  department  representatives  to  develop 
and  maintain  all  aspects  of  the  organization’s  data  structures  and 
repositories.  He/She  will  be  responsible  for  providing  logical, 
physical,  technical  and  organizational  leadership  for  the  compa¬ 
ny's  database  environment.  This  includes  overseeing  the  devel¬ 
opment  and  organization  of  the  databases,  assessment  and  imple¬ 
mentation  of  new  technologies,  and  providing  Information 
Technology  with  a  long-term  perspective  on  the  relationship  of 
databases  technology  to  business  opportunities. 


The  successful  candidate  will  possess:  three-plus-years  work 
experience  in  their  chosen  field,  familiarity  with  structured 
design  and  programming,  Oracle  training  and  experience  or  an 
equivalent  database  skill  set,  client/server  and  4GL  exposure, 
AS/400,  NT  and  Microsoft  software  experience.  A  BS  in 
Computer  Science  or  Math,  MS  or  MBA  preferred.  Position  is  at 
our  Vermont  Location.  Orvis  offers  competitive  salary  and  bene¬ 
fits.  For  confidential  consideration  please  send  or  e-mail  resume 
to  the  following: 

The  Orvis  Company,  Inc.  •  Dept  CGW 
Historic  Rt  7A  •  Manchester,  VT  05254 
E-mail  to:  Sysl@orvis.com 


No  phone  calls  or  recruiters  please. 
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Connect  With  The  Best. 

Everyone  needs  talented  IT  professionals.  But  what  about  your  needs?  Opportunity.  Technology.  Freedom.  Your  career  needs  will  be  met  at  Sprint  PCS.  We're  America's  only  1 00%  digital,  1 00% 
PCS  wireless  network  and  we've  created  a  company  that  values  and  rewards  innovative  minds.  To  build  a  career  with  the  team  that's  redefining  communication,  think  Sprint  PCS.  We  have  excel¬ 
lent  opportunities  in  Kansas  City,  Missouri  for: 


Data  Architect 

Ensures  that  Sprint  PCS  systems  are  designed  and  configured  to  optimally  support  the 
company's  information  systems.  Requires  7+  years  systems  experience  in  data  planning, 
analysis,  design  and  implementation.  Must  have  demonstrated  knowledge  of  sophisticat¬ 
ed,  complex  data  technology  solutions,  industry  standards  and  data  management 
methodologies.  Skills  required  include  data  requirements  gathering,  logical  data  model¬ 
ing,  use  of  CASE  tools  for  data  modeling,  packaged  application  data  structure  analysis, 
and  reverse  engineering.  Job  Code:  CW/DA 

Database  Administrator 

Ensures  Sprint  PCS  Database  Management  Systems  (DBMS)  are  selected  and  configured 
to  optimally  support  the  company's  BBMS-based  information  systems.  Qualified  candi¬ 
dates  will  have  a  minimum  of  5-7  years  information  systems  experience  in  database  plan¬ 
ning,  analysis,  design,  implementation  and  production  support.  Oracle  experience 
required.  Job  Code:  CW/DBA 

DB2  Database  Administrator 

Ensures  Sprint  PCS  Database  Management  Systems  (DBMS)  are  selected  and  configured 
to  optimally  support  the  company's  DBMS-based  information  systems.  Qualified  candi¬ 
dates  will  have  a  minimum  of  7+  years  information  systems  experience  in  database  plan¬ 
ning,  analysis,  design,  implementation  and  production  support,  as  well  as  3+  years  of 
VLDB  experience  on  parallel  IBM  SP2  platform  utilizing  UDB  and/or  DB/2  DBMS.  Telecom 
experience  a  plus.  Job  Code:  CW/DB2DA 

Senior  "C"  Programmer 

Defines  system  scope  and  objectives,  preparing  detailed  specifications  that  encompass 
business  processes,  information  flow,  risk  analysis,  timelines,  cost/benefit  analysis,  proba¬ 
ble  platforms  and  impact  analysis.  Responsibilities  include  analysis  of  interfaces,  and  how 
to  remove  interfaces  by  utilizing  data  layers.  Must  have  in-depth  knowledge  of  business 
processes.  Qualified  candidates  will  have  5-7+  years  experience,  with  a  strong  telecom¬ 
munications  background,  computer  application  development,  process  knowledge  and 
formal  SDLC  methodology  (such  as  Method/I)  expertise.  Bachelor's  degree  preferred.  Job 
Code:  CW/SPC 

Technologist 

Primarily  responsible  for  developing  the  short-term  and  long-term  strategic  plans  for  the 
evolution  of  information  technologies  within  Sprint  PCS  as  well  as  developing  the  solu¬ 
tion-set  technology  components  of  the  IT  architecture.  You  will  work  within  cross-func¬ 
tional  teams  of  internal  and  external  IT  professionals  requiring  excellent  interpersonal  and 
presentation  skills  as  well  as  the  ability  to  communicate  complex  technical  data  and  con¬ 
cept  using  standard  business  terminology.  A  high  energy  level,  practical  experience,  cre¬ 
ativity  and  the  ability  to  grasp  new  concepts  quickly  are  all  essential  to  holding  this  posi¬ 
tion.  Must  have  information  systems  knowledge  which  covers  the  spectrum  of  main¬ 
frames,  client/server,  Unix  systems,  data,  voice,  video  and  satellite  networks.  Bachelor's 
degree  required  as  well  as  working  IT  experience  in  an  operating  environment;  MBA  a 
plus.  Job  Code:  CW/TECH 

System  Administrators  -  Unix 
Sr.  Systems  Administrator  -  Unix 

Performs  activities  to  maintain,  configure,  and  support  the  corporate  business  and  telco 
switch  systems  as  required  to  perform  upgrades  to  the  operating  systems,  databases,  and 
third-party  applications.  Develops  work  plans  for  migrations  and  upgrades;  and,  shares 
responsibilities  for  all  production,  development,  and  systems  supporting  telco  switches. 
Works  closely  with  team  members  to  perform  component,  operating  system,  file  system 
and  other  configuration  enhancements  to  optimize  the  corporate  production  systems. 
Technical  degree  and  a  minimum  of  3  years  experience  in  systems  administration.  Ability 
to  use  the  system  account  report  (SAR/SAM),  and  to  author  shell  scripts  required.  Job 
Code:  CW/SSA-U 


Platform  Engineer 

Responsible  for  determining  platform  operation  requirements,  assisting  in  projecting  platform 
portion  of  network  traffic,  and  addressing  specific  platform  related  issues.  Will  translate  user  sys¬ 
tem  needs  into  specific  platform  configurations  based  on  requirements,  network  impact  and 
budget  constraints.  Knowledge  in  design  engineering,  hardware/software  implementation 
process  and  strategic  and  tactical  technology  development  direction  required.  Job  Code:  CW/PE 

Technical  Architect 

Provide  technical  leadership  and  guidance  in  the  determination  of  technologies,  interfaces,  and 
vendors  during  the  design  and  development  of  Sprint  PCS  business  systems  solutions. 
Responsible  for  project  adherence  to  enterprise  standards,  scalability,  flexibility,  and  visionary 
completeness  of  system  solutions.  A  degree  in  computer  science,  engineering,  or  information  sys¬ 
tems  is  desirable,  as  well  as  experience  in  telecommunieations.  Job  Code:  CW/TA 

Sr.  Technologist  -  PeopleSoft 

Primarily  responsible  for  developing  the  solution-set  technology  components  of  the  IT  architec¬ 
ture;  defining  scope  of  the  evolution  of  the  application  architecture  and  standards,  determining 
working  policies  for  PeopleSoft  solutions/initiatives,  serving  as  advisor  to  IT  management  on 
architecture  and  standards.You  will  work  within  cross-functional  teams  of  internal  and  external  IT 
professionals  requiring  excellent  interpersonal  and  presentation  skills  as  well  as  the  ability  to  com¬ 
municate  complex  technical  data  and  concept  using  standard  business  terminology.  A  high  ener¬ 
gy  level,  practical  experience,  creativity  and  the  ability  to  grasp  new  concepts  quickly  are  all  essen¬ 
tial  to  holding  this  position.  Must  have  information  systems  knowledge  which  covers  PeopleTools 
I,  II:  PeopleCode;  SQR,  SQL;  Oracle  DB;  and  at  least  four  of  the  following  modules  -  AR,  AP,  CL, 
PC,  PR.  Other  skills  preferred:  C/C++,  Unix  and  Unix  scripting,  NT,  WIN95,  MS  Office,  LAN, 
e-mail.  Bachelor's  degree  required  as  well  as  working  IT  experience  in  an  operating  environment; 
MBA  a  plus.  Job  Code:  CW/SRTECH-PS 

Systems  Analyst  ■  Sr.  Systems  Analyst 

Serves  within  the  systems  development  group,  working  closely  with  assigned  systems  analysts, 
client  functional  groups  and  business  teams  to  define  work  processes  and  develop  IT  solutions. 
Unix,  C,  SQL,  PeopleSoft,  and/or  Oracle  Developer  2000  desired.  Job  Code:  CW/SA-SSA 

Business  Analyst  -  Sr.  Business  Analyst 

Serves  within  the  business  analysis  group,  assigned  business  analysts,  client  functional  groups  and 
technical  teams  to  define  work  processes  and  develop  IT  solutions.  Requires  computer  applica¬ 
tion  development  process  knowledge  and  relevant  experience  using  a  formal  SDLC  methodolo¬ 
gy  (such  as  Method/I).  Job  Code:  CW/BA-SBA 

Network  Systems  Engineers  -  Sr.  Network 
Systems  Engineers 

Responsible  for  procurement  and  delivery  of  Network  Administrative  Systems  Planning;  design, 
development  and  implementation  of  SCR  AIN  services;  WAIN  Planning;  design,  development  of 
specifications  for  SCP  and  SMS  based  applications  to  include  HLR,  AC  and  OTAF  Planning,  design, 
development  for  voice  mail  system,  wireless  data  and  messaging  applications.  Knowledge 
required  with  IS-41,  INC,  MSC,  Systems  Engineering,  Provisioning  Architecture,  Local  Number 
Portability,  Cellular  Digital  Pack  Data  and  Cellular  Circuit  Switched  Data.  3-10+  years  experience 
in  system  analysis,  design,  development,  program  management,  telecommunications,  AIN  or 
WIN  systems,  SS7  messaging,  IS-41,  CDPD,  Circuit  Switched  Data  and  other  Data  Protocols.  3- 
5+  years  with  MSC  call  processing  logic.  BSCS  or  BSEE  required;  MSCS  or  MSEE  with  emphasis 
in  telecommunications  system  experience  and/or  management  desirable.  Job  Code: 
CW/NSE/SNSE/SBP 

Manager  -  Application  Delivery 

Responsible  for  managing  ongoing  development  of  application  systems  within  various  areas  of 
SPCS.  Requires  8-1 0  years  IT  experience  in  a  client  server  environment  with  a  minimum  3-5  years 
in  a  managing  capacity.  Must  have  a  strong  working  knowledge  of  application  systems  software 
development-integration  life-cycle  methodology  and  familiarity  with  business  processes.  A  four 
year  degree  or  equivalent  work  experience  is  also  required.  MBA  or  equivalent  is  preferred.  Job 
Code:  CW/MAD 


If  your  career  goals  include  growth,  excitement,  and  developing/working  with  the  next  generation  of  technology,  then  Sprint  PCS  invites  you  to  shape  the  future  with  us.  We  offer  an  outstanding 
compensation  and  benefits  package.  Interested  candidates  should  send  their  resumes,  including  cover  letter  and  salary  history,  to:  Sprint  PCS,  Mailstop  KSOPKHOIOI,  Dept.  ITMCW84  (Dept, 
code  must  be  included  for  resume  processing),  4370  W.  109th  Street,  Overland  Park,  KS  66211;  FAX  (toll-free):  1-888-485-2240;  e-mail:  pa300@sprintspectrum.com.  Please  also  spec¬ 
ify  a  job  code  from  above  positions  when  sending  your  resume.  We  are  proud  to  be  an  EEO/AA  employer  M/F/D/V.  Also,  we  maintain  a  drug-free  workplace  and  perform  pre-employment 
substance  abuse  testing. 

^  Sprint,  Sprint  PCS’ 

I 

I 

The  Clear  Alternative  to  Cellular 


Computerworld  August  31,  1998  (computerworldcareers.com) 

IT  CAREERS 


RotveCom,  an  award-winning  pioneer  in  business-to-business  Intellectual  Commerce  on 
the  Internet ,  is  currently  seeking  professionals  for  our  Cambridge,  HA  office. 

Programmer/Analysts,  Senior  &  Junior 

tod  or  work  on  a  team  designing,  maintaining  and  implementing  systems  for  managing  informational  needs 
of  internal  and  external  clients.  Technical  requirements  include  a  BS/CS  or  Microsoft  Developers’ 
Certification  or  equivalent;  at  least  five  years  (one  year  for  junior  positions)  in  related  software  development; 
and  expertise  in  Windows-based  GUI  applications  in  C++  or  Visual  Basic  OR  Web-based  applications  using 
JAVA,  JavaScript,  VBScript,  COM,  DCOM  or  ActiveX.  Seniors  will  need  solid  team  leadership  capabilities  and 
strong  project  management  skills. 

Webmaster 

Maintain  the  RoweCom  Web  sites  including  www.rowe.com <http://www.rowe.com/>  and  several  microsites. 
The  result  must  be  a  fresh,  sticky  and  attractive  Web  presence  to  increase  the  traffic  from  RoweCom’s  tar¬ 
geted  audience.  You  will  maintain  and  update  the  business-driven  external  web  site  and  microsites  and 
update  die  real  estate  of  the  frontpage  several  times  a  week  by  converting  content  from  marketing  managers 
into  Web  messages  and  by  creating  visuals  and  navigation  taglines.  You  will  also  test  the  reliability  and  acces¬ 
sibility  of  die  site  with  several  browsers;  generate,  analyze  and  take  actions  on  Web  statistics  with  Webtrends; 
initiate  plans  to  increase  the  traffic  on  the  site  (e.g.  metadata,  co-marketing);  allow  for  lead  capture  and  club 
membership;  and  develop  an  environment  to  facilitate  multi-authoring  capabilities  (longer  term).  Depending 
on  business  needs,  you  may  re-architecture  the  Website.  Requires  a  BS  Degree,  experience  in  maintaining  a 
business  Website,  preferably  with  exposure  to  a  high-traffic  Website,  as  well  as  knowledge  of  HTML,  brows¬ 
er  compatibility  issues  and  basic  graphics  design.  Understanding  of  Photoshop,  Webtrends,  basic  JavaScript, 
Macromedia  and  dynamic  HTML  a  plus.  You  will  need  solid  listening  skills,  attention  to  detail,  business  ori¬ 
entation  and  the  ability  to  learn  new  technologies  in  a  changing,  fast-paced  environment. 

Systems  Operations  Manager 

Innovative  and  enthusiastic  professional  needed  to  manage  our  System  Operations  Support  Team.  You  will 
be  responsible  for  staffing;  all  duties  in  Transaction  Processing,  Technical  Support,  Network  Administration 
and  MIS  Management;  and  maintaining  policies  and  procedures  for  improvement  of  company  operations. 
Requires  a  bachelor's  degree  in  computer  science  or  equivalent;  at  least  three  years'  related  experience; 
excellent  leadership,  problem-solving,  planning  and  organizational  skills;  and  a  working  knowledge  of 
Microsoft  products,  Visual  Basic  5.0  and/or  C++  as  well  as  FoxPro  and  SQL  Server. 


RoweCom  offers  a  competitive  compensation  and  benefits  package  including  medical,  dental,  disabil¬ 
ity  and  life  insurance,  401  (k)  Plan,  stock  options,  bonus  and  employee  professional  development  of up 
to  $5,000  per  calendar  year.  For  immediate  consideration,  send  resume 
before  September  30  th  to:  Human  Resources  Manager,  RoweCom,  7 25 
Concord  Avenue,  Cambridge.  HA  02138.  Fax:  617-661-9438.  E-mail: 
resumes@rowe.com  No  phone  calls  please.  Due  to  the  volume  of responses,  we 
can  only  acknowledge  resumes  of  those  selected for  interviews. 

We  are  an  equal  opportunity  employer  M/F/H/V. 


Visit  our  website  at  www.  rowe.  com 


DATABASE  ADMINISTRATOR 
Database  Administrator  to  do 
logical  and  physical  design  of 
Oracle  database;  Code  test  and 
implement  Oracle  scripts  apply¬ 
ing  knowledge  ot  Database 
Management  Systems;  Calcu¬ 
late  optimum  values  tor  Oracle 
database  parameters;  perfor¬ 
mance  tune  Oracle  databases; 
Model  Oracle  database  securi¬ 
ty;  manage  backup  and  recov¬ 
ery  of  Oracle  databases;  make 
changes  to  Oracle  database 
applications  using  expertise  in 
Oracle  database  administration 
which  includes  logical  design, 
physical  design,  performance 
tuning,  backup  and  recovery, 
coding  of  scripts,  knowledge  of 
Oracle  7.3,  SQL  ‘DBA,  Pro  "C 
(tools)  and  PL/SQL  (Language). 
Requirements:  Bachelor's  De¬ 
gree  in  Computer  Science  or 
related  field  and  one  year  expe¬ 
rience  as  a  database  adminis¬ 
trator,  expertise  in  Oracle  data¬ 
base  administration  which 
includes  logical  design,  physical 
design,  performance  tuning, 
backup  and  recovery,  coding  of 
scripts,  knowledge  of  Oracle 
|  7.3,  SQL  "DBA,  Pro  ‘C  (tools) 

and  PL/SQL  (Language).  Sal¬ 
ary:  $57,000/yoar  Working  Con¬ 
ditions  8  00  A  M.  to  5:00  P.M., 
40  houis/weok  involves  exten- 
!  siv8  tiavei  and  relocation.  Ap¬ 
ply:  Mr.  Duane  M.  Brentzel, 
(Greensburg  Job  Center,  599 
Sells  Lane,  Greensburg,  PA 
1 15601,  Job  No  9086503. 


Contractors 

For  more  than  25  years.  CPL  WorldGroup  has  supported 
customers  across  the  U  S.  with  top  talent.  Are  you  ready 
to  join  us?  We  need  contractors  (  Programmer  Analysts 
to  Systems  Analysts)  with  the  following  skills: 

•  NATURAL/ ADABAS  •  OOD/OOP 

•  PEOPLESOFT  •  DBA's  —  ORACLE 

•  ORACLE  OR  ADABAS 

Interested7  FAX  or  e  mail  your  resume  to: 

CPL  WorldGroup.  Inc..  1990 
N.  California  Blvd.  Suite  950. 

Walnut  Creek.  CA  94  596; 

FAX  925/472  4904. 
contracttDcpIworldgroup  com. 


DBA's  & 

Database  Experts 


We  place  O.B.  specialists  in  permanent 

positions  across  U  SA  Relo  h  Fees  Paid 
Salaries  vary  with  cost  ol  living 

DBA's  $70 -120k 

Oracle  /  Sybase  /  Informix  i  DB2 
Various  positions  *  mix  of  design, 
Web  technology  &.  warehousing 

Data  Warehouse  to  $1 00K  + 

150  corp  with  multi-DB  environment. 
Requires  Sybase,  DB2  &  Oracle. 

S/W  Development  $80  -  150k 

C/C+^/dalabasc  internals  skills 
for  financial  (Wall  Street)  companies 

Oracle/M'facturing  $70  -  80k 

Implementation  &  customization 
of  multi-plant  Oracle  mfg  system 

DBA/Tech  Support  to  $80k 

Strong  Unix  &  DB  performance 
tuning  ol  large  networks 


HAMILTON 

P.0  Box  369  West  Hurley,  NY  12491 
914-679-4050  Fax:  914-679-5704 
c»ad  it  huniiltnntech.com 
http  :»«  «. hjmilliinlcch.com 


SENIOR  CONSULTANT  re¬ 
quired.  Information  technology 
consulting  including  analysis, 
design,  programming,  &  imple¬ 
mentation  of  on-line  systems 
&  software  in  a  Mainframe 
environment  using  CICS  & 
DB2.  Five  years  experience 
with  the  above  described  job 
duties  or  five  years  of  experi¬ 
ence  as  a  Mainframe  Pro¬ 
grammer.  Must  be  willing  to 
relocate  to  various  unantici¬ 
pated  work  sites  throughout 
USA  every  4  to  10  months. 
Employer  will  pay  tor  neces¬ 
sary  travel  from  assignment  to 
assignment.  Must  have  proof 
of  legal  authority  to  work  in  the 
U.S.  Salary:  $70,000.00/year 
for  a  40-hour  work  week. 
Apply  at  the  Texas  Workforce 
Commission,  Houston,  Texas, 
or  send  resume  to  the  Texas 
Workforce  Commission,  1117 
Trinity,  Room  424T,  Austin, 
TX  78701.  J.O  Number 
TX7858092.  Ad  paid  by  an 
Equal  Opportunity  Employer. 


TECHNICAL  ADVISOR/SYS¬ 
TEMS  DEVELOPMENT.  Provide 
technical  advice  and  expertise  to 
systems  development  project 
groups  in  defining,  developing 
and  reviewing  existing,  as  well  as 
proposed,  applications  for  major 
real  time  or  batch  data  process¬ 
ing  systems  and  applications 
using  C  and  C++  and  ORACLE 
RDBMS  in  a  UNIX-based 
client/server  environment.  Plan, 
schedule  and  direct  staff  in  pro¬ 
gram  coding.  Make  staff  assign¬ 
ments.  Coordinate  and  review 
code  prepared  by  staff.  Oversee 
the  development  of  C++  code 
from  OO  design  diagrams  and 
charts.  Analyze  code  test  runs. 
Provide  documentation  of  sys¬ 
tem  and  reports  for  user  commu¬ 
nity.  Code  as  required  to  ensure 
success  of  project  development. 
Coordinate  activities  between 
users,  technicians,  computer 
and  communication  networks. 
Advise  management  on  aspects 
of  the  data  processing  field 
which  apply  to  development  and 
operation  of  company's  applica¬ 
tions.  Assist  in  the  establishment 
of  and  compliance  with  applica¬ 
tion  program  standards  for  user 
requirement  definition,  docu¬ 
mentation,  system  development, 
programming  and  testing. 
Integrate  the  efforts  of  informa¬ 
tion  systems,  user  departments 
and  external  data  processing 
groups  and  vendors  for  applica¬ 
tion  program  development. 
Provide  technical  assistance  in 
the  application  of  advanced  con¬ 
cepts,  theory,  principles  and 
methods.  Requirements:  Bach¬ 
elor’s  degree  or  foreign  degree 
equivalent  in  computer  science, 
math,  engineering,  business  or 
related  field,  plus  7  years  ot 
experience  in  offered  position  or 
in  systems  development,  includ¬ 
ing  5  years  of  programming;  OR 
Master’s  degree  (5  years  of  col¬ 
lege)  or  foreign  degree  equiva¬ 
lent  in  computer  science,  math, 
engineering,  business  or  related 
field,  plus  5  years  of  experience 
in  offered  position  or  in  systems 
development,  including  5  years 
of  programming.  Stated  experi¬ 
ence  must  have  included  experi¬ 
ence  with:  C  or  C++;  UNIX;  dis¬ 
tributed  systems;  client/server 
technology;  either  object  orient¬ 
ed  development  or  any  of  the  fol¬ 
lowing  CASE  tools:  Relational 
Rose,  CADRE  or  OODesigner; 
and  technical  design  and  devel¬ 
opment  of  major  client/server 
projects.  Salary  range:  $47,136  - 
75,912  per  year.  Forty  hours  per 
week,  8:00  -  5:00,  M-F.  Job 
order#  CO4585062.  Application 
is  by  resume  only.  Position  in 
Colorado  Springs,  CO.  Must 
have  proof  of  legal  authority  to 
work  in  the  U.S.  Submit  resumes 
to:  Colorado  Department  of 
Labor  and  Employment.  Employ¬ 
ment  Programs,  ATTN:  Jim 
Shimada,  Two  Park  Central, 
Suite  400,  1515  Arapahoe 

Street,  Denver,  CO  80202-2117. 


Programmer  Analyst  -  Oracle 
Specialist  -  Multiple  Openings 

Structured  systems  analysis, 
design,  development,  testing, 
quality  assurance,  implementa¬ 
tion,  integration,  maintenance 
and  support  of  large  volume  on¬ 
line  complex  integrated  client- 
server  based  business,  finan¬ 
cial,  banking,  manufacturing 
and  other  commercial  applica¬ 
tion  systems  in  a  multi-hard¬ 
ware/multi-software  environ¬ 
ment  using  centralized  or  dis¬ 
tributed  database  systems 
using  Oracle  Relational  Data¬ 
base  Management  Systems 
(RDBMS)  and  related  software, 
Design  of  large  application  sys¬ 
tems  and  databases  in  a  Co¬ 
operative  Development  Environ¬ 
ment  (CDE);  and  analysis, 
design  and  development  of 
applications  using  CASE  (Com¬ 
puter  Aided  Software  Engi¬ 
neering)  tools.  Bachelor's  De¬ 
gree  (or  equivalent)  in  Com¬ 
puter  Science-Math/Engineer¬ 
ing/Science/Business-Com¬ 
merce  and  1  yr.  experience  in 
job  offered  or  as  Software 
Engineer/Systems  Analyst  are 
required.  Must  have  appropriate 
combination  of  skills  as  follows: 

1  of  A  and  3  of  B.  or  2  of  A  and 

2  of  B  A)  includes  Oracle 
RDBMS,  Oracle  CASE  tools 
(Designer,  Dictionary,  Genera¬ 
tor),  CDE  2,  Oracle  Financials; 
B)  includes  PRO'C,  SQL- 
Forms,  SQL'Reportwnter,  SQL- 
Plus,  SQL'Menu,  PL/SQL.  High 
mobility  preferred.  40  hrs/week, 
8  am  -  5  pm.  $55,300  -  $75,000 
per  year.  Qualified  applicants 
should  contact  or  send  resume 
to  Mr.  Greg  Schwing.  Manager, 
Pittsburgh  South  Job  Center, 
2100  Wharton  Street,  Pitts¬ 
burgh,  PA  15203.  Refer  to  Job 
Order  #7040351 . 


Find  your  I.T.  future 
at  Logicon 


Logicon  Inc.,  a  subsidiary  of  Northrop  Grumman  Corporation,  has  provided  advanced  technology 
systems  and  services  to  support  America's  national  security,  as  well  as  our  civil  and  corporate 
needs  for  more  than  30  years.  Logicon  Defense  Technology  Group  supports  large  scale  informa¬ 
tion  technology  programs  for  state  and  local  governments.  Logicon  provides  project  management, 
independent  verification  and  validation  (1V&V),  and  systems  engineering  services.  Join  us  and 
combine  your  talents  with  our  technologies  to  build  the  future  into  the  next  generation. 

Current  openings  for;  Project  Managers,  Senior  System  Analysts,  Systems  Analysts 
and  Software  Engineers. 


SACRAMENTO.  CA.  AUSTIN. 

•  0LA/0LTP 

•  Acquisitions 

•  Client/Server  Systems 

•  Web  Apps  &  Architecture 

•  Business  Process  Reengineering 

•  Legacy  System  Conversion 

•  Network  &  System  Security 

•  Database 

(Legacy  &  Contemporary) 

•  Electronic  Commerce/EDI 

•  Network  Architecture 
Design/Analysis 

We  have  additional  openings  in:  Orlando,  FL,  C 
Anaheim,  CA. 


&  TALLAHASSEE.  FL 

•  Independent  Verification 
&  Validation 

•  Software  Development 
(C++,  VB,  JAVA,  etc.) 

•  Project  Management  (feasibility 
studies,  proposal  evaluation, 
scheduling  and  risk  management) 

•  System  Design  &  Analysis 
(Joint  Application  Design,  COTS) 

•  Domain  Expertise  (health  care, 
public  safety,  tax/ACCOUNTING 
systems  and  welfare  programs) 

rado  Springs,  CO,  Arlington,  VA,  and 


Please  mail/FAX  your  resume  with  salary  history  to:  Logicon  Inc.,  2150  River  Plaza  Drive,  Suite 
245,  Sacramento,  CA  95833.  Fax:  916/567-9997.  E-mail:  dee.hancock@logicon.com 

For  more  information  visit  us  at:  www.logicon.com 


LOGICON 

A  Subsidiary  of  Northrop  Grumman  Corporation 


U.S.  Citizenship  Required.  Equal  Opportunity  Employer  M/F/DA/ 


Interview 
with  ACI, 


with 


Inc.  for: 


Basic  5.0,  RDBMS 
Imaging  Architects 


•  Documentum,  Filenet, 
Eastman  Software 


and  get  a  cool  $250  in  cash  right  on  the  spot  I  ACI, 
offers  sign-on  bonuses,  relocation  assistance,  excel¬ 
lent  benefits  packages  and  more  One  look  ana 
you'll  want  to  transcend  technology  with  us! 


Call  us  to  set  up  an  interview  at  773-380-4200! 
You've  nothing  to  lose  and  lots  to  gain,  starting 
with  $250!  Or,  mail,  fax  or  e-mail  your  resume  to 


aci 

automated 

concepts 

incorporated 


Attn:  Mr.  Brown 

8770  W  Bryn  Mawr 

Chicago,  IL  60631 

Fax:  773-380-4227 

E-mail:  acirecruit@autocon.com 

Equal  Opportunity  Employer  M/F/D/V 


Systems  Programming  Analyst. 
Work  Sched  8:00AM-5:00PM 
40  hrs/wk.  $54,600  P/A.  Design, 
configure  &  install  corporate 
network  communication  &  cus¬ 
toms  systems  (mainframe  & 
client  server),  using  remote  ses¬ 
sions  for  emulations  &  file  trans¬ 
fer  protocols  through  the  Inter¬ 
net  for  customs  broker  connec¬ 
tivity  including  hardware  & 
mainframe  applications  soft¬ 
ware  to  facilitate  movement  of 
automotive  parts  &  vehicles 
between  US,  Canada,  Mexico, 
Europe  &  Pacific  Rim.  Develop 
&  improve  computer  systems 
incorporating  customs  regula¬ 
tions  for  importation  of  goods  at 
global  facing  depots'in  Canada. 
Mexico,  Belgium  &  Singapore 
with  unified  international/North 
American  customs  software 
system  complying  with  customs 
regulations  &  duties,  calcula¬ 
tions  of  Free  Trade  preferential 
duty  rates  &  shipment  tracking 
of  goods  from  &  to  the  US, 
Canada,  Mexico,  Singapore  & 
Belgium.  Master.  Computer 
Engineering.  2  yrs  exp.  in  job  or 
Related  Occupation  ot  Grad¬ 
uate  Assistant.  2  yrs  exp.  in 
related  occupation  must  include 
organization  &  preparation  ol 
computer  analyzes  through 
design,  coding  &  implementing 
mainframe  &  PC  computer  pro¬ 
grams  to  research  &  process 
financial/manufacturing  firms' 
strategies  to  trade  agreements 
including  elimination  of  trade 
barriers  in  Europe  &  the  Free 
Trade  Agreements  among  US, 
Canada  &  Mexico,  which  may 
be  concurrent  with  Related 
Occupation  exp.  Employer  Paid 
Ad.  Send  resume  to  Job 
Service,  7310  Woodward  Ave, 
4th  Floor,  Detroit,  Ml  48202, 
Ref.  No.  40497 


IT  managers  are  turning  to  campus  markets, 
hiring  "events"  and  beefed-up  bonuses  to 
attract  new  talent  BY  LESLIE  GOFF 


nce  the  Dallas-Fort  Worth  area 
began  to  rebound  from  the  reces¬ 
sion  of  the  late  1980s  and  early 
1990s,  the  information  systems 
job  market  felt  a  dramatic  shift. 
What  was  once  an  employer’s 
kingdom  has  become  an  IS  job¬ 
seeker’s  Shangri-la. 

Candidates  began  getting  offers 
that  would  have  been  unheard  of 
just  a  few  years  ago.  Now,  six- 
figure  salaries  and  consulting  rates 
of  $80  to  $100  per  hour  aren’t  un¬ 
usual.  Entry-level  IS  salaries  have 
shot  up  50%  since  1994.  Sign-on 
bonuses  can  range  from  $5,000  to 
$10,000. 

To  find  out  how  employers  re¬ 
cruit  and  retain  IS  pros  in  this 
competitive  market,  Computerworld 
spoke  to  executives  at  two  of  the 
area’s  top  100  companies:  a  na¬ 
tional  consulting  firm  that  recently 
added  a  practice  in  the  area  and  a 
local  IS  recruiter  who  works  with 
Fortune  500  clients. 

CW:  What  impact  has  the  shift 
in  the  local  IS  job  market  had  on 
your  hiring  practices? 

BAIT:  You  can’t  just  hang  out  a 
shingle  on  a  college  campus  or  at 


a  job  fair  and  get  people  to  line  up 
anymore.  You  have  to  work  to  at¬ 
tract  them.  Since  1994,  things 
have  gotten  progressively  tougher, 
and  every  year  we’ve  had  to  ratchet 
up  what  we  do. 

HEARD:  We  can’t  insist  on  a  lot 
of  experience  like  we  used  to. 
Whereas  five  or  six  years  ago  we 
would  have  insisted  on  five  to  six 
years  of  experience  for  a  program¬ 
mer,  now  we  will  go  down  to  two 
or  three  years.  And  entry-level 
salaries  are  inflated  beyond  reach. 

CW:  Just  how  bad  is  the  recruit¬ 
ing  market? 

HEARD:  We  recently  had  some¬ 
one  go  through  all  the  interviews. 
We  made  him  an  offer.  We  had 
filled  out  all  the  paperwork.  And 
all  he  talked  about  was  how  excit¬ 
ed  he  was  to  come  work  for  us, 
how  he  loved  the  Fossil  culture. 
We  had  offered  him  25%  more 
than  we  would  have  paid  for  the 
same  skills  a  year  ago.  And  at  the 
last  minute,  he  changed  his  mind 
to  take  another  job  for  more  mon¬ 
ey.  And  he  wasn’t  even  top-notch 
—  he  was  middle-of-the-road.  Peo¬ 
ple  who  are  mediocre  are  getting 
ridiculous  salaries. 


The  panelists: 

Jerry  Batt,  vice  president  of  billing  systems, 
telecommunications  firm  ATelT  Consumer  Ser¬ 
vices,  Dallas 

Dan  Heard,  senior  vice  president  of  opera¬ 
tions,  watchmaker  Fossil,  Inc.,  Dallas 

Jonathan  Hines,  Southwest  area  manager,  IS 
consulting  firm  Pencom  Systems,  Inc.,  Dallas 
office 

Donna  Schuback,  senior  recruiter  and  vice 
president,  IS  recruiter  Datapro  Personnel 
Consultants,  Dallas 


CW:  What  new  strategies  have 
you  adopted  or  internal  changes 
have  you  made? 

SCHUBACK:  Clients  are  devis¬ 
ing  more  lucrative  salary  packages 
and  other  benefits  like  flextime, 
cafeteria  plans,  gyms.  They’re  try¬ 
ing  to  make  their  companies  more 
pleasant  places  for  people  to  work. 
The  biggest  change  has  been  their 
willingness  to  consider  the  [H-iB 
visa]  candidate.  Until  recently  it 
was  almost  impossible  to  deal  with 
that. 

BATT:  Things  that  we  would  not 
have  considered  a  few  years  ago 
are  standard  now,  like  retention 


bonuses  and  salary  reviews  out¬ 
side  the  regular  review  cycle.  We 
also  spend  a  lot  more  time  on  the 
intangibles  of  the  work  environ¬ 
ment. 


CW:  What  recruitment  tactics 
have  been  the  most  successful? 

BATT:  We  focus  more  heavily  on 
the  college  grad  market,  and  we’ve 
had  to  redouble  our 
campus  efforts  several 
times.  We  have  to  pre¬ 
recruit.  For  example, 
we  hold  leadership  con¬ 
ferences  for  [college] 
sophomores  and  ju¬ 
niors.  I  get  the  E-mail 
addresses  of  everyone 
we  see  on  campus  and 
communicate  with 
them  throughout  their 
college  career. 

For  experienced 
hires,  we’ve  had  to  in¬ 
crease  salary  packages. 

We  see  people  spend¬ 
ing  a  short  time  acquir¬ 
ing  new  skills  and  making  it  pay 
off  in  a  six-figure  income.  We  also 
offer  sign-on  bonuses  that  vary 
from  individual  to  individual.  Re¬ 
cently  we  hired  someone  who 
didn’t  yet  have  a  green  card,  so  we 
offered  to  take  care  of  that  —  that 
can  be  a  $5,000  proposition. 

HINES:  Instead  of  individual 
interviews  for  our  candidates,  we 
hold  “hiring  events”  —  daylong 
and  sometimes  weekend-long 
staffing  events  that  include  corpo¬ 
rate  presentations,  interviews, 
meals  and  social  get-togethers  over 
drinks  with  both  our  employees 
and  our  candidates.  As  a  result, 
we’re  seeing  over  70%  of  the  of¬ 
fers  we  make  turn  into  accep¬ 
tances,  which  is  greater  than  the 
industry  average  by  a  magnitude. 

CW:  What  retention  tactics  have 


been  most  successful? 

HEARD:  We  use  annual  over¬ 
time  bonuses.  Maybe  someone  is 
working  60  hours  a  week  —  we 
try  to  recognize  that  at  the  end  of 
the  year.  Stock  options  gain  long¬ 
term  loyalty;  our  stock  has  gone 
from  $4  to  $23  a  share  in  last 
three  years,  and  that  has  helped. 

BATT:  We  have  accelerated  pro- 


IT  SALARIES  IN  DALLAS-FORT  WORTH 


The  total  compensation  being  paid 
to  select  IT  professionals 

Chief  information  officer  $118,000 

Project  manager  $73,000 

Director  of  networks  $71,000 

Senior  systems  programmer  $61,000 

Database  manager  $58,000 

Network  administrator  $56,000 

Systems  analyst  $56,000 

Source:  Computerworld's  1998  Annual  Salary  Survey,  to  be  published  Sept.  7 

motions.  It  would  usually  take  sev¬ 
eral  years  and  two  or  three  assign¬ 
ments  in  the  same  job  before  we 
would  move  someone  up.  Now  we 
have  promoted  people  after  only 
one  assignment  and  one  year  in  a 
job.  We  also  use  retention  bonus¬ 
es,  project  incentive  bonuses  — 
and  that  is  new  —  and  spot  reten¬ 
tion  awards  if  we  think  we  can  get 
to  someone  who  is  at  risk. 

We  have  a  number  of  social 
events,  like  a  big  party  in  the  park¬ 
ing  lot  that  was  a  miniversion  of 
A  Taste  of  Dallas.  We  have  babies 
crawling  around  cubicles  because 
parents  can  bring  their  kids  in.  We 
flirted  with  a  “bring  your  pet 
to  work”  policy  but  decided  that 
wasn’t  a  good  idea.  □ 

Goff  is  a  freelance  writer  in  New 
York. 
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At  EDS,  technology  is  our 
mainline  business,  not  a  sidel  ine. 


If  you're  an  IT  professional,  shouldn't  you  be  working  for  an  IT  company? 

At  EDS.  you’ll  find  that  your  skills  can  take  you  all  the  way  to  the  top,  not  just  the  top  of  your 
department.  Here,  you’ll  find  the  opportunities  are  unlimited.  Through  top-flight  technology,  team¬ 
work  and  innovation,  our  employees  are  changing  the  way  the  world’s  leading  organizations  work. 
You'll  receive  excellent  training,  salaries,  benefits  and  the  chance  to  go  as  far  as  your  talent  and 
drive  will  take  you.  We  have  immediate  openings  for  people  with  the  following  qualifications: 

Information  Analysts,  Information  Specialists 
and  Senior  Information  Specialists 

COBOL  II/DB2/MVS  (New  Jersey,  Virginia,  Plano,  Kansas  City) 

COBOL/Mainframe  and/or  AS/400  (Kansas  City, Plano) 

AS/400,  RPGIII/CA  PRMS  required  (New  Jersey) 

C++/Oracle  or  InConcert/Neon  (New  Jersey) 

C++/HTML/SQL  -  both  junior  &  senior  level  (New  Jersey) 

C++,  Object-Oriented  development  •  JAVA  (Plano)  •  with  Smalltalk  (Kansas  City) 

System  Testers 

C/Unix,  previous  testing  experience  required  (New  Jersey,  Plano) 
COBOL/TSO/JCL/PROC’s  -  Test  execution  of  MVS  applications  (Virginia) 

Business  Analysts 

Systems  Life  Cycle  Methodologies  •  Quality  Assurance/Testing  (New  Jersey,  Plano) 

Database  Administrators 

DB2  •  IMS  •  Oracle/Unix  (Plano) 

DB2  •  Sybase  (Virginia) 


All  positions  require  a  minimum  of  2-5  years  of  hands-on  experience.  Qualified  candidates  must  pos¬ 
sess  strong  interpersonal  and  communication  skills.  Candidates  must  also  be  authorized  to  work  in  the 
United  States  on  a  full-time  basis. 


Please  fax  or  email  your  resume,  indicating  position  of  interest,  to 
Dept.  72-8276  at  one  of  the  following  EDS  offices: 


Plano,  TX 
Kansas  City,  KS 
McClean,  VA 
Bedminster,  NJ 


email:  shirley. a.pierce@eds. com/fax  972.605.2643 
email:  cighr-kc@eds. com/fax  913-663.6767 
email:  florence.fanelli@eds. com/fax  703-  761.8698 
email:  hkorossy@edsatt.attmail.com  OR 

jschmitt@edsatt.  attmail.com/fax  908. 781.4959 
Visit  us  on  the  Web  at  http://www.eds.com/career. 


►  A  more  productive  way  of  working 


EDS 


EDS  &  the  EDS  logo  are  registered  marks  of  Electronic  Data  Systems  Corporation. 

EDS  is  an  equal  opportunity  employer,  m/f/v/d.  ©1998  Electronic  Data  Systems  Corporation.  All  rights  reserved. 


Application  Developers 


Add  explosive  energy  and  the  latest  cutting-edge  technology  with  a  company  who 
cares  about  you  -  and  you’ve  got  Software  Architects!  Since  1978,  our  responsiveness 
to  market  demands  and  innovation  has  lead  to  a  current  45%  growth  rate.  Combine 
this  with  our  policy  of  promoting  from  within  and  discover  unparalleled  opportuni¬ 
ty.  We  seek  career-minded  professionals  with  experience  in: 

VISUAL  BASIC  •  SITE  SERVER  •  VISUAL  INTERDEV 
SQL  SERVER  •  EXCHANGE  DEVELOPER 
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Long-tern 

careers 


Advancement 


opportunities 


Continuous 

•training 
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We  offer  only  full-time  employment  with  no  travel  and 
our  Consultants  receive  full  salary  and  benefits  between 
assignments.  We  provide  competitive  compensation 
plans  along  with  health/dental/life  insurance,  profit 
sharing,  401  (k)  plan,  tuition  reimbursement  and  more. 

Please  forward  your  resume  to: 

Software  Architects,  Inc.,  Dept.  DR,  122 
W.  Carpenter  Frwy.,  Suite  300, 

Irving,  TX  75039 

fax:  (972)  650-8312  or 

email:  DallasRecruiter@sark.com. 

Equal  Opportunity  Employer.  Principals  only,  please. 


Dallas  •  Chicago  •  Atlanta  •  Denver  •  Houston 
Minneapolis  •  Columbus  •  Cincinnati  •  Tampa 


Software  Architects,  Inc. 


www. sark.com 


Partner 


Campus 

Edition 


October  31,1998 


Space  Deadline: 

September  16, 1998 


Material  Close: 

October  9, 1998 


1-800-343-6474. 


ANGE 


A  No  State 
Income  Tax 

A  Low  Cost 


The  sizzling  Telecom  Corridor  in  the  Dallas/Fort  Worth 
region  is  where  eJobs  can  help  you  apply  directly  and 
confidentially  to  any  or  all  170  high-tech  companies.  Don't 
know  anything  about  the  Dallas/Fort  Worth  region?  Visit  eJobs 
and  you'll  discover  that  this  region  has  nationally  recognized  pub¬ 
ic  schools,  a  sunny  climate,  low  cost  of  living  and  has  an  abundance  of 
available  activities.  You  already  knew  that  Texas  has  no  state 
income  tax,  didn't  you? 


TECHNICAL  PROFESSIONALS 

WE  HAVE  IMMEDIATE  OPENINGS  FOR  THE  FOLLOWING: 


of  Living 


OPTICAL/PHOTONIC 


SOFTWARE  DEVELOPERS 


ENGINEERS 


PROGRAM  MANAGERS 


A  Superior 
School 


System 


A  Moderate 
Climate 


WIRELESS/RF  ENGINEERS 
DSP  ENGINEERS 
SYSTEM  ENGINEERS 
ELEC.  DESIGN  ENGINEERS 


SOFTWARE/HARDWARE 
ENGINEERS 
WEB  DEVELOPERS 


A  High  Pay, 
Competitive 
Job  Market 


Apply  Now!  Log  Onto  eJobs! 

www.ejobs.com/telecomcorridor 


iin 


Wmm 


So  which  company  fits  your  area  of  expertise?  eJobs  can  answer  that. 
eJobs  is  a  versatile  new  job  site  that  offers  a  multitude  of  services  for 
the  job  seeker.  It  provides  direct  access  to  over  170  companies  in  the 
Telecom  Corridor,  all  of  which  are  hiring  qualified  technical  profes¬ 
sionals. 


The  instant  you  cut  and  paste  your  resume  into  eJobs,  you  can 
choose  to  apply  directly  and  confidentially  to  companies  in  the 
Telecom  Corridor.  All  participating  companies  offer  relocation 
assistance.  So  make  the  change  to  eJobs  and  change  your  present 
and  your  future. 


PSR TELECOM 


e  Jobs 


CORRIDOR  ® 


OGG 


BICHA8DSON,  TEXAS 


www.ejobs.comAelecomcorridor 
Know  Who  We  Are ? 

Don  7  Worry.  You  WUL 


A  Service  01  Global  Employer’s  Network,  Inc. 


Transamerica  Real  Estate  Information  Companies  is  the  nation's  largest 
provider  of  real  estate  information  services  to  mortgage  lending  institutions.  As 
the  industry  leader  for  more  than  60  years,  we  obtain  property  tax  information  and 
monitor  payments  of  property  taxes  on  mortgaged  properties  nationwide. 


As  one  of  Transamerica's  fastest  growing  divisions,  we  are  actively  seeking  individuals 
for  the  following  professional  positions  in  the  area  of: 


Technology 


MAINFRAME  SYSTEMS: 

Systems  Programmer 

•  Software  support 

•  DASD  mgmt 

•  Change  control 
Programmer  Analyst 

•  COBOL.  CICS,  DB2 


MID  RANGE  SYSTEMS: 

Programmer  Analyst 

•AS/400  RPG 
•Win  95 


NETWORKING: 

Network  Engineer 

•Win  NT  Admin 

•  UNIX  -  AIX  Admin 

•  Troubleshooting 

Desktop  Analyst 

•Win  NT/95 

•  MS  Office  (front  &  back) 


Computer  Operator 

•  OS  400 


DBA: 

DB2  DBA 
SQL  Server  DBA 

•NT 


CLIENT  SERVER: 
Programmer  Analyst 

•Visual  Basic 
•  Power  builder 


MAINFRAME/MID  RANGE/PC 

SYSTEMS: 

Quality  Assurance  Tester 

•  Exp.  with  Qual.Assur. 

&  Acceptance  Testing  Methodologies 


Interested  candidates,  please  forward  your  resume  with  cover  letter,  salary 
expectation  and  job  title  (resumes  received  without  all  of  the  above  will  not  be 
considered)  to:  Transamerica  Real  Estate  Information  Companies,  Human 
Resources  Scanning  Center;  1201  Elm  Street,  Suite  400,  Dallas.TX  7S270; 
FAX:  888-633-9605;  E-MAIL:  jobs@transamerica.com  by  September  18.1998 
All  resumes  received  must  be  in  plain  text  format  (no  attachments  please). 


Transamerica  Real  Estate  Information  Companies  offers  competitive  salaries, 
immediate  benefits  and  real  opportunities  for  career  growth  in  a  business  casual  work 
environment  centrally  located  in  downtown  Dallas.  In  addition,  we  provide  each  of  our 
employees  a  free  E-Pass  for  convenient  DART  travel. 


For  other  exciting  opportunities  with  Transamerica,  please  call  our  JOBLINE  at 
(214)  571-1555.  We  are  an  Equal  Opportunity  Affirmative  Action  Employer  M/F/D/V 
Principals  only  please. 


Transamerica  real  estate 

INFORMATION  COMPANIES 
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Not  Your  Average  Technical  Job. 


Log  on  to  a  great  job.  Southwest  Airlines  is  looking  for  professionals  for  our  Systems/Information  Technology 
Department.  There  are  a  variety  of  positions  open,  all  of  which  offer  competitive  salaries,  great  benefits, 
free  travel  privileges,  and  opportunities  for  advancement.  Recognized  as  one  of  the  ten 
most-admired  companies  to  work  for  by  Fortune  magazine,  Southwest  Airlines  allows 
you  to  grow  professionally  and  enjoy  work  at  the  same  time.  So  what  are  you 
waiting  for?  For  more  information,  check  out  our  web  site  at  www.southwest.com. 

Just  write  XADcompw  on  the  top  of  your  resume  and  fax  it  to  (214)  792-7015.  A  SYMBOL  OF  FREEDOM’ 


SOUTHWEST  AIRLINES 


An  Equal  Opportunity  Employer 


©1998  Southwest  Airlines  Co. 


I QQ11P' 

October  31. 1998 

Space  Deadline: 

September  16. 1998 


1-800-343-6474, 


New 

England 

CORPORATE 

TECHNICAL 

RECRUITING 

CONFERENCE 

COMPUTERWORLD 


October  5,  1998 
.1-800-488-9204 


Find  I  T. 
Consulting 
Careers 
Here 
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in  an 


Innovative 


Setting 


PDX,  Inc.,  the  industry  leader  in  phaimacy  soflwore  development  and  related  serviies,  is  experiencing  continued 
growth  on  all  fronts.  Vie  are  considered  innovators  in  UNIX  and  NT  applications,  a  tradition  corned  on  by  our  new 
Windows-based  Disease  Management  product.  As  we  delivei  our  Beta  Y2K  Phanmcy  Software  and  hnali/e  a  com¬ 
plete  rollout  of  our  Windows  products,  we  have  great  opportunities  foi  experienced  software  application  developers 
and  supporting  roles.  The  following  positions  leguiie  excellent  written  and  oral  communication  skills. 


SOFTWARE  ENGINEERING/PROGRAMMING 


.  Sybase  DBA 


Ideal  candidates  must  have  2-5  years  experience  with  Sybase  Adaptive  Server,  capacity  planning,  performance  tuning, 
data  modeling,  logical  and  physical  design  and  stored  procedures.  Job  Code:  SD 


Applications  Programmers 


Selected  individuals  will  have  a  minimum  of  2  years  experience  in  UNIX,  C  and  4GL,  as  well  os  a  minimum  of  1  yeai 
experience  programming  retail  applications  oi  equivalent.  Pharmacy,  physician  and  internet  applications  design  a  plus. 

Job  Code:  AP 


Applications  Design  and  Dev 


Candidates  must  have  a  minimum  of  2  years  experience  in  applications  design  and/or  programming  using  a  00 
Modeling  Case  tool  and  00  Methodologies.  Must  also  have  2  years  experience  in  4GL,  ActiveX  (OLE),  HTML,  C-*  +  or 
Jova.  Phaimacy,  physician  and  internet  applications  design  a  plus  Job  Code:  ADD 


Quality  Control 


Applications  Analysts 


Pharmacy  Technicians  with  computer  experience  or  individuals  with  training/degree  in  CIS  or  programming 
preferred.  Experience/knowledge  of  Pascal,  C  and/or  UNIX,  os  well  os  pharmacy,  physician  and  internet  applications 
design  a  plus.  Job  Code:  AA 

PDX  benefits  include  a  company-matched  401k,  comprehensive  medical  coverage,  a  pre-tax  medical  Aw 

expense/dependent  core  plan  and  a  business  casual,  high  energy,  productive  workplace  located  in  an 
area  which  is  free  of  daily  traffic  jams  and  parking  problems.  We  recruit 
the  strongest  and  brightest  software  development  talent  and  hue 
contributors.  If  you  feel  you  are  a  member  of  this  elite  group  and  wish  to 
see  youi  work  impact  an  entire  industry,  please  forward  your  resume  and 
salary  requirements  today  to:  PDX,  Inc.,  Attn:  Jim  Lewis-(Job 
Code),  101  Jim  Wright  Freeway  South,  Suite  200,  Fort 
Worth,  TX  76108-2253;  e-mail:  jobinfo@pdxinc.com  or 
fax:  (817)  246-0131  .  We  are  an  equal  opportunity  employer. 


When  was 
the  last  time 
a  great  job 
found  you? 

That’s  what  we  thought. 


You  already  know  Computerworld  as  a  great  resource  for  career  opportunities.  Now 
we're  bringing  you  Computerworld  Career  Central,  the  service  where  the  jobs  find  you. 

If  you’re  a  software  development  professional,  visit  www.computerworldcareers.com, 
fill  out  a  Member  Profile  and  submit  it.  We’ll  find  jobs  matched  to  your  skills, 
experience  and  preferences  and  send  them  to  you,  confidentially,  via  e-mail. 
Computerworld  Career  Central  is  the  hassle-free,  cost-free,  we-do-the-work-so-you- 
don't-have-to  job  matching  service  that  works. 

You  work  hard  enough.  Go  to  www.computerworldcareers.com  and  let  us  do  the  rest. 


COMPUTERWORLD 

&  Career  Central' 

www.computerworldcareers.com 


L 


The  Computerworld 

Philadelphia  Area 

Corporate  Technical 
Recruiting  Conference! 


Monday,  September  14,  1998 

Philadelphia  Marriott,  Philadelphia,  Pennsylvania 

On  September  14,  1998,  you  have  a  special  opportunity  to  update  your  recruiting 
skills  and  network  with  recruiters  in  your  area  at  the  first  annual  Philadelphia  Area 
Corporate  Technical  Recruiting  Conference,  held  at  the  Philadelphia  Marriott, 
Philadelphia,  Pennsylvania. 


A  Full  Schedule  of 
Contemporary  Topics 

7:45am  Continental  Breakfast  & 
Conference  Registration 

8:30am  Concurrent  Sessions: 

Building  an  Internet 
Recruitment  Strategy 

Tracey  Claybrooke, 

Claybrooke  &  Associates 

Making  the  Placement  Office 
an  Extension  of  Your  Corporate 
Recruiting  Office 

Joan  Craig,  University  of  Pittsburgh 

The  Metrics  Driven  Staffing  Model 

Lynn  Nemser,  Partners  in  Performance,  Inc. 
Nick  Burkholder,  HR  Alliance 

10:00am  Sponsor  Showcase/Coffee  Break 

10:30am  General  Session: 

Candidate  Selection 

Dr.  William  Swan, 

President,  Swan  Consultants,  Inc. 

12:00pm  Luncheon  Keynote: 

David  Weldon, 

Senior  Editor,  Computerworld 

1:30pm  Town  Hall  Forum 

Lynn  Nemser,  Partners  in  Performance,  Inc. 

3:00pm  Sponsor  Showcase/Coffee  Break 

3:30pm  Concurrent  Sessions  repeat: 
Building  an  Internet 
Recruitment  Strategy 

Tracey  Claybrooke, 

Claybrooke  &  Associates 

Making  the  Placement  Office 
an  Extension  of  Your  Corporate 
Recruiting  Office 

Joan  Craig,  University  of  Pittsburgh 

The  Metrics  Driven  Staffing  Model 

Lynn  Nemser,  Partners  in  Performance,  Inc. 
Nick  Burkholder,  HR  Alliance 

5:00pm  Program  ends 


Conference  Registration  Fee*  $350.00 

*  Registration  fee  includes  continental  breakfast,  lunch  and  the  complete  Conference  Resource  Guide. 

This  conference  program  is  developed  exclusively  for  corporate  human  resource  professionals  who  recruit  direct¬ 
ly  for  their  hiring  organizations.  Vendors  of  selected,  targeted  products  and  services  may  participate  through  spon¬ 
sorships  and/or  exhibits. 


For  more  information,  call  the  conference 
hotline:  1-800-488-9204 


Selected  Sessions 
Include: 

Luncheon/Keynote 
Address 

David  Weldon, 

Senior  Editor,  Computerworld 

David  Weldon,  one  of  the  industry’s  leading  watchers  of  the 
Information  Systems  profession,  will  give  you  an 
up-to-the-minute  view  in  this  very  special  keynote  address. 

Building  an  Internet 
Recruitment  Strategy 

Tracey  Claybrooke,  President, 
Claybrooke  &  Associates,  Inc. 

As  mass  advertising  reaches  a  consumer  by  television,  radio, 
billboards,  print  media  in  various  locations  and  venues  -  this 
same  marketing/prospecting  effort  can  take  place  on  the  inter¬ 
net  to  maximize  your  recruitment  efforts.  Learn  about  this  and 
more  in  this  session. 

Candidate  Selection 

Dr.  William  Swan, 

President, 

Swan  Consultants,  Inc. 

Now  -  more  than  ever  -  hiring  the  most  productive  people  is 
critical.  Yet  most  interviews  are  no  better  than  chance  at  pre¬ 
dicting  how  a  new  employee  will  behave  on  the  job.  In  these 
sessions,  you’ll  learn  about  the  skills  necessary  to  make  accurate 
predictions  and  conduct  an  organized  selection  interview. 

9  Town  Hall  Forum 

Lynn  Nemser, 

President, 

Partners  in  Performance,  Inc. 

In  this  session,  you’ll  not  only  be  able  to  propose  your  specific 
questions  for  open  discussion,  you’ll  learn  of  real  world  issues 
and  solutions  from  your  peers.  You  won’t  want  to  miss  this  rare 
opportunity  as  Lynn  Nemser,  an  expert  in  the  HR  field,  leads 
us  through  this  modern  discussion  of  your  recruiting  topics. 
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A  major  retail  IS  group 
needed  to  refine  their 
Decision  Support 
System.  They  needed 
a  seasoned 
Programmer  Analyst 
that  could  do  Y2K 
upgrades  and  general 
enhancements... 


tVvro 


[MATRIX 

Advancing  Technology  Through  People  % 


COBOL-DOWNTOWN  OR  UPTOWN  TO  545/HR 
C0B0LyDB2— NEW  DEVELOPMENT  AND  MAINTENANCE  TO  S52/HR 
AS/400  RPG— SUIT  &  TIE  OR  KHAKIS  TO  S55/HR 
VISUAL  BASIC- YOU  PICK  THE  LOCATION  TO  S50/HR 
QUALITY  ASSURANCE- YEAR  2000  PROJECT  TO  S45/HR 
BUSINESS  ANALYST-LEADING-EDGE  TECHNOLOGY  TO  S45/HR 
C++/0BJECT  ORIENTED— LEARN  TELECOM  TO  S45/HR 
JAVA-FULL  LIFE  CYCLE  DEVELOPMENT  TO  S47/HR 


Ph 


MS  PROJECT-PROJECT  MANAGEMENT  OR  LEAD  TO  S48/HR 
ORACLE  DBA-PHYSICAL  OR  LOGICAL  POSITIONS  TO  S60/HR 
POWERBUILDER— LEARN  FOUNDATION  CLASSES  TO  J5CYHR 
TESTERS-MANY  NEEDS  &  LOCATIONS  TO  S42/HR 
VISUAL  C++/MFC— LEARN  ORACLE  TO  S50/HR 
UNIX  ADMINISTRATION— AIX  OR  HP  TO  $40/HR 
PL/SQL-GOOD  PROBLEM  SOLVING  SKILLS  TO  S45/HR 
LOTUS  NOTES-LEARN  DOMINO  TO  S53/HR 


Contact  MATRIX  Contract  Consulting  Specialists: 

972-778-1860  Fx:  972-980-41.28 

If  you  don’t  find  it  in  our  ad. 

you’ll  find  it  on  our  Web  site! 

www.MatrixResources.com 

♦  HUNDREDS  OF  UNPUBLISHED  OPPORTUNITIES  ♦  POSITIONS  UPDATED  HOURLY  ♦ 
♦  COMPLETE  BENEFITS  W/MEDICAL,  DENTAL,  VISION,  401  (K),  LIFE  ♦ 

♦  MORE  THAN  180  FREE  CBT  COURSES  ♦ 

SAVE  TIME!  APPLY  ONLINE! 


COBOL/CICS  P/A— 3  WEEKS  VACATION  TO  S65K 

UNIX  SYSTEM  ADMINISTRATOR-ENJOY  $10K  IN  TRAINING  TO  $70K 

PEOPLESOFT  HR— 4  DAYWORK  WEEK  TO  S130K 

YEAR  2000  TESTERS— 4  WEEKS  VACATION  TO  S90K 

AS/400  SYSTEMS  ADMINISTRATOR-BONUS!  TO  $65K 

VISUAL  C+WNT/UNIX— CASUAL  ENVIRONMENT  TO  S68K 

VISUAL  BASIC-WEB  DEVELOPMENT  TO  $65K 

CLIPPER  P/A-LEARN  INTERNET  TO  $55K 


JAVA,  C++,  OOD  DEVELOPERS  AND  MANAGERS  TO.$60K 
SQL  SERVER  DBA— CROSS-TRAIN  IN  ORACLE  TO  S55K 
E-COMMERCE  ARCHITECTS-HUGE  PROJECTS  TO  S100K 
CONSULTING  MANAGER-EXPLODING  DALLAS  PRACTICE  TO  S150K 
JD  EDWARDS/RPG  400— LEARN  NEW  TECHNOLOGIES  TO  S110K 
INFORMIX  DBAs— EXCELLENT  BENEFITS  TO  S80K 
•C  /UNIX  WITH  ORACLE-STOCK  OPTIONS  TO  S70K 
BUSINESS  ANALYSTS-CHALLENGING  PROJECTS  TO  S80K 


Contact  MATRIX  Permanent  Placement  Specialists: 

Ph:  972-778-1850  Fx:  972-980-4128 


www.MatrixResources.com 

E-mail:  MatrixDal@MatrixResources.com  Toll  Free:  800-522-0001 
4851  LBJ  Freeway,  Suite  700,  Dallas,  TX  75244 
NAPS  An  Equal  Opportunity  Employer  M/F/DA/.  “NAC3CB 
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IT  CAREERS 


FIVE  OPENINGS  FOR  SYS¬ 
TEMS  ENGINEER-TRAVEL 
GROUP:  Plan  and  coordinate 
programming  application  activi¬ 
ties  in  'C'  language  using 
Structured  Ouerv  Language 
(SOL)  and  Relational  Database 
(ROB).  Write  programs  in  com¬ 
puter  language  tor  solution  by 
means  of  data  processing  equip¬ 
ment.  Maintain  thorough  and 
accurate  system  and  program 
documentation.  Prepare  operat¬ 
ing  instructions  and  correct  pro¬ 
gram  errors.  Generate  problem 
reports  and  ensure  that  all 
reported  problems  are  resolved. 
Analyze  system  capabilities  to 
resolve  questions  of  program 
intent,  output  requirements,  input 
data  acquisition,  programming 
techniques,  and  controls.  Req¬ 
uires  a  Bachelor’s  degree  in 
Computer  Information  Systems, 
Management  Information  Syst¬ 
ems  or  Computer  Science  and 
two  years  experience  in  job 
offered  or  two  years  related 
experience  programming  in  C 
with  RDB  and  SQL.  40  hour  work 
week.  $55,000  per  year.  Apply  at 
the  Oklahoma  State  Employ¬ 
ment  Security  Office,  11654-A  E 
21st  St.,  Tulsa,  Oklahoma 
74129,  (ID#  7209)  Job  Order# 
332190  Ad  paid  by  an  Equal 
Opportunity  Employer. 


Functional  consultant  -  Finance  - 
(Multiple  openings]  -  Provide  tech 
support  in  the  implementation  of 
SAP  software  find  modules;  ana¬ 
lyze  existing  sys  architecture  & 
data  to  create  a  model  to  map  the 
existing  sys  to  SAP;  analyze  & 
interpret  the  aspects  of  mgt  acctg 
sys,  find  info  sys,  mgt  procedures 
&  internal  control  sys  for  opera¬ 
tional  efficiency.  Analyze  the  org  & 
find  structures  &  econ  strategies. 
Analyze  the  reqs  for  different 
acctg  related  aspects  of  an  org 
(find  acctg,  cost  acctg,  project 
acctg  &  find  control.)  Proposal 
dev,  presentation.  &  dev  of  sys 
strategies.  Extensive  use  of  SAP 
R/3.  Bach  deg  in  Comp  Sci  or 
Acctg  +  1  yr  exp  in  job  or  1  yr  exp 
as  systems  analyst  or  SAP 
Financial  Consultant/Specialist. 
Exp  to  inclu  1  yr  designing  com¬ 
puterized  find  sys  in  an  SAP/ 
ABAP  environment.  40  hrs/wk 
$85,000  -  $120,000/yr.  Apply  at 
the  Texas  Workforce  Commission, 
DALLAS,  Texas  or  send  resume 
to  the  Texas  Workforce  Commis¬ 
sion,  1117  Trinity,  Room  424T, 
Austin,  Texas  78701,  J.O.# 

TX0241875  Ad  Paid  by  An  Equal 
Opportunity  Employer. _ 


CONTRACT  POSITIONS 
UP  TO  $11 0.00/HR 

CA.  MD,  TX,  TN.  MS.  OK,  OR 
H-1B  CANDIDATES  WELCOME 

•  PEOPLE  SOFT 

•  SAP/ABAP4 

•  ADABAS/NATURAL  II 

•  ORACLE  DBA/AIX 

•  ORACLE  FINANCIAL 
•ATM 

•  MS  ACCESS/VB 

•  DISASTER/RECOVERY 

•  C/SQL/UNIX 

•  CICS7CSP/IMS/DB2 

•  AS400/BPCS/RPG/COBOL 

•  UNISYS-ASERIES/COBOL 

JPS  INC  Houston,  U 
PH:  800  633-0391 
FX:  800  963  3039 
Email:  JPS2281  @AOLCOM 
NO  TRAINEES  AND  EOE! 


MANAGEMENT  & 
IT  CONSULTANTS 

S50K  TO  S500K  BASE 
PLUS  BONUS  or  EQUITY 
Retained  Search  For 
International  Consulting  Co 
With  Offices  Located 
Nationwide  &  Worldwide 
Live  Near  Any  Major  City. 
Travel  Varies  20V-  80°. 
Large  Consulting  Firm 
Experience  is  Required. 
Confrdentralitv  Assured 
Send  Confidential  Resume 
Allied  Search,  Inc. 
POiBox  472410 
Sen  Francisco.  CA  94147 
Atm  ■  Don  May.  Director 
Private-Fix  1-415-921-5309 
Email:  allied$rchw  aot  com 


Computer  Software  Designer: 

Consult  with  client  companies  to 
determine  their  needs.  Design, 
develop,  write  and  debug  custom 
applications  software  as  per 
needs  of  customers.  Analyze  and 
assist  in  implementation  of  new 
systems  and  troubleshoot  any 
problems.  Develop  new  system 
specifications,  flow  charts  and 
write  manuals.  Computer  software 
and  systems  used  (among  others) 
include:  Delphi  front  end;  Object 
Pascal  (script  used  when  using 
Delphi);  Oracle  Programmable 
Relational  Database  or  Microsoft 
SQL;  and  Powerbuilder.  40  hour 
work  week;  8  am  to  4  pm.  Salary: 
$67,000  per  yr.  Requires  Bachelor 
degree  in  Electrical  or  Electronic 
Engr.  or  Comp.  Sc.  and  2  years 
experience  in  job  offered  or  2 
years  as  Computer  Programmer  - 
Analyst.  Will  accept  2  yrs.  experi¬ 
ence  as  Computer  Programmer 
and/or  analyst  or  a  combination 
thereof.  Experience  to  include  use 
of  the  above  listed  Computer  soft¬ 
ware  and  systems.  Must  have 
proof  of  legal  authority  to  work 
permanently  in  the  U.S.  SEND  2 
COPIES  OF  BOTH  RESUME  & 
COVER  LETTER  to  ILLINOIS 
DEPARTMENT  OF  EMPLOY¬ 
MENT  SECURITY,  401  South 
State  Street-3  South,  Chicago, 
Illinois  60605.  Attention:  Janet 
Aschenbrenner,  Reference  #V-IL 
18969-A.  NO  CALLS.  AN  EM¬ 
PLOYER  PAID  AD. 


Find 

I.T.  Consulting 
^Careers 


Software  engineer  with  2  years 
of  experience  as  a  s/w  engineer 
or  computer  professional.  wpo 
will  develop  s/w  systems,  apply¬ 
ing  computer  science,  engineer¬ 
ing,  and  mathematical  analysis, 
with  2  years  of  experience  using 
SAP  R/3  and  ABAP.  Analyzes  s/w 
reqs.  and  performs  testing  and 
user  training  after  development. 
Extensive  travel  and  frequent 
relocation.  Bachelor’s  degree  in 
one  of  several  limited  fields:  engi¬ 
neering,  mathematics,  computer 
science  or  physics.  $120,000/yr. 
40  hours/  wk..  9:00  am  -  5:00 
pm.  Send  resumes,  listing  job 
order  number  7040163,  to:  Mr. 
Tom  Dembosky,  Manager,  Indi¬ 
ana  Job  Center,  350  N.  Fourth 
Street,  Indiana,  PA  15701 


Programmer/Analyst  (Ft. 
Lauderdale,  FL):  Develop 
next  generation  color  correc¬ 
tor  using  imaging  processing, 
embedded  software  design, 
C/C++  programming,  real 
time  operating  systems,  UNIX 
&  network  programming 
Reqs.  Bach,  in  Comp  Sci  or 
Comp  Eng  or  a  related  field  + 
6  mo  exp  in  job.  Sal. 
$45,000/yr,  40  hrs/wk.  Send 
res/ltr  in  dup  to  Bureau 
of  Workforce  Program  Sup¬ 
port,  P.O.  Box  10869,  Talla¬ 
hassee,  FL  32302-0869.  J  O. 
#FL-1839255. 


Software  engineer  with  3  years  of 
experience  as  a  s/w  engineer  or 
computer  professional,  who  will 
develop  s/w  systems,  applying 
computer  science,  engineering, 
and  mathematical  analysis,  with 
3  years  of  experience  using  Unix, 
C  Programming  and  TCP/IP 
Analyzes  s/w  reqs.  and  performs 
testing  and  user  training  after 
development  Extensive  travel 
and  frequent  relocation  Master’s 
degree  in  one  of  several  limited 
fields:  engineering,  mathematics, 
computer  science  or  physics. 
$82,000/yr.  40  hours/wk.,  9:00 
am  -  5  00  pm.  Send  resumes, 
listing  job  order  number 
9086130,  to:  Mr.  Stan  Majesky, 
Manager,  Green  County  Job 
Center.  653  East  High  Street. 
Waynesburg,  PA  15370. 
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Manager 

Voice 

Communications 

Adff154 

Sr.  Systems 
Administrator/ 
Network  Security 

Ad#155 

Sr.  UNIX 
Administrator 

Ad#156 

Oracle 

Developers 


If  you're  ready  to  put 
in  a  great  day's  work, 
send  your  resume  to: 
ESPN,  Inc. 


ESPN  Plaza 

Bristol.  CT  06010-7454. 
ESPN  is  an  Equal 
Opportunity  Employer 


Ms 

mdum- 


Step 

into 

the 

ring 

Stepping  into  the  ring 
never  felt  so  good. 
Here,  at  ESPN  you'll 
be  an  integral  pan  of  the 
action,  getting  involved  in 
the  everyday  activity  of 
keeping  the  nation's 
premier  sports  media 
company  up  and  running. 
And  you'll  be  able  to 
advance  your  career 
|  while  you're  at  it. 


Take  a  few  swings, 
and  get  into 


the  action. 


THE  WORLDWIDE  LEADER  IN  SPORTS 


Software  Engineer  -  Waltham, 
MA.  Perform  hi  level  dsgn, 
detail  level  dsgng,  code,  test  & 
implmt  dvlpmt  requests  to  cus¬ 
tomize  SAP  functionality  to  suit 
these  bus  needs;  i.e.,  create 
custom  material  matchcode  to 
provide  Customer  Service 
Rep.  Ability  to  look  up  material 
in  many  different  ways  not  in 
std  SAP  matchcode.  Clone  the 
Available  to  Promise  function¬ 
ality  to  provide  more  flexible 
functionality  than  std  SAP 
code.  Create  customized  prgm 
allowing  users  to  extend  mate¬ 
rial  masters  to  all  plants,  sale 
areas  from  existing  material 
master  records.  Create  cus¬ 
tomized  prgm  allowing  users  to 
perform  mass  change  of  fields 
on  material  master  data  for  all 
plants,  sale  areas.  Bach  in 
Computing  or  Math  reqd.  Must 
have  2  yr  exp  in  job  offd  or  2  yr 
exp  in  a  related  occupation  as 
SAP  Consultant.  Must  have  2 
yr  SAP  consulting  exp  to  incl 
SAP  R/2  &  SAP  R/3.  40hr/wk. 
$260K/yr.  Send  Itr/resume  in 
dupl  to  Case  #  80022,  PO  Box 
8968,  Boston,  MA  02114. 


Find  I.T. 
Consulting 
Careers  Here 


SENIOR  SOFTWARE  ENGI¬ 
NEER  to  lead  a  team  in  the  de¬ 
sign,  development,  testing  and 
implementation  of  business 
application  software  using  DEC 
Rdb/VMS,  SQL,  ACMS,  IN¬ 
GRES  DBMS,  JIMS  database, 
COBOL,  CDDPIus,  Fortran, 
DECforms,  DCL  and  CMS  on 
VAX/DEC  Alpha  platforms, 
Open  VAX  VMS,  Open  VMS 
AXP  and  DEC  OSF/1,  and  JCL, 
COBOL,  DB2  and  TEBOL  on 
IBM  mainframes/MVS  OS;  Plan 
and  schedule  project  develop¬ 
ment  and  implementation,  man¬ 
age  resources  and  time,  and 
analyze  the  systems  and  user 
requirements;  Write  functional 
and  technical  specifications, 
provide  technical  guidance,  ad¬ 
minister  and  tune  databases  for 
peak  performance,  implement 
data  integrity,  and  data  and  sys¬ 
tem  security  mechanisms. 
Require:  M  S.  degree  in  Com¬ 
puter  Science  with  2  years 
experience  in  the  job  offered  or 
as  a  Project  Manager/Leader. 
Extensive  paid  travel  on  assign¬ 
ments  to  various  client  sites 
within  the  U  S.  is  required. 
Salary:  $85,000  per  year,  8:00 
am  to  5:00  pm,  M-F.  Apply  by 
resume  to:  Raghavendra  Kul- 
karni,  President,  Pro  Softnet 
Corporation,  6525  The  Corners 
Parkway,  Suite  400,  Norcross, 
GA  30092;  Attn  Job  RK 


SYSTEMS  ANALYST-FINAN¬ 
CIAL  APPLICATIONS  (Hagers¬ 
town,  MD)  Write  systems 
requirements  &  create  &  devel¬ 
op  functional  design  &  detail 
systems  design  for  financial 
use.  Use  COBOL  II,  CICS, 
SQL,  ASSEMBLER,  REXX, 
PL/1,  DOS,  LAN,  WANG  VS- 
300,  AS400,  ROSCOE,  ISPF, 
OS/2,  &  EXPEDITER  TSO  to 
create  new  &  modify  existing 
programs.  Use  matrices  & 
algorithms  to  create  testbeds  & 
use  JCL  to  test  all  aspects  of 
financial  systems.  Use  FILE- 
AID  to  debug  client  problems  & 
provide  user  acceptance  test¬ 
ing.  Review  &  recommend  on 
systems,  procedures,  pro¬ 
grams,  configuration  &  net¬ 
works.  Coordinate  client  activi¬ 
ties,  external  service  providers 
&  other  tech  specialists.  Assist 
on  system  integration  &  design/ 
development  cross  functions. 
Supervise  &  train  new  staff  & 
assist  w/project  management. 
HSG  &  4  yrs  exper.  40  hrs/wk, 
8-5.  $56,638.40/yr.  Send  resu¬ 
me  in  duplicate  &  copy  of  ad  to: 
Dept.  Of  Labor,  Licensing  & 
Regulation,  1100  No.  Eutaw 
St.,  Rm  201,  Baltimore,  MD 
21201.  J  O.  #9680439. 


BAY  SEARCH 
GROUP 

National  I/S  Placement 
Specialists 

VISIT  OUR  WEB  PAGE 
www.baysearch.com 

Looking  for: 

Oracle,  SYBASE,  UNIX, 
Visual  Basic,  PowerBuilder, 
Web  Developers 

1-800-637-5499 
Fax:  1-888-737-9889 
E-mail: 

recruiter  o>  bay search,  com 


PROGRAMMER/ANALYST: 
Various  unanticipated  locations 
in  US.  In  ORACLE  environment 
analyze  needs  &  design,  devel¬ 
op  &  train  user  In  sys  applica¬ 
tion  using  Pro*C  &  set  up  ORA¬ 
CLE  client/server  network. 
Reqs  B.S.  in  Comp  Sys  or 
equiv,  2  yr  exp  in  job  offered. 
40  hr/wk,  9-5,  M-F,  $59,800/yr. 
Must  have  proof  of  legal  auth 
to  work  in  US.  Report  in  person 
or  send  2  resumes  to  Georgia 
Department  of  Labor,  JO# 
GA  6270659,  2943  N  Druid 
Hills  Rd,  Atlanta,  GA  30329  or 
nearest  Dept  of  Labor  Field 
Service  Office. 


APPLICATION  DEVELOPER  ANA¬ 
LYST.  Telecommunications  company 
seeks  candidates  for  Application 
Developer  Analyst  position  in  JACK- 
SON,  MS.  The  qualified  candidate 
will  be  able  to  perform  program 
analysis,  design,  documentation, 
and  implementation;  debugging; 
and  modification  of  existing  sys¬ 
tems.  Responsibilities  include  inter¬ 
net  and  intranet  programming  in 
LDAP  client/server  programming, 
Netscape  Suitespot  programming. 
Common  Gateway  Interface  pro¬ 
gramming  in  C/C++,  Java,  Java 
Script,  HTML  and  PERL  language. 
Requires  Masters  degree  in  Com¬ 
puter  Science.  Electrical  Engineering 
or  Physics.  Send  resume  to:  Workf 
Com,  Human  Resources,  515  East 
Amite  Street,  Jackson,  MS  39201. 
Equal  Opportunity  Employer. 


Systems  Engineer.  Duties  in¬ 
clude  provision  of  technical 
support  to  purchasers  of  com¬ 
puter  software  and  hardware, 
and  providing  of  customized 
software  solutions  for  individ¬ 
ual  end  users.  Hours  are  9:00 
AM  to  6:00  PM,  Monday 
through  Friday.  Must  have 
a  Bachelor  of  Science  in 
Systems  Engineering,  and  two 
years  df  work  experience  in  the 
job  offered.  Salary  of  $649.00 
weekly.  Send  resume  to  the 
Department  of  Labor,  Bureau 
of  Workforce  Program  Support, 
PO  Box  10869,  Tallahassee, 
FL  32302-0869,  Attn:  S.  Clark, 
RE:  JOFL#1831881. 


SOFTWARE  DEVELOPER: 

Design  and  development  of 
Commercial  /  Business 
application  using  Sybase 
RDBMS.  Must  have  demon¬ 
strated  ability  in  SYBASE 
10/4.0  including  Database 
Administration;  and  demon¬ 
strated  ability  in  UNIX/C  and 
SHELL.  Must  have  B.S. 
Degree  and  3  years  experi¬ 
ence  in  job  offered  or  in  soft¬ 
ware  development,  40 
hrs/wk,  7am-4pm.  $70,000/ 
yr.  Send  2  resumes  to  Case 
#80048,  P.O.  Box  8968, 
Boston,  MA  02114. 


Financial  Systems/Software 
Engineer  -  Heathrow,  FL  - 
Analyze,  design,  develop  & 
test  info  sys  using  GUPTA 
SQL  and  SQL  Base  on  UNIX 
based  hardware.  Write  prog, 
specs.  &  sys  docs.  Enhance/ 
debug  existing  prog.  &  sys. 
M-F,  8AM-5PM,  40  hrs/wk, 
$47,000/yr.  Req.  Bach  in 
Comp.  Sci.,  Math  or  Busi¬ 
ness  Admin,  and  2  yrs  exp. 
Submit  resume  to:  Bureau 
of  Workforce  Program  Sup¬ 
port,  PO  Box  10869,  Talla¬ 
hassee,  FL  32302-0869, 
JO#:  FL-1842457. 
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ting...  testing...  testing...  testing...  testinglf 


Help  Big  Business  Pass 
The  Ultimate  Test. 

Join  the  team  dedicated  to  solving  the  Year  2000  compliance  problem.  TRW 
Systems  &  Information  Technology  is  forging  ahead  for  our  clients  to  identify 
and  develop  test  documentation  including  test  processes  and  procedures,  test 
plans,  test  cases,  test  scripts,  data  analysis,  and  test  reporting.  We  collect,  orga¬ 
nize,  and  evaluate  existing  test  documentation;  evaluate  test  infrastructure  and 
plans;  and  develop  test  requirements  for  enterprise-wide  testing  to  ensure  prod¬ 
uct/service  compliance.  We  need  professionals  with  direct  experience  or  knowl¬ 
edge  of  the  Year  2000  conversion  problem  to  join  our  team  in  the  following  posi¬ 
tions.  Opportunities  exist  for  professionals  nationwide  as  well  as  for  individuals 
able  to  travel  100%. 


•  Project  Managers 

•  Software  Test 
Engineers 

•  Test  Managers 

•  Technical  Solutions 
Architects 

•  Test  Analysts 

•  Vendor  Managers 


•  Program  Control 
Specialists 

•  Test  Planners 

•  Configuration 
Management/QA 
Specialists 

•  Risk  Managers 

•  Tools  Engineers 


'  Compliance 
Validation 
Specialists 
■  Inventory  Analysts 
1  IT  Project  Analysts 
1  Unix  Systems 
Administrators 


Join  our  team  of  dedicated  professionals  by  sending  your  resume  to  :  TRW 
Systems  &  Information  Technology  Group,  Dept.Y2K45,  1501  BDM  Way, 
McLean,  VA  22102,  FAX:  (703)  848-5006;  e-mail:  hireme@bdm.com.  TRW  is 
committed  to  equal  opportunity.  Diversity  works  @  TRW. 


PROGRAMMER/ANALYST  to 
analyze,  design,  develop,  test, 
maintain,  support  and  imple¬ 
ment  application  software  for 
the  banking  industry  using 
Visual  Basic,  MS  Access, 
Crystal  Reports,  SQL,  OOP, 
RDBMS,  GUI,  ODBC,  LAN  and 
data  communications  in  a  client/ 
server,  multi-user  networked  en¬ 
vironment  under  MS  Windows 
3.1  /95/NT  operating  systems. 
Require:  B.S.  degree  in  Com¬ 
puter  Science  with  1  year  of 
experience  in  the  job  offered  or 
as  a  Programmer.  20%  travel  to 
customer  sites  is  required  to 
gather  customer  information  or 
implement  software  applica¬ 
tions.  Salary:  $49,640  per  year, 
8:00  am  to  5:00  pm,  M-F.  Apply 
by  resume  to:  Fred  Emry,  CFI 
ProServices,  Inc.,  6190  Powers 
Ferry  Rd.,  Ste.  500,  Atlanta,  GA 
30339;  Attn:  Job  RL. 


SOFTWARE  ENGINEER  to 
design,  develop,  test,  imple¬ 
ment,  maintain  and  support 
application  software  using 
object-oriented  analysis  and 
design  techniques,  Rational 
Rose,  UML,  SQL,  Java,  Forte 
and  C++  under  the  HP-UX 
operating  system;  Communi¬ 
cate  with  external  software 
modules  using  IDL  and  object- 
request  brokers  such  as  Iona 
Orbix.  Require:  Bachelor's 
degree  (or  equivalent)  in 
Computer  Science  with  two 
years  of  experience.  Salary: 
$69,600  per  year,  9:00  am  to 
5:30  pm,  M-F.  Apply  by 
resume  to:  Nancy  Coleman, 
V.P.,  Human  Resources,  Sec¬ 
urity  First  Technologies.  Inc., 
3390  Peachtree  Road,  Suite 
1700,  Atlanta,  GA  30326- 
1108;  Attn.  Job  RW 


Software  Engineer  -  Andover, 
MA.  Senior  SAP  consultant  in 
modules  SD  (Sales  &  Distribu¬ 
tion)  &  MM  (Materials  Manage¬ 
ment).  Provide  SAP  customizing 
expertise  to  Co.  clients  during 
short  (wks)  or  long  (yrs)  term 
assignments  to  business  critical 
IS  projects  at  client  site.  Assign¬ 
ments  often  arranged  w/in  days 
notice  &  most  likely  in  state  dif¬ 
ferent  from  loc  of  prev  client. 
Gathering  business  reqmts. 
Dsgn  paper  solutions  &  proto¬ 
type  SAP  in  order  to  demo 
designed  solutions.  Bach  in 
Comp  Sci  or  Engg.  Must  have  2 
yrs  exp  in  job  offd  or  2  yrs  exp 
in  related  occupation  as  SAP 
Consultant.  Must  have  2  yrs 
SAP  consulting  exp  to  incl  SAP 
R/2  &  SAP  R/3.  40hrs/wk. 
$250K/yr.  Send  Itr/resume  in 
dupl  to  Case#  80047,  PO  Box 
8968,  Boston,  MA02114 


When  was  the  last 
time  a  great  job 
found  you? 


That's  what  we  thought. 

You  already  know  Computemortd  as  a  great  resource  for  career  opportunities. 

Now  we’re  bringing  you  Computerworld  Career  Central,  the  service  where  the  jobs 
find  you. 

If  you’re  a  software  development  professional,  visit  www.computerwortdcareers.com,  fill 
out  a  Member  Profile  and  submit  it.  We’ll  find  jobs  matched  to  your  skills,  experience 
and  preferences  and  send  them  to  you,  confidentially,  via  e-mail.  Computemorld 
Career  Central  is  the  hassle-free,  cost-free,  we-do-the-work-so-you-don't-have-to  job 
matching  service  that  works. 

You  work  hard.  Go  to  www.computerworldcareers.com  and  let  us  do  the  rest. 
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PROGRAMMER/ANALYST: 
Various  unanticipated  loca¬ 
tions  in  US.  Analyze  business 
processes  for  an  IBM  AS/400, 
SYNON/2E  environment,  de¬ 
sign  &  write  programs  in  Visual 
Basic  &  MS-Access.  Reqs 
B.S.  in  Comp  Set  or  equiv.  40 
hr/wk,  9-5,  M-F,  $55.786/yr 
Must  have  proof  of  legal  auth 
to  work  in  US.  Report  in  per¬ 
son  or  send  2  resumes  to 
Georgia  Department  of  Labor, 
JO#  GA  6270443,  2943  N 
Druid  Hills  Rd,  Atlanta,  GA 
30329  or  nearest  Dept  of 
Labor  Field  Service  Office. 


C  o  m  p  u  t  e  r  w  o  r  I  d  August  31,  1998  (computerworldcareers.com) 

IT  CAREERS  EAST 


s  South,  Inc.  is  a  multi-concept,  public  restaurant  company  based  in  Madison,  Georgia. 
We  have  immediate  opportunities  for  experienced  professionals  to  join  our  dynamic 

organization. 

PROGRAMMER/ANALYST 

Candidate  must  possess  three  (3)  years  software  development  RPG  III;  one  (1)  year  of 
J.D.  Edwards  experience;  Crystal  Report  Writer  experience;  World  Writer  experience 
required.  Bachelor's  degree  in  Computer  Science  and  retail  experience  desired. 

MANAGER  DATA  ADMINISTRATION  SERVICES 

Candidate  must  have  proven  success  in  software  development  and  project  management 
requiring  the  involvement  of  multiple  disciplines  within  an  organization.  Candidate  must  be 
able  to  manage  outside  resources  to  targeted  deliveries  on  schedule.  Candidate  must  possess 
experience  in  developing  and  maintaining  data  models  and  dictionaries.  Bachelor’s  degree  in 
Computer  Science;  three  (3)  years  retail  experience  working  with  consumer  brands,  two  (2) 
years  leadership  role  in  a  data  warehousing  project,  Sun/Oracle  or  Rise  6000  platform 
experience,  three  (3)  years  experience  in  large  project  management,  two  (2)  years  supervisory 
experience,  strong  team  orientation  (proven  success  on  cross-functional  projects),  five  (5) 
years  software  development  and  design  required.  Advanced  degree;  Database  Administrator 
with  business  experience  desired. 

OFFICE  INFORMATION  SYSTEMS  ADMINISTRATOR 

Candidate  must  be  able  to  develop  and  implement  desktop,  remote  worker  and  mobile  user 
systems  strategy  for  product  deployment,  training  and  support  for  the  Madison  campus. 
B.S.  in  Computer  Science  or  MIS  with  three  (3)  years  of  experience  in  hardware/software 
technical  support,  user  support  and  networking;  or  the  equivalent  combination  of  education, 
experience  and  training.  Experience  with  Desktop  Operating  Systems  (i.e.  Windows  95, 
NT)  and  Desktop  Applications  (i.e.  Office  97,  e-mail,  client  server  applications.  Must  be 
able  to  work  in  a  fast  paced  environment. 

We  offer  a  competitive  salary  and  benefits  package.  Please  fax  or  send  resume  and  salary 
history,  indicating  position  of  interest,  to: 

Corporate  Recruiting  •  Apple  South,  Inc. 

Hancock  at  Washington  •  Madison,  Georgia  30650 
Fax  706-342-4057 


EOE  M/F/D/V 


Systems  Officer  III 

To  lead  project  in  the  design 
development,  and  implementa¬ 
tion  of  a  Diversified  Value  at  Risk 
(DVAR)  System.  To  perform  sys¬ 
tems  analysis  in  developing 
financial  specifications,  technical 
specifications,  logical  and  physi 
cal  database  design,  Sybase 
database  performance/tuning 
application  development  using 
C/C++  in  an  UNIX  environment 
under  source  control.  Developing 
interface  modules  to  connect  to 
various  Sybase  databases  using 
Sybase's  Open  Client,  Open 
Server,  C/DB-Library,  ISQL,  T- 
SQL  and  BCP  tools.  Perform 
Database  administration  duties 
for  Sybase  server.  Perform  tech 
nical  projects  with  management 
activities,  including  business 
requirements  definition  through 
interaction  with  business  ana¬ 
lysts  and  users.  Must  have  a 
M  S.  or  equivalent  (B.S.  plus  4)  in 
Computer  Science  or  related 
field  with  two  years  experience  in 
the  offered  position  or  develop¬ 
ment  experience  including;  1  yr. 
exp.  with  system  design,  Sybase 
Database  and  Sybase  Open 
Client,  Open  Server,  C/C++ 
UNIX,  DB-Library,  ISQL,  and 
BCP  tools.  40  hrs/wk:  9am-5pm: 
78, 000-88, 000/yr.  Send  two 
resumes  to  Case  #  80009,  P.O. 
Box  8968,  Boston,  MA  02114. 


Find  I .T. 

Consulting  Careers 
Here 


computerworldcareers.com 


When  was  the  last  time 
a  great  job  found  you? 


That's  what  we  thought. 

You  already  know  Computerworld  as  a  great  resource  for  career  opportunities. 

Now  we're  bringing  you  Computerworld  Career  Central,  the  service  where 

the  jobs  find  you. 

If  you’re  a  software  development  professional,  visit  www.computerworldcareers.com, 
fill  out  a  Member  Profile  and  submit  it.  We'll  find  jobs  matched  to  your  skills, 
experience  and  preferences  and  send  them  to  you,  confidentially,  via  e-mail. 
Computerworld  Career  Central  is  the  hassle-free,  cost-free,  we-do-the-work-so- 
you-don  t-have-to  job  matching  service  that  works. 

You  work  hard.  Go  to  www.computerworldcareers.com  and  let  us  do  the  rest. 
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CORPORATE 

TECHNICAL 

RECRUITING 

CONFERENCE 

COMPUTERWORLD 


The  Computerworld 

Philadelphia  Area 

Corporate  Technical 
Recruiting  Conference! 


Monday,  September  14,  1998 

Philadelphia  Marriott,  Philadelphia,  Pennsylvania 

On  September  14,  1998,  you  have  a  special  opportunity  to  update  your  recruiting 
skills  and  network  with  recruiters  in  your  area  at  the  first  annual  Philadelphia  Area 
Corporate  Technical  Recruiting  Conference,  held  at  the  Philadelphia  Marriott, 
Philadelphia,  Pennsylvania. 


A  Full  Schedule  of 
Contemporary  Topics 

7:45am  Continental  Breakfast  & 
Conference  Registration 

8:30am  Concurrent  Sessions: 

Building  an  Internet 
Recruitment  Strategy 

Tracey  Claybrooke, 

Claybrooke  &  Associates 

Making  the  Placement  Office 
an  Extension  of  Your  Corporate 
Recruiting  Office 

Joan  Craig,  University  of  Pittsburgh 

The  Metrics  Driven  Staffing  Model 

Lynn  Nemser,  Partners  in  Performance,  Inc. 
Nick  Burkholder,  HR  Alliance 

10:00am  Sponsor  Showcase/Coffee  Break 

10:30am  General  Session: 

Candidate  Selection 

Dr.  William  Swan, 

President,  Swan  Consultants,  Inc. 

12:00pm  Luncheon  Keynote: 

David  Weldon, 

Senior  Editor,  Computerworld 

1:30pm  Town  Hall  Forum 

Lynn  Nemser,  Partners  in  Performance,  Inc. 

3:00pm  Sponsor  Showcase/Coffee  Break 

3:30pm  Concurrent  Sessions  repeat: 
Building  an  Internet 
Recruitment  Strategy 

Tracey  Claybrooke, 

Claybrooke  &  Associates 

Making  the  Placement  Office 
an  Extension  of  Your  Corporate 
Recruiting  Office 

Joan  Craig,  University  of  Pittsburgh 

The  Metrics  Driven  Staffing  Model 

Lynn  Nemser,  Partners  in  Performance,  Inc. 
Nick  Burkholder,  HR  Alliance 

5:00pm  Program  ends 


Selected  Sessions 
Include: 

Luncheon/Keynote 
Address 

David  Weldon, 

Senior  Editor,  Computerworld 

David  Weldon,  one  of  the  industry’s  leading  watchers  of  the 
Information  Systems  profession,  will  give  you  an 
up-to-the-minute  view  in  this  very  special  keynote  address. 

Building  an  Internet 
Recruitment  Strategy 

Tracey  Claybrooke,  President, 
Claybrooke  &  Associates,  Inc. 

As  mass  advertising  reaches  a  consumer  by  television,  radio, 
billboards,  print  media  in  various  locations  and  venues  -  this 
same  marketing/prospecting  effort  can  take  place  on  the  inter¬ 
net  to  maximize  your  recruitment  efforts.  Learn  about  this  and 
more  in  this  session. 

Candidate  Selection 

Dr.  William  Swan, 

President, 

Swan  Consultants,  Inc. 

Now  -  more  than  ever  -  hiring  the  most  productive  people  is 
critical.  Yet  most  interviews  are  no  better  than  chance  at  pre¬ 
dicting  how  a  new  employee  will  behave  on  the  job.  In  these 
sessions,  you’ll  learn  about  the  skills  necessary  to  make  accurate 
predictions  and  conduct  an  organized  selection  interview. 

Town  Hall  Forum 

Lynn  Nemser, 

President, 

Partners  in  Performance,  Inc. 

In  this  session,  you’ll  not  only  be  able  to  propose  your  specific 
questions  for  open  discussion,  you’ll  learn  of  real  world  issues 
and  solutions  from  your  peers.  You  won’t  want  to  miss  this  rare 
opportunity  as  Lynn  Nemser,  an  expert  in  the  HR  field,  leads 
us  through  this  modern  discussion  of  your  recruiting  topics. 


Conference  Registration  Fee*  $350.00 

*  Registration  fee  includes  continental  breakfast,  lunch  and  the  complete  Conference  Resource  Guide. 

This  conference  program  is  developed  exclusively  for  corporate  human  resource  professionals  who  recruit  direct¬ 
ly  for  their  hiring  organizations.  Vendors  of  selected,  targeted  products  and  services  may  participate  through  spon¬ 
sorships  and/or  exhibits. 


For  more  information,  call  the  conference 
hotline:  1-800-488-9204 


SOFTWARE  ENGINEER 
Software  engineer  to  design, 
develop  and  test  computer  pro¬ 
grams  for  business  applica¬ 
tions;  analyze  software  require¬ 
ments  to  determine  feasibility 
of  design;  direct  software  sys¬ 
tem  testing  procedures  using 
expertise  in  Visual  C++, 
Oracle,  C++  and  Roguewave 
Tools.  h++.  Requirements: 
Bachelor's  Degree  in  Com¬ 
puter  Science  or  related  field 
and  two  years  experience  as  a 
software  engineer,  knowledge 
of  Visual  C++,  Oracle,  C++  and 
Roguewave  Tools.h++.  Salary: 
$65,000/year.  Working  Condi¬ 
tions:  8:00  A  M.  to  5:00  PM., 
40  hours/week,  involves  exten¬ 
sive  travel  and  frequent  reloca¬ 
tion.  Apply:  Local  Office  Mana¬ 
ger,  Mon  Valley  Job  Center, 
345  Fifth  Avenue,  Mckeesport, 
PA  15132,  Job  No.  5020146. 


Software  engineer  with  3  years 
of  experience  as  a  s/w  engi¬ 
neer  or  computer  professional, 
who  will  develop  s/w  systems, 
applying  computer  science, 
engineering,  and  mathematical 
analysis,  with  3  years  of  expe¬ 
rience  using  Windows  NT,  with 
one  year  of  DHCP,  TCP/IP, 
NWLINK,  SPX/IPX  and  Net¬ 
ware.  Analyzes  s/w  reqs.  and 
performs  testing  and  user  train¬ 
ing  after  development.  Exten¬ 
sive  travel  and  frequent  reloca¬ 
tion.  Bachelor's  degree  in  one 
of  several  limited  fields:  engi¬ 
neering,  mathematics,  comput¬ 
er  science  or  physics. 
$65,000/yr.  40  hours/wk.,  9:00 
am  -  5:00  pm.  Send  resumes, 
listing  job  order  number 
9086319,  to:  Mr.  Terry  Faust, 
Manager,  Washington  Job 
Center,  75  East  Maiden  Street, 
Washington,  PA  15301. 


SOFTWARE  ENGINEER 
Software  engineer  to  design, 
develop  and  test  computer  pro- 

I  grams  for  business  applica¬ 
tions;  analyze  software  require¬ 
ments  to  determine  feasibility 
of  design;  direct  software  sys¬ 
tem  testing  procedures  using 
expertise  in  SQL  Base,  SQL 
Windows,  C  and  UNIX.  Re¬ 
quirements:  Bachelor's  Degree 
in  Computer  Science  or  related 
field  and  two  years  experience 
as  a  software  engineer,  knowl¬ 
edge  of  SQL  Base,  SQL 
Windows,  C  and  UNIX.  Salary: 
$57,000/year.  Working  Condi¬ 
tions:  8:00  A  M.  to  5:00  P.M., 
40  hours/week,  involves  exten¬ 
sive  travel  and  frequent  reloca¬ 
tion.  Apply:  Mr.  James  Clarke, 
Uniontown  Job  Center,  32  Iowa 
Street,  Uniontown,  PA  15401, 
Job  No.  7040360. 


Consultant.  Relational  Database 
design  &  development.  Assess¬ 
ment  of  user  requirements,  cre¬ 
ation  of  requirements  documen¬ 
tation  &  specifications.  Use  of 
CASE  tools  to  analyze  &  main¬ 
tain  data  structure  on  various 
RDBMS  platforms.  Tools:  CASE; 
Erwin/Erx;  Oracle;  Foxpro;  DB2; 
IMS;  VSAM;  Teredata.  M  S.  in 
Computer  Science"  +  2  yrs  exp 
in  job  offered  or  as  Software/ 
Development  Engineer  required. 
("M.S.  in  any  engineering  field  + 
6  mos  exp  in  software  develop¬ 
ment  acceptable  in  lieu  of  M  S.  in 
Computer  Science).  Previous  2 
yrs  exp  with  RDBMS  must 
include  1  yr  with  database 
design  using  CASE  tools.  40 
hrs/wk.  9am-5pm.  $64,000/yr. 
Submit  resumes  to  the  following 
address:  FDLES  Bureau  of 
Operations,  1 320  Executive  Cntr. 
Dr.,  Ste.  110,  Tallahassee,  FL 
32399,  RE:  Job  order  number 
FL- 1842979 


Programmer/Analyst  (Denver, 
CO:  Pittsburgh,  PA  &  other  client 
sites)  Research,  design,  & 
develop  computer  s/ware  sys¬ 
tems  for  clients.  Analyze  s/ware 
requirements;  consult  w/engrs  & 
technical  staff,  formulate  & 
design  s/ware  system;  interface 
w/users;  prepare  documenta¬ 
tion.  Environment:  C++;  Visual 
Basic;  Windows  SDK;  APIs.  B.S. 
in  Comp.  Sci  or  Math  or  Engg 
+  5  yrs  exp  in  job  offd  or 
Master's  degree  +  3  yrs  exp;  40 
hrs/wk;  9-5;  $66K/yr.  Send 
resume  to:  JO  #9086059;  Mr. 
Greg  Schwing,  Mgr ;  Pittsburgh 
South  Job  Ctr.;  2100  Wharton 
St„  Pittsburgh.  PA  15203. 


(computerworldcareers.com) 
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Software  engineer  with  18 
months  of  experience  as  a  s/w 
engineer  or  computer  profes¬ 
sional,  who  will  develop  s/w 
systems,  applying  computer 
science,  engineering,  and 
mathematical  analysis,  with  18 
months  of  experience  using 
Pro  C++,  Unix,  and  C.  Ana¬ 
lyzes  s/w  reqs.  and  performs 
testing  and  user  training  after 
development.  Extensive  travel 
and  frequent  relocation.  Bach¬ 
elor's  degree  in  one  of  several 
limited  fields:  engineering, 
mathematics,  computer  sci¬ 
ence  or  physics.  $65,000/yr. 
40  hours/wk.,  9:00  am  -  5:00 
pm.  Send  resumes,  listing  job 
order  number  8040311,  to: 
Mr.  Stan  Majesky,  Manager, 
Greene  County  Job  Center, 
653  East  High  Street,  Waynes- 
burg,  PA  15370. 


SOFTWARE  ENGINEER 
Software  engineer  to  design, 
develop  and  test  computer  pro¬ 
grams  for  business  applica¬ 
tions;  analyze  software  require¬ 
ments  to  determine  feasibility 
of  design;  direct  software  sys¬ 
tem  testing  procedures  using 
expertise  in  PowerBuilder  5.0, 
PFC,  Oracle  7.1  and  C.  Re¬ 
quirements:  Bachelor's  Degree 
in  Computer  Science  or  related 
field  and  two  years  experience 
as  a  software  engineer,  knowl¬ 
edge  of  PowerBuilder  5.0, 
PFC,  Oracle  7.1  and  C.  Salary: 
$57, 000/year.  Working  Condi¬ 
tions:  8:00  A  M.  to  5:00  P.M., 
40  hours/week,  involves  exten¬ 
sive  travel  and  frequent  reloca¬ 
tion.  Apply:  Mr.  Stan  Majesky, 
Greene  County  Job  Center, 
653  East  High  Street,  Waynes- 
burg,  PA,  15370,  Job  No, 
2020358. 


Software  engineer  with  2  years 
of  experience  as  a  s/w  engi¬ 
neer  or  computer  professional, 
who  will  develop  s/w  systems, 
applying  computer  science, 
engineering,  and  mathematical 
analysis,  with  2  years  of  expe¬ 
rience  using  LAN,  Novell  Net¬ 
ware,  and  Windows,  with  some 
experience  in  Lotus  Notes. 
Analyzes  s/w  reqs.  and  per¬ 
forms  testing  and  user  training 
after  development.  Extensive 
travel  and  frequent  relocation. 
Bachelor's  degree  in  one  of 
several  limited  fields:  engineer¬ 
ing,  mathematics,  computer 
applications,  chemistry  or 
physics.  $60,000/yr.  40  hours/ 
wk.,  9:00  am  -  5:00  pm.  Send 
resumes,  listing  job  order  num¬ 
ber  7040165,  to:  Mr.  Terry 
Kinney,  Manager,  Armstrong 
County  Job  Center,  1270  N. 
Water  St.  PO  Box  759, 
Kittaning,  PA  16201. 


Consultant/Software  Engineer. 
Design,  develop,  implement  and 
test  software  for  management 
information  systems.  Perform  tech¬ 
nical  reviews  &  inspect  designs 
and  codes.  Tools:  UNIX;  MS-DOS; 
C/C++;  COBOL;  Oracle;  AION; 
Visual  Basic;  Visual  C++;  Excel- 
erator;  PowerBuilder;  Windows  NT; 
Sybase;  Paradox;  SEI  Capability 
Maturity  Model  and  ANSI/IEEE 
Software  Engineering  standards. 
M.S.  in  Computer  Science  plus  6 
mos.  experience  in  job  offered  or 
as  Software  Engineer  required. 
Previous  experience  must  include: 
UNIX;  MS-DOS;  C;  C++.  40 
hrs/wk.,  9am-5pm,  $45,505/yr. 
Must  have  proof  of  legal  authority 
to  work  permanently  in  the  U.S. 
Send  two  copies  of  both  resume 
and  cover  letter  to:  ILLINOIS 
DEPARTMENT  OF  EMPLOY¬ 
MENT  SECURITY,  401  South 
State  Street  -  7  North,  Chicago,  IL 
60605,  Attention:  Joan  Sykstus 
Reference  #V-IL-19582-S.  NO 
CALLS.  An  Employer  Paid  Ad. 


Software  Engineer  (Ft.  Laud¬ 
erdale,  FL):  Develop  next  gen¬ 
eration  graphical  user  interface 
for  color  correction  hardware, 
using  C/C++  programming  lan¬ 
guage  on  Silicon  Graphics  (SGI) 
workstation  &  Xll/Xmotif,  digital 
media  processing  &  program¬ 
ming  &  internet  client-server 
communication.  Reqs.  Bach,  in 
Comp  Sci  or  related  field  +  1  yr. 
exp.  in  job.  Sal.  $45,000/yr, 
40hrs/wk  (Mon-Fri,  9  AM-5  PM). 
Resume/ltr  in  dup  to  Bureau  of 
Workforce  Program  Support, 
P.0  Box  1 0869,  Tallahassee,  FL 
32302-0869  J  O.  FL1 839239. 
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CONFERENCE 

COMPUTERWORLD 


The  Computerworld 

Philadelphia  Area 

Corporate  Technical 
Recruiting  Conference! 


Monday,  September  14,  1998 

Philadelphia  Marriott,  Philadelphia,  Pennsylvania 

On  September  14,  1998,  you  have  a  special  opportunity  to  update  your  recruiting  skills  and 
network  with  recruiters  in  your  area  at  the  first  annual  Philadelphia  Area  Corporate  Technical 
Recruiting  Conference,  held  at  the  Philadelphia  Marriott,  Philadelphia,  Pennsylvania. 


A  Full  Schedule  of 
Contemporary  Topics 

7:45am  Continental  Breakfast  & 

Conference  Registration 

8:30am  Concurrent  Sessions: 

Building  an  Internet  Recruitment  Strategy 

Tracey  Claybrooke,  Claybrooke  &  Associates 

Making  the  Placement  Office  an  Extension 
of  Your  Corporate  Recruiting  Office 

Joan  Craig,  University  of  Pittsburgh 

The  Metrics  Driven  Staffing  Model 

Lynn  Nemser,  Partners  in  Performance,  Inc. 

Nick  Burkholder,  HR  Alliance 

10:00am  Sponsor  Showcase/Coffee  Break 

10:30am  General  Session: 

Candidate  Selection 

Dr.  William  Swan,  Swan  Consultants,  Inc. 

12:00pm  Luncheon  Keynote: 

David  Weldon,  Computerworld 

1:30pm  Town  Hall  Forum 

Moderator:  Lynn  Nemser,  Partners  in  Performance,  Inc. 

3:00pm  Sponsor  Showcase/Coffee  Break 

3:30pm  Concurrent  Sessions  repeat: 

Building  an  Internet  Recruitment  Strategy 

Tracey  Claybrooke,  Claybrooke  &  Associates 

Making  the  Placement  Office  an  Extension 
of  Your  Corporate  Recruiting  Office 

Joan  Craig,  University  of  Pittsburgh 

The  Metrics  Driven  Staffing  Model 

Lynn  Nemser,  Partners  in  Performance,  Inc. 

Nick  Burkholder,  HR  Alliance 

5:00pm  Program  ends 


Selected  Sessions  Include: 

Luncheon/Keynote  Address 

David  Weldon,  Senior  Editor,  Computerworld 

David  Weldon,  one  of  the  industry’s  leading  watchers 
of  the  Information  Systems  profession,  will  give 
you  an  up-to-the-minute  view  in  this  very  special 
keynote  address. 


Building  an  Internet 
Recruitment  Strategy 

Tracey  Claybrooke, 

President,  Claybrooke  &  Associates,  Inc. 

As  mass  advertising  reaches  a  consumer  by  television, 
radio,  billboards,  print  media  in  various  locations  and 
venues  -  this  same  marketing/prospecting  effort  can  take 
place  on  the  internet  to  maximize  your  recruitment 
efforts.  Learn  about  this  and  more  in  this  session. 

Candidate  Selection 

Dr.  William  Swan, 

President,  Swan  Consultants,  Inc. 

Now  -  more  than  ever  -  hiring  the  most  productive 
people  is  critical.  Yet  most  interviews  are  no  better  than 
chance  at  predicting  how  a  new  employee  will  behave 
on  the  job.  In  these  sessions,  you’ll  learn  about  the 
skills  necessary  to  make  accurate  predictions  and  con¬ 
duct  an  organized  selection  interview. 

Town  Hall  Forum 

Lynn  Nemser, 

President,  Partners  in  Performance,  Inc. 

In  this  session,  you’ll  not  only  be  able  to  propose  your  spe¬ 
cific  questions  for  open  discussion,  you’ll  learn  of  real  world 
issues  and  solutions  from  your  peers.  You  wont  want  to 
miss  this  rare  opportunity  as  Lynn  Nemser,  an  expert  in  the 
HR  field,  leads  us  through  this  modem  discussion  of  your 
recruiting  topics. 


Conference  Registration  Fee*  $350.00 

*  Registration  fee  includes  continental  breakfast,  lunch  and  the  complete  Conference  Resource  Guide. 

This  conference  program  is  developed  exclusively  for  corporate  human  resource  professionals  who  recruit  directly  for  their  hiring  organiza¬ 
tions.  Vendors  of  selected,  targeted  products  and  services  may  participate  through  sponsorships  and/or  exhibits. 


For  more  information,  call  the  conference  hotline: 

1  -800-488-9204 


Photo  used  by  permission  of  the  Jet  Propulsion  Laboratory,  California  Institute  of  Technology. 


COMPUTERWORLD 

careers 


Two  registrations  for 
the  price  of  one  with  this  ad.  * 

V  800.334.WITI 

*  Please  reference  code  PCWA1.  One  discount  per  person. 


Donna  Shirley 

Manager, 

Mars  Exploration  Program 
Board  member, 

Women  In  Technology  International 

It  was  the  1950's,  and  Donna  Shirley  was  taking 
mechanical  drawing  instead  of  home  economics. 

In  college,  her  advisor  told  her  girls  couldn't  be 
engineers.  She  replied,  "Yes,  I  can." 

On  July  4, 1997,  the  world  watched  as  the  Sojourner 
Rover  rolled  across  the  rough  terrain  of  Mars. 

Donna  Shirley  led  the  team  that  designed  Sojourner. 

When  asked  what  advice  she  would  give  to  young 
women  who  want  to  be  engineers,  she  replied: 

"Be  brave.  Persevere.  You  have  to  really  want  to 
do  it.  You  have  to  follow  your  passion." 

Meet  Donna  at  WITTs  Business  of 
Technology  Conference. 


September  17-18 

at  the  Cobb  Galleria  Centre 


Keynote  speakers: 


Debra  Benton 

Benton  Management  Services 


Bill  Campbell 

Mayor  of  Atlanta 


Denise  Sclafini 

Lucent  Technologies 


Ella  Williams 

Aegir  Systems 


Erika  Jolly 
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Donna  Shirley 
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skills  and  network  with  recruiters  in  your  area  at  the  first  annual  Philadelphia  Area 
Corporate  Technical  Recruiting  Conference,  held  at  the  Philadelphia  Marriott, 
Philadelphia,  Pennsylvania. 
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A  Full  Schedule 

of  Contemporary.  Topics 

7:45am  Continental  Breakfast  &  Conference  Registration 

8:30am  Concurrent  Sessions: 

Building  an  Internet  Recruitment  Strategy 

Tracey  Claybrooke,  Claybrooke  &  Associates 

Making  the  Placement  Office  an  Extension 
of  Your  Corporate  Recruiting  Office 

Joan  Craig,  University  of  Pittsburgh 

The  Metrics  Driven  Staffing  Model 

Lynn  Nemser,  Partners  in  Performance,  Inc. 

Nick  Burkholder,  HR  Alliance 


Selected  Sessions  Include: 

a  Luncheon/Keynote  Address 

David  Weldon,  Senior  Editor,  Computerworld 

David  Weldon,  one  of  the  industry’s  leading  watchers  of  the  Information 
Systems  profession,  will  give  you  an  up-to-the-minute  view  in  this  very  special 
keynote  address. 

Building  an  Internet  Recruitment  Strategy 

Tracey  Claybrooke,  President,  Claybrooke  &  Associates,  Inc. 

As  mass  advertising  reaches  a  consumer  by  television,  radio,  billboards,  print 
media  in  various  locations  and  venues  -  this  same  marketing/prospecting  effort 
can  take  place  on  the  internet  to  maximize  your  recruitment  efforts.  Learn  about 
this  and  more  in  this  session. 


10:00am  Sponsor  Showcase/Coffee  Break 

10:30am  General  Session: 

Candidate  Selection 

Dr.  William  Swan,  President,  Swan  Consultants,  Inc. 

12:00pm  Luncheon  Keynote: 

David  Weldon,  Senior  Editor,  Computerworld 


Candidate  Selection 

Dr.  William  Swan,  President,  Swan  Consultants,  Inc. 

Now  -  more  than  ever  -  hiring  the  most  productive  people  is  critical.  Yet  most 
interviews  are  no  better  than  chance  at  predicting  how  a  new  employee  will 
behave  on  the  job.  In  these  sessions,  you’ll  learn  about  the  skills  necessary  to 
make  accurate  predictions  and  conduct  an  organized  selection  interview. 


1:30pm  Town  Hall  Forum 

Moderator:  Lynn  Nemser,  Partners  in  Performance,  Inc. 

3:00pm  Sponsor  Showcase/Coffee  Break 

3:30pm  Concurrent  Sessions  repeat: 

Building  an  Internet  Recruitment  Strategy 

Tracey  Claybrooke,  Claybrooke  &  Associates 

Making  the  Placement  Office  an  Extension 
of  Your  Corporate  Recruiting  Office 

Joan  Craig,  University  of  Pittsburgh 

The  Metrics  Driven  Staffing  Model 

Lynn  Nemser,  Partners  in  Performance,  Inc. 

Nick  Burkholder,  HR  Alliance 

5:00pm  Program  ends 


Jplfl  Town  Hall  Forum 

Lynn  Nemser,  President,  Partners  in  Performance,  Inc. 

ft  ■*:,#>  jn  this  session,  you’ll  not  only  be  able  to  propose  your  specific  questions  for 
^UgillU  open  discussion,  you’ll  learn  of  real  world  issues  and  solutions  from  your  peers. 

You  won’t  want  to  miss  this  rare  opportunity  as  Lynn  Nemser,  an  expert  in  the 
HR  field,  leads  us  through  this  modern  discussion  of  your  recruiting  topics. 

Conference  Registration  Fee*  $350.00 

*  Registration  fee  includes  continental  breakfast,  lunch  and  the  complete  Conference 
Resource  Guide. 

This  conference  program  is  developed  exclusively  for  corporate  human  resource  profession¬ 
als  who  recruit  directly  for  their  hiring  organizations.  Vendors  of  selected,  targeted  products 
and  services  may  participate  through  sponsorships  and/or  exhibits. 


For  more  information,  call  the  conference  hotline 

1  -800-488-9204 


THE  ONLY  4-IN-ONE  DIAGNOSTIC  TOOL 

" Omni  Analyzer:  The  Lazarus  Board"  rjrn| 

"You  could  buy ...  separate  diagnostic  cards  (and  spend  more  k  H 
money...)  but  they  probably  won't  tell  you  anything  Omni 

Analyzer  can’t  find  as  easily. 

Receive  all  these  features  aud 
more  in  one  diagnostic  tool! 

•  Test  XT,  AT,  Compaq,  PCI,  ISA,  EISA,  PS/2,  25, 

30.  Instantly  shows  why  system  won’t  boot. 

•  8.  16  &  32  bit  hardware  analyzer 

•  IRQ  &  DMA  interrupt  conflict  analyzer 

•  Digital  voltage/power  supply  monitor 

•  Self  booting  diagnostics  on-board 

•  Parallel,  serial,  printer  port  &  modem  tester^ 

•  Unlimited  technical  suppport  _  Cjl.  , 

Find  a  better  PC  Diagnostic  and 
^  ^  the  Omni  Analyzer  is  FREE  *‘<^31**^ 

jpjjtv:  Trinitech.  inc. 


7Vr*»cJ*fir*/  Snkfiww  fat  i  fJc+  5VW 


-WANTED- 

Vendors  of  Internet/intranet 
products  and  services. 

Must  be  eager  to  sell  product.  90%  of  Computerworld's  sub¬ 
scribers  surveyed  want  to  see  advertising  for  Internet/intranet 
products  in  the  Marketplace  section!  Must  be  flexible  enough 
to  take  advantage  of  our  low  rates. 

Call  Dawn  MacDowell  for  advertising  information. 
800-343-6474  ext.  8010. 

In  Canada  call,  508-879-0700  ext.  8010. 


COSI 
Alicomp 


Year  2000  Solution  Center 

Leonia,  New  Jersey 


Looking  for  an  Alternative 
to  the  High  Price  of 
Y2K  Test  Facilities? 

We  have  Test  Time  available  on: 
IBM  Mainframe;  IBM  AS/400; 
DEC  Alpha;  RISC  6000 

We  can  provide: 

•  Operating  System  Software 

•  Technical  and  Operational  Support 

•  Console  Support  —  Local  or  Remote 

•  High  Speed  Telecommunications  Links 

•  On  site  user  Workstations 

•  Over  50  years  of  combined  experience  in  providing 
Information  Technology  Solutions 


x,  201-840-4900 


A  Alicomp 


800-274-5556 


Try  Our  Proven 
IT.  Certification 

Training  EMM 


Discover  the  fastest  and 
easiest  way  to  prepare 
for  I. T. certification.  Our 
Self-Study  computer-based 
training  courses  provide  a 
learning  environment  that 
surpasses  traditional 
classroom  and  video 
courses.  To  prove  it,  we’re 
offering  a  free  demo  disk  of 
ourCBT  courses  to  I.T. 
professionals  who  call 
today! 


•  Gain  Valuable  Skills,  Knowledge  and 
Technical  Recognition 

•  Open  the  Door  to  Great  Career  Opportunities 

•  Raise  Your  Income 


MCSE 

•CNE 

MCSE+Intemet 

•  Novell  CIP 

MCP 

•  CNA 

Cisco 

•UNIX 

Intro  to  Network 

•Web  Master 

A+  Certification 

•  Intro  to  PC 

MCSD 

•Visual  Basic 

Visual  C++ 

•Java 

C++ 

•COBOL 

Oracle 

•Office  97 

And  More! 

•  Study  at  Your  Own  Pace 

•  Interactive  Hands-on  Exercises 

•  Receive  One-on-One  Training  Consulting 

I.T.  Professionals  Call  Now  to 
Get  Your  FREE  Demo  Disk! 

1-800-47S-5831 

FOREFRONT 

DIRECT 

A  CBT  Group  Company 

25400  US  Hwy.  1 9  N„  #285  •  Clearwater,  FL  33763 


Copyright©  1998  CBT  Group,  PLC.  All  rights  reserved.  ForeFront  Direct,  the  Forefront  Direct  logo  and  ForeFront  Direct  Self-Study  Course 
are  trademarks  of  CBT  Group,  PLC.  All  other  trademarks  are  the  properties  of  their  respective  holders.  Printed  in  the  U.S.A. 


TAKES  WINDOWS  BY  STORM! 


The  ultimate  workstation  cloning  and 
OS  deployment  tool  for  MIS/ IT  professionals 


Fast  -  Setup  an  entire  office  during  lunch! 

$  Multicast  -  Load  hundreds  of  machines  simultaneously, 
with  the  bandwidth  demands  of  loading  just  one 

(jj?  Client  Profiler  -  Set  all  client  settings,  such  as  user  name, 
domain  and  SID  from  your  desk. 

$  Keepsafe  -  Preserve  user  files  BEFORE  cloning  over 
a  workstation. 

$  Vboot  -  No  need  to  visit  each  client  system  with 
a  floppy  boot  disk. 

$  Supports  all  Windows  OS,  including 
Windows  95,  98,  NT  4.0  and  5.0 


Join  the 

FlashClone  Forces  NOW! 

Download  your 
free  demo  today  at: 
www.suredata.com 

or  call 

1 .888.994.4678 

^sunsdata 

Antes  Company 
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The  Week  in  Stocks 


Gainers 


Losers 


O 


PERCENT 


Aris  Corp . 11.7 

Bell  Atlantic  Corp . 8.2 

Storage  Computer  Corp.  (L) . 6.8 

NetManage  Inc.  (L) . 6.4 

Adobe  Systems  Inc.  (L) . 6.3 

GTE  Corp . 5.8 

SCO  Inc . 5.2 

U  S  West  Inc . 4.4 

nsn 

Sell  Atlantic  Corp . 3.44 

GTE  Corp . 2.88 

BellSouth  Corp . 2.56 

Aris  Corp . 2.56 

U  S  West  Inc . 2.19 

AMERITECH  Corp . 1.56 

Adobe  Systems  Inc.  (L) . 1.56 

Sprint  Corp . 1.25 


Cayenne  Software  Inc . -53.3 

Banyan  Systems  Inc . -51.6 

SystemSoft  Corp.  (L) . -40.5 

Quarterdeck  Corp.  (L) . -30.8 

Storage  Technology  . -29.5 

Data  General  Corp.  (L) . -25.7 

Excite,  Inc . -25.5 

Egghead  Discount  Software  . -25.1 

Amazon.com  . -16.13 

America  On-Line  . -11.25 

Excite,  Inc . -10.38 

Storage  Technology  . -10.25 

Yahoo!  Inc . -9.81 

Network  Solution  Inc . -7.56 

Rambus  Inc . -7.38 

Computer  Horizons . -7.31 


I  N  DU  ST  .R . V 


Adobe:  Graphic  concerns 


Adobe  Systems,  Inc.’s  software  can  alter  an  image  and 
remove  a  blemish,  but  it  isn’t  making  its  investors 
smile.  In  recent  months,  Adobe  stock  has  lost  about 
half  its  value.  The  company’s  revenue  growth  has  been 
sluggish,  hurt  by  economic  problems  in  Asia  —  which 
accounts  for  about  13%  of  its  product  revenue  —  and  by  de¬ 
lays  in  shipping  new  graphics  applications. 

The  company,  which  reported  revenue  of  about  $911  million 
last  year,  recently  warned  investors  that  in  its  third  quarter, 
which  ended  Aug.  28,  it  would  break  even  or  post  a  loss.  A 
year  earlier,  Adobe  had  net  income  of  $53.4  million. 

In  response,  the  San  jose,  Calif.-based  company  said  it  was 
restructuring  and  cutting  up  to  300  jobs  —  about  10%  of  its 
workforce. 

Adobe’s  plight  has  made  it  a  takeover  target  by  Denver- 
based  rival  Quark,  Inc.,  which  makes  QuarkXPress,  a  publish¬ 
ing  software  package  widely  used  by  newspapers  and  maga¬ 
zines.  Quark  didn’t  specify  its  offer,  and  Adobe  said  it  wished 
to  remain  independent. 

A  key  problem  for  Adobe,  analysts  say,  is  its  continuing  em¬ 
phasis  on  upgrading  applications  for  its  legacy  print  customer 
base.  “They  need  to  have  a  suite  of  products  that  work  well 
with  the  Web,  and  they  need  to  communicate  that  the  Web  is 
their  target,”  says  Chris  Le  Tocq,  an  analyst  at  Dataquest  in 
San  Jose,  Calif. 

New  applications  are  also  needed  to  improve  Adobe’s  bot¬ 
tom  line,  according  to  Jeff  Coverman,  a  financial  analyst  at 
Pacific  Crest  Securities  in  Portland,  Ore.  “Growth  comes  from 
new  products,  not  just  upgrades.  They  haven’t  really  had  a 
major-league  hit  in  a  long,  long  time,”  he  says.  Adobe  is  fac¬ 
ing  increasing  competition  from  companies  such  as  Microsoft 
Corp.,  but  its  software  remains  overwhelmingly  popular  with 
graphics  designers,  analysts  say.  —  Patrick  Thibodeau 


INVESTORS'  IMAGE  OF  ADOBE  FADES 


Sluggish  revenue  growth,  due  in  part  to  Asia's 
economic  problems,  has  hurt  Adobe's  stock  price 
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52-Week 

Range 

Aug.  28  Wk  Net 
2pm  change 

Wk  Per 

CHANCE 

Communications  and  Network  Services  OFF 

-7.7% 

COMS 

56.75 

22.94 

3  COM  Corp. 

26.38 

-3.63 

•12.1 

AIT 

52.13 

30.13 

AMERITECH  Corp. 

48.75 

1.56 

3.3 

ASND 

55.06 

22.00 

Ascend  Communications 

39.94 

-4.50 

-10.1 

T 

68.50 

38.50 

AT&T 

56.06 

0.81 

1.5 

BNYN 

13.38 

1.75 

Banyan  Systems  Inc. 

2.75 

-2.94 

-51.6 

BAY 

41.88 

21.38 

Bay  Networks  Inc. 

29.94 

-1.00 

-3.2 

BEL 

53.00 

36.13 

Bell  Atlantic  Corp. 

45.38 

3.44 

8.2 

BLS 

73.63 

43.31 

BellSouth  Corp. 

67.94 

2.56 

3.9 

BRKT 

22.75 

9.50 

Brooktrout  Technology 

12.88 

-2.13 

-14.2 

CS 

36.25 

7.25 

Cabletron  Systems  (L) 

7.94 

-0.94 

-10.6 

CGRM 

21.88 

8.56 

Centigram  Communications 

9.75 

-1 .00 

-9.3 

CSCO 

105.25 

45.50 

Cisco  Systems  Inc.  (H) 

95.50 

-5.63 

-5.6 

CMNT 

6.50 

3.38 

Computer  Network  Tech. 

4.94 

-0.56 

-10.2 

CNCX 

41.00 

7.88 

Concentric  Network  Corp. 

18.00 

-4.25 

-19.1 

DIGI 

35.69 

16.50 

DSC  Communications 

25.38 

-3.56 

-12.3 

FORE 

28.00 

13.25 

FORE  Systems  Inc. 

19.44 

-3.38 

-14.8 

GDC 

7.50 

2.81 

General  Datacomm  Inds.  (L) 

3.19 

-0.31 

-8.9 

GSX 

47.25 

35.69 

General  Signal  Networks 

37.88 

-2.38 

-5.9 

GTE 

64.38 

40.50 

GTE  Corp. 

52.06 

2.88 

5.8 

LU 

108.50 

36.19 

Lucent  Tech. 

80.81 

-4.50 

-5.3 

MADGF 

9.19 

2.63 

Madge  Networks  NV  (L) 

3.19 

-0.19 

-5.6 

MCIC 

70.63 

27.31 

MCI  Comm m unications  Corp. 

57.56 

-5.38 

-8.5 

NETM 

5.25 

1.13 

NetManage  Inc.  (L) 

1.56 

0.09 

6.4 

NTRX 

3.50 

0.63 

Netrix  Corp. 

1.13 

-0.06 

-5.3 

NCDI 

13.75 

5.88 

Network  Computing  Devices 

7.13 

0.06 

0.9 

NWK 

20.63 

11.38 

Network  Equipment  Tech.  (L) 

11.94 

-2.13 

-15.1 

NN 

69.38 

18.63 

Newbridge  Networks  Corp. 

21.00 

-1.50 

-6.7 

NT 

69.25 

39.69 

Northern  Telecom  Ltd. 

50.56 

-2.19 

-4.1 

NOVL 

13.63 

6.81 

Novell  Inc. 

10.81 

-0.19 

-1.7 

ODSI 

14.50 

5.19 

Optical  Data  Systems  Inc. 

5.63 

0.13 

2.3 

PCTL 

13.50 

5.63 

PICTURETEL  CORP. 

7.00 

-0.75 

-9.7 

OPEN 

3.50 

0.97 

Proteon  Inc. 

1.06 

-0.22 

-17.1 

RACO 

4.13 

1.00 

Racotek  Inc. 

1.88 

-0.31 

-14.3 

RADS 

29.38 

6.00 

Radiant  Systems  Inc 

6.50 

-0.50 

-7.1 

VRTL 

11.13 

1.88 

Retix 

2.38 

0.06 

2.7 

SBC 

46.56 

26.75 

SBC  Communications 

40.00 

0.69 

1.7 

SFA 

27.94 

14.00 

Scientific  Atlanta  Inc. 

20.00 

-3.00 

-13.0 

SHVA 

16.44 

5.06 

Shiva  Corp. 

5.25 

-1.00 

-16.0 

FON 

75.63 

45.25 

Sprint  Corp. 

71.25 

1.25 

1.8 

QWST 

47.50 

19.88 

QWest  Communications 

9.81 

-3.31 

-10.0 

SMSC 

18.13 

6.56 

Standard  Microsystems  Corp.  (L)  7.00 

-1.00 

-12.5 

USW 

58.00 

0.19 

U  S  West  Inc. 

52.44 

2.19 

4.4 

XIRC 

27.25 

8.63 

Xircom 

21.75 

-4.50 

-1 7.1 

XYLN 

31.31 

13.38 

Xylan  Corp. 

17.13 

-5.00 

-22.6 

PCs  and  Workstations 

OFF 

-7.8% 

AAPL 

43.75 

12.75 

Apple  Computer  Inc. 

35.88 

-4.88 

-12.0 

CPQ 

39.75 

23.13 

Compaq  Computer  Corp. 

30.88 

-4.31 

-12.3 

DELL 

129.38 

35.00 

Dell  Computer  Corp.  (H) 

119.50 

1.06 

0.9 

GTW 

68.75 

25.06 

Gateway  2000  Inc. 

52.81 

-4.81 

-8.4 

HWP 

82.38 

49.00 

Hewlett  Packard  Co. 

51.50 

-3.00 

-5.5 

MUEI 

20.75 

8.44 

Micron  International  Inc. 

14.00 

-1.56 

-10.0 

NIPNY 

63.88 

36.63 

NEC  America  (L) 

36.63 

-1.38 

-3.6 

SGI 

30.31 

10.00 

Silicon  Graphics 

10.19 

-1.00 

-8.9 

SUNW 

52.81 

30.38 

Sun  Microsystems  Inc. 

42.31 

-5.13 

-10.8 

Large  Systems 

OFF 

-13.1% 

DGN 

37.94 

8.50 

Data  General  Corp.  (L) 

8.50 

-2.94 

-25.7 

IBM 

138.13 

88.63 

IBM 

123.25 

-3.25 

-2.6 

MDCD 

663 

2.13 

Meridian  Data  Inc.  (L) 

2.13 

-0.63 

-22.7 

NCR 

38.50 

25.63 

NCR  Corp 

28.19 

-1.75 

-5.8 

PRCM 

18.63 

4.06 

ProCom  Technology,  Inc. 

5.13 

-0.50 

-8.9 

SQNT 

31.25 

7.38 

Sequent  Computer  Sys.  (L) 

7.50 

-1.44 

-16.1 

TEXM 

6.00 

2.75 

Texas  Micro  Inc 

2.88 

-0.38 

-11.5 

SRA 

60.75 

21.44 

Stratus  Computer  Inc. 

28.94 

-3.19 

-9.9 

UIS 

30.69 

11.06 

Unisys  Corp. 

21.50 

-3.75 

-14.9 

Software 

OFF 

-11.8% 

ADBE 

53.13 

24.06 

Adobe  Systems  Inc.  (L) 

26.50 

1.56 

6.3 

AM  SWA 

15.63 

3.13 

American  Software  Inc.  (L) 

3.25 

-0.50 

-13.3 

APLX 

12.50 

2.38 

Applix  Inc. 

2.69 

-0.31 

-10.4 

ARDT 

15.88 

6.63 

Ardent  Software 

11.50 

-1.63 

-12.4 

ARSC 

36.38 

19.25 

Aris  Corp. 

24.50 

2.56 

11.7 

ADSK 

51.13 

22.25 

Autodesk  Inc.  (L) 

25.00 

-1.00 

-3.8 

BMCS 

58.50 

27.38 

BMC  Software  Inc. 

48.38 

-0.44 

-0.9 

BOOL 

26.00 

16.69 

Boole  and  Babbage 

21.50 

-1.31 

-5.8 

BOBJY 

20.00 

7.38 

Business  Objects 

10.00 

-2.88 

-22.3 

CAYN 

3.50 

0.22 

Cayenne  Software  Inc. 

0.22 

-0.25 

-53.3 

CNTR 

3.31 

0.88 

Centura  Software 

1.34 

-0.22 

-14.0 

CHKPF 

50.50 

19.63 

Checkpoint  Software  (L) 

19.88 

-3.88 

-16.3 

COGNF 

34.75 

17.50 

Cognos  Inc.  (L) 

18.06 

-3.81 

-17.4 

CA 

61.94 

30.13 

Computer  Associates  (L) 

30.69 

-2.25 

-6.8 

CPWR 

60.31 

26.75 

Com puware  Corp. 

50.44 

-4.19 

-7.7 

CSRE 

9.81 

3  50 

Comshare  Inc.  (L) 

3  88 

-0.13 

-3.1 

COSFF 

6.50 

1.25 

Corel  Corp.  (L) 

1.28 

-0.16 

-10.9 

DWTI 

5.38 

2.13 

Dataware  Technologies  Inc. 

2.88 

-0.31 

-9.8 

DCTM 

59.63 

26.00 

Documentum,  Inc. 

38.00 

-1.56 

-3.9 

FILE 
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offer  mem¬ 
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cal  infor¬ 
mation 
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been  fulfilled. 

joining  Microsoft  in  support¬ 
ing  WANTUG  are  IBM,  which 
sells  technology  that  works  with 
NT,  and  International  Data 
Group  (IDG),  a  major  player  in 
the  computer  trade  publishing 
and  conference  industry.  IDG  is 
the  parent  company  of  Comput¬ 
erworld. 

Despite  the  depth  of  its  in¬ 
stalled  base,  Microsoft  has  long 
stood  alone  among  the  leading 
industry  vendors  as  having  no 
formal  relationship  with  any 
user  groups  (see  story,  page  i). 
Unlike  enterprise  players  Digi¬ 
tal  Equipment  Corp.,  Hewlett- 
Packard  Co.,  IBM  and  Oracle 
Corp.,  which  formally  sponsor 

MOREONUNE* 

For  NT  resources,  publica¬ 
tions  and  user  groups,  visit 
Computerworld  online. 

www.computerworld.com/more 


and  support  user  groups  and 
periodic  conferences,  Microsoft 
has  left  the  grassroots  start-ups 
pretty  much  to  themselves. 
WANTUG  hopes  recent  agree¬ 
ments  will  change  all  that. 
Those  include  the  following: 

■  WANTUG  President  Charles 
Kelly  said  Microsoft  President 
Steve  Ballmer  vowed  to  assist 
the  organization,  offering  both 
financial  backing  and  help  in 
creating  a  World  Wide  Web  site, 
which  is  slated  to  be  up  before 
year’s  end.  WANTUG  now  has 
its  own  Web  site  (www.wantugi. 
dc.usweb.com ),  but  it  focuses 
mainly  on  association  informa¬ 
tion;  the  new  site  will  provide 
technical  information. 

■  An  IBM  spokesman  said 
funding  will  go  toward  building 
and  maintaining  the  WANTUG 
Web  site,  along  with  creating 
related  conferences. 

■  IDG  plans  to  sponsor  a  series 
of  Windows  NT-focused  confer¬ 
ences.  The  first  one  is  slated 


for  March.  It  also  plans  to  pro¬ 
duce  a  series  of  NT-focused  sup¬ 
plements  that  will  run  in  multi¬ 
ple  company-owned  newspapers 
and  magazines. 

A  dollar  amount  on  all  three 
financial  offers  wasn’t  made 
available.  Kelly  emphasized 
that  the  financial  backing  won’t 
affect  the  association’s  indepen¬ 
dence. 

COOPERATION 

Kelly  said  he  hopes  the  added 
support  will  help  funnel  infor¬ 
mation  on  technology  deploy¬ 
ment  and  maintenance  issues 
to  members.  Another  goal  is  to 
help  tie  the  individual  groups 
more  closely  together  to  share 
information  and  offer  them 
weightier  leverage. 

“We  want  to  empower  local 
groups,  and  funding  should 
help  us  do  that,”  Kelly  said. 
“The  last  thing  we  want  is  for 
Microsoft  to  own  one  more 
thing.  But  it’s  very  important  to 


work  with  Microsoft  like  this. 
It’s  the  source  for  all  NT  and 
BackOffice  information.” 

Dennis  Martin,  president  of 
the  Rocky  Mountain  Windows 
NT  User  Group,  said  that  al¬ 
though  he  welcomes  the  fund¬ 
ing  to  WANTUG,  the  individual 
groups  still  will  receive  no  sup¬ 
port.  But  he  said  he  is  looking 
forward  to  stringing  the  individ¬ 
ual  groups  together  more  tightly 
so  they  have  a  better  chance  of 
getting  Microsoft’s  attention. 

“The  whole  idea  ...  is  to 
leverage  the  level  of  contact 
some  groups  have  with  Mi¬ 
crosoft  out  to  the  other  groups,” 
Martin  said.  “We  can  send  up  a 
representative  for  10,000  mem¬ 


bers,  and  we  can  say,  ‘Gosh, 
this  would  be  a  great  feature  to 
have.’  We  want  to  be  a  friendly 
voice  saying  these  are  some 
things  you  should  do.” 

“This  will  be  extremely  help¬ 
ful  for  corporate  IS,”  said  Nick 
Schlueter,  president  of  the  Big 
Sky  NT  User  Group  in  Great 
Falls,  Mont.  “Imagine  people 
being  able  to  lay  hands  on  ap¬ 
plications  in  a  nonproduction 
environment  with  their  peers 
around  them.  They’re  not  sit¬ 
ting  there  doing  it  on  their  own 
during  the  day  with  fires  to  put 
out  and  the  phone  ringing. 
User  groups  should  be  a  sanc¬ 
tuary.  This  should  be  the  place 
to  play.”  □ 


Groups  can  aid  Microsoft  push  into  enterprise 
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Schlueter,  president  of  the  Big 
Sky  NT  User  Group  in  Great 
Falls,  Mont.  “It  is  frustrating  be¬ 
cause  we’re  their  strongest  pro¬ 
ponents.  We  can  take  the 
weight  off  their  technical  sup¬ 
port  people.  Why  isn’t  Microsoft 
thinking  that  we  are  their  foot 
soldiers?” 

Enterprise  players  IBM,  Ora¬ 
cle  Corp.  and  Digital  Equipment 
Corp.  long  ago  learned  that  les¬ 
son.  Part  of  the  way  those  com¬ 
panies  meet  the  demand  for 
support  and  technical  informa¬ 
tion  is  by  running  and  backing 
major  user  groups  and  periodic 
user  group  conferences. 

DIFFERENT  STYLE 

That  hasn’t  been  Microsoft’s 
style.  The  Redmond,  Wash., 
software  maker  has  kept  user 


groups  at  arm’s  length.  It  says  it 
supports  them  by  offering  soft¬ 
ware  that  can  be  raffled  off  at 
fund-raisers  and  by  providing 
occasional  speakers  for  meet¬ 
ings. 

Industry  watchers  attribute 
Microsoft’s  reluctance  to  an  un¬ 
willingness  to  have  an  organiza¬ 
tion  that  close  to  it  that  it  does 
not  have  complete  control  over. 

John  Bridger,  Microsoft’s 
newly  appointed  user  group 
program  coordinator,  said  offer¬ 
ing  financial  support  to  the  ap¬ 
proximately  1,500  user  groups 
that  focus  on  Microsoft  prod¬ 
ucts  is  out  of  reach.  “I  know 
[President]  Steve  Ballmer  made 
a  commitment  to  user  groups 
about  a  month  ago  to  see  to  it 
that  we  would  have  a  very 
proactive  approach  to  support- 

►WUGNET 
has  about 
100,000 
members 
who  hit  its 
information- 
oriented 
World  Wide 
Web  site 


ing  them,”  Bridger  said.  “I 
don’t  know  about  supporting 
them  financially.  There’s  1,500 
of  them.” 

According  to  Paul  Bazley,  Mi¬ 
crosoft’s  general  manager  of 
Technical  Community  Develop¬ 
ment,  when  company  execu¬ 
tives  were  formulating  the  Tech- 
Net  plan  (see  related  story,  page 
16),  they  passed  around  the  idea 
of  forming  an  official  company- 
sponsored  user  group.  But  in¬ 
stead,  they  decided  to  tie  the 
service  program,  which  is  fo¬ 
cused  on  information  and  sup¬ 
port,  closely  with  the  existing, 
independent  user  groups. 

“If  TechNet  is  done  right,  it 
will  accomplish  a  lot,”  said  Baz¬ 
ley,  who  gathered  40  user  group 
presidents  in  Redmond  two 
weeks  ago  to  critique  the  Tech- 
Net  program.  “When  we  talked 
to  the  user  group  presidents, 
they  saw  this  as  complementary 
to  what  they  do.” 

LIST  OF  DEMANDS 

But  that  group  of  representa¬ 
tives  caught  Microsoft  off 
guard  by  forcing  a  discussion  of 
the  issue  of  the  company’s  rela¬ 
tionship  with  user  groups 
and  taking  the  opportunity  to 
air  grievances  and  push  for  bet¬ 
ter  alliances.  According  to 


Schlueter,  the  group  told  Bazley 
it  wanted  the  following: 

■  More  direct  contact  with  tech¬ 
nical  people  inside  Microsoft. 
■Better  access  to  beta  software 
and  updates. 

■  Meaningful  technology  road 
maps. 

■  A  liaison  who  will  help  and 
represent  them. 

Bridger  said  he  attended  the 
meeting  and  emphasized  that 
he  is  the  liaison  they  have  been 
requesting.  He  said  many  mem¬ 
bers  simply  didn’t  know  his  po¬ 
sition  existed. 

Bazley  said  he  is  pulling  to¬ 
gether  a  slew  of  department 
heads  to  answer  the  group’s 
criticisms  at  a  follow-up  meet¬ 
ing  scheduled  for  December.  At 
that  meeting,  the  members  will 
discuss  how  helpful  the  new 
TechNet  program  is  proving.  He 
also  pledged  to  publish  a  report 
next  month  on  how  to  tie  the 
TechNet  effort  to  the  user 
groups. 

And  Bridger  said  he  brought 
in  10  user  group  presidents  last 
week  to  talk  about  their  needs 
and  problems.  He  said  that 
is  a  procedure  that  has  been  re¬ 
peated  two  or  three  times  each 
year. 

In  addition,  Microsoft  is  of¬ 
fering  financial  backing  to  the 


Worldwide  Association  of  NT 
User  Groups  (see  related  story, 
page  1). 

“That’s  all  good  news,”  said 
Howard  Sobel,  executive  direc¬ 
tor  of  the  Windows  User  Group 
Network  (WUGNET),  which  has 
about  100,000  members  who 
hit  its  information-oriented 
World  Wide  Web  site.  “We’re 
hearing  good  things  about  what 
Microsoft  is  doing  in  terms  of 
technical  support.  It’s  been  bet¬ 
ter,  but  you  always  want  more.” 

Several  user  group  presidents 
who  were  at  the  meeting  said 
they  came  away  feeling  hopeful 
that  the  relationship  was  being 
strengthened. 

“Based  on  the  things  they 
showed  us  last  week,  it’s  com¬ 
ing,”  said  Dennis  Martin,  presi¬ 
dent  of  the  Rocky  Mountain 
Windows  NT  User  Group. 
“They’re  [at  the  start  of]  ad¬ 
dressing  the  IT  professional  the 
way  they’ve  done  for  developers 
for  so  long.” 

Some  users,  however,  said 
they  don’t  think  it  is  Microsoft’s 
responsibility  to  offer  any  more 
than  that. 

“I  don’t  have  time  to  be  run¬ 
ning  to  a  lot  of  different  re¬ 
sources,”  said  Bruce  Seelinger, 
applications  analyst  at  the  con¬ 
struction  products  division  of 
Caterpillar,  Inc.  in  Clayton,  N.C. 
“If  I  can  get  what  I  need  with¬ 
out  a  formalized  user  group, 
good.  They’re  just  not  that  im¬ 
portant  to  me.’’D 
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IT  temps  have  drawbacks 

CONTINUED  FROM  PAGE  1 _ 


are  breeding  a  generation  of 
workers  who  view  companies  as 
the  enemy,”  said  John  Schus- 
sler,  who  has  been  a  perma- 
temp  at  Microsoft  Corp.  since 
1992.  He  said  the  permatemp 
system  creates  a  stratified  work¬ 
force  composed  of  permanent 
and  temporary  employees.  That 
makes  it  hard  for  employees  to 
work  effectively  as  a  team,  he 
said. 

Temps  and  permatemps  are 
different  from  contractors  in 
that  they  are  employed  by  a 
temporary  employment  agency. 
Contractors  typically  either  work 
for  themselves  or  are  perma 
nent  employees  of  a  consult 
ing  or  outsourcing  firm. 

Many  temps  will  jump 
ship  for  a  permanent  job. 

“I  would  like  a  perma¬ 
nent  job,”  said  Bard 
Alan  Finlan,  who 
has  worked  for 
the  past  six 
months  as  a 
temporary  engi¬ 
neering  techni¬ 
cian  at  Rockwell 
Semiconductor 
Systems  in  San 
Diego.  The  company 
likes  his  work,  but  in¬ 
stead  of  hiring  him,  it 
recently  extended  his 
contract  for  another  six 
months. 

And  although  temporary 
workers  often  perform  key  IS 
functions,  they  may  not  be 
around  when  and  if  the  systems 
they  worked  on  falter.  For  exam¬ 
ple,  Graham  Climson,  a  tempo¬ 
rary  database  administrator, 
gives  clients  his  pager  number 
when  he  completes  an  assign¬ 
ment,  but  acknowledged  that 
“[I]  really  don’t  want  people  pes¬ 
tering  me  months  down  the 
road.” 

There  is  also  some  debate 
about  whether  using  temporary 
employees  is  really  cheaper 
than  hiring  permanent  staff. 
Temps  tend  to  earn  more  than 
their  permanent  counterparts 
and  are  often  connected  to 

MOREONLINE* 

For  more  information  on 

temporary  workers,  visit 

Computerworld  online. 

www.computerworld.com/more 


agencies  that  may  charge  com¬ 
panies  an  additional  30%  to 
40%  of  temps’  hourly  rates. 

The  salary  difference  can 
shake  up  permanent  employees. 
“When  employees  are  sitting 
next  to  contract  workers  who 
are  making  $100  per  hour, 
there’s  a  lot  of  resentment,” 
said  David  Dell,  an  analyst  at 
Concours  Group,  Inc.,  a  man¬ 
agement  consulting  firm  in 
Kingwood,  Texas.  The  issue  can 
get  particularly  hot  when  over¬ 
time  hours  come  up.  Temps  are 
paid  by  the  hour,  so  they  are 


paid  to  work  late,  but  IS  staffers 

—  who  rarely  leave  work  on 
time  —  get  nothing  extra. 

But  information  technology 
managers  said  they  have  little 
choice  but  to  risk  it. 

For  example,  Brian  Kilcourse, 
chief  information  officer  at 
Longs  Drugs  Stores  in  Walnut 
Creek,  Calif.,  said  he  ramped  up 
his  use  of  contingent  workers 

—  contractors  and  temps  — 
when  his  turnover  rate  in¬ 
creased  from  7%  to  approxi¬ 
mately  15%  about  a  year  and  a 
half  ago  and  he  was  unable  to 
fill  key  programming  jobs.  It 
isn’t  cheaper  than  hiring  em¬ 
ployees,  he  said. 

He  isn’t  alone.  According  to 
the  Bureau  of  Labor  Statistics, 
the  number  of  computer  sys¬ 
tems  analysts  and  engineers 
working  as  temps  or  as  contract 
workers  increased  from  76,000 
in  1995  to  107,000  last  year,  an 
increase  of  almost  41%.  Last 


year,  about  6%  of  all  computer 
programmers  were  temporary 
workers,  and  that  number  was 
nearly  15%  for  systems  analysts. 

Permatemps  aren’t  limited  to 
IS.  In  1986,  there  were  about 
800,000  temps  overall  working 
in  the  U.S.,  according  to  the  Na¬ 
tional  Association  of  Temporary 
and  Staffing  Services,  in  Arling¬ 
ton,  Va.  By  last  year,  that  num¬ 
ber  soared  to  2.5  million,  or 
about  2%  of  the  workforce. 

Clearly,  IT  departments  are 
going  to  have  to  learn  how  to 
deal  with,  support  and  integrate 
an  increasingly  noncommitted 
workforce. 

Marcus  Courtney, 
an  organizer  at 
WashTech,  a 
Seattle-based 
organization 
that  repre¬ 
sents  tempo¬ 
rary  and  perma¬ 
nent  high- 

tech  employees, 
worked  as  a  per¬ 
matemp  for  four 
years  at  several 
companies,  includ¬ 
ing  Microsoft  and 
Adobe  Systems, 
Inc.  He  said  the 
permatemp  system 
leads  to  “serious  is¬ 
sues  of  morale  and 
frustration. 

“I  was  constantly  look¬ 
ing  for  another  job,  and  every 
day  when  I  came  to  work,  I 
wondered  if  my  assignment  was 
going  to  end,”  he  said. 

A  contractor  or  ordinary  temp 
usually  is  told  that  the  assign¬ 
ment  will  last  for  a  fixed  period 
of  time.  They  expect  it  to  end. 
But  apparently,  after  showing 
up  at  the  same  place  for  years, 
the  permatemps  develop  an  at¬ 
tachment  and  also  a  hope  or  ex¬ 
pectation  of  being  hired.  Be¬ 
cause  they  don’t  know  when  the 
job  will  end,  they  seem  to  feel 
more  anxious  about  it. 

Also  at  issue,  permatemps 
typically  don’t  share  in  a  firm’s 
lucrative  stock  options  or  attend 
events  such  as  the  company 
Christmas  party.  Indeed,  most 
permatemps  don’t  get  health  in¬ 
surance  or  other  benefits. 

“I  think  most  companies  hire 
permatemps  to  save  money,” 
Finlan  said.  “They  don’t  want  to 
make  a  commitment  to  an  em- 


TEMPER  THE  USE  OF  TEMPS 


Pros  and  cons  of  using  long-term  temporary  workers 


PROS  W  CONS 


►  Can  fill  jobs  that  re¬ 
quire  hard-to-find 
skills  quickly 

►  May  be  ideal  for 
project  work 

►  Less  costly  than  hir¬ 
ing,  training  and  re¬ 
taining  permanent 
workers 


ployee,  and  they  don’t  want  to 
pay  benefits.”  He  added  that  the 
penalty  the  firm  pays  is  a  work¬ 
force  that  isn’t  as  dedicated. 

Several  groups  of  perma¬ 
temps  have  sued  companies,  ar¬ 
guing  that  they  deserve  the 
same  benefits  as  regular  work¬ 
ers.  Microsoft,  which  employs 
about  6,000  permatemps,  lost  a 
court  battle  two  years  ago 
against  a  group  of  former  con¬ 
tractors  who  worked  at  the  com¬ 
pany  between  1987  and  1990. 
The  ruling  said  that  those  per¬ 
matemps  can  participate  in 
company  401  (k)  pension  and 
discount  stock  purchases  that 
are  available  to  traditional  em¬ 
ployees. 

Microsoft  isn’t  alone  in  its 
heavy  use  of  temporary  work¬ 
ers.  Compaq  Computer  Corp., 
for  instance,  employs  about 

Not  everyone's  bag 


►  Highly  paid  temp 
workers  can  drive  up 
staff  salaries 

►  You  may  come  to  rely 
on  temp  workers  who 
aren't  interested  in 
long-term  work  at  your 
company 

►  "Permatemps"  may 
sue  for  benefits  if  their 
assignments  stretch 
on  for  years 


8,900  temporary  and  contract 
workers,  which  represents 
about  21%  of  its  total  workforce 
of  more  than  41,000. 

For  now,  IS  is  hooked  on  the 
temporary  workforce.  But  it 
may  not  be  a  long-term  fix. 
Many  companies  looking  to 
stave  off  litigation  have  begun 
to  require  permatemps  to  leave 
the  company  for  at  least  a 
month  at  the  end  of  an  assign¬ 
ment  that  lasts  a  year  or  more. 
That  will  make  it  hard  for  com¬ 
panies  to  hold  on  to  perma¬ 
temps  because  the  workers 
need  to  support  themselves, 
Schussler  said. 

“I  think  I’m  a  last  resort  for 
most  companies,”  Climson  said. 
“They  can’t  find  an  employee  to 
do  this,  so  they  call  me.”  And 
they  are  going  to  pay  a  premi¬ 
um,  he  added.  □ 


A  white  paper  published  by  the  National  Association  of  Tempo¬ 
rary  and  Staffing  Services  (NATSS)  points  out  that  temporary  work 
isn’t  for  everyone  because  it  requires  workers  to  hit  the  ground 
running. 

Some  people  find  it  difficult  to  catch  on  to  unfamiliar  material, 
work  styles  and  office  procedures,  all  of  which  are  critical  to  the 
success  of  a  temp. 

Temps  may  also  trade  the  personal  relationships  workers  typi¬ 
cally  have  with  longtime  colleagues  for  the  flexibility  and  freedom 
of  working  on  short-term  assignments. 

But  temporary  jobs  sometimes  can  lead  to  permanent  jobs.  Ac¬ 
cording  to  the  NATSS,  about  38%  of  temps  get  job  offers  while 
on  assignment.  However,  several  veteran  temporary  workers  said 
that  if  a  company  doesn’t  hire  you  within  six  months,  it  probably 
isn’t  going  to.  If  you  plan  to  use  temporary  work  as  a  bridge  to 
permanent  employment,  find  out  what  the  agency’s  policy  is  on 
accepting  a  full-time  position. 

Temporary  workers  in  the  high-tech  industry  are  often  asked  to 
sign  nondisclosure  agreements  and  noncompete  clauses  that  can 
limit  the  workers’  ability  to  accept  a  full-time  job  with  a  competing 
company. 

The  NATSS  also  recommends  that  temporary  workers  consider 
registering  with  more  than  one  agency  to  increase  their  chances 
of  keeping  busy.  —  Barb  Cole-Gomolski 
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THE  OTHER  WHITEWATER 

Information  flows  freely  at  the  latest  World  Wide  Web 
site  for  Whitewater  enthusiasts:  Riverworld  (www. 
riverworld.com ).  The  site  features  reports  on  stream 
flows  so  river  runners  and  paddlers  can  track  the  cur¬ 
rent  and  historical  water  levels  of  their  favorite 
rivers.  Riverworld  also  has  guidebooks,  safety  tips 
and  an  online  store  catering  to  those  who  paddle  or 
float  rivers  on  their  own  or  travel  with  a  guide  ser¬ 
vice.  "We  intend  for  this  to  become  the  Amazon  of 
river  sites  on  the  Web,"  says  founder  Doug  Tims, 
referring  to  the  river,  not  the  online  bookseller. 


alk  about  Big 
Brother!  The 
CarMon  is  a 
black  box  that  mounts  on 
the  floor  of  a  car  and 
records  800  accelera¬ 
tion,  braking  and  corner¬ 
ing  events,  as  well  as 
starts  and  stops.  The 
vendor,  OnGuard  Tech¬ 
nologies  in  Seattle,  says 
parents  can  use  the  $90 
box  to  monitor  teen¬ 
agers'  driving  habits,  and 
businesses  can  monitor 
the  way  company  vehi¬ 
cles  are  driven. 


THE  FIFTH  WAVE  by  Rich  Tennant 


•g*  s  this  the  end  of  the  coffee-table  book? 
k  Cinegram  Media,  Inc.  in  Summit,  N.J.,  has 
;  released  a  CD-ROM,  “Norman  Rockwell: 

The  Man  and  His  Art”  ($70).  It  has  more 
than  420  of  his  magazine  covers,  illustrations 
and  paintings,  plus  art-appreciation  lessons,  triv¬ 
ia,  a  rare  kinescope  interview  and  a  studio  tour. 
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animate  the  torches  on  out-  YIeb  p^e/ 


Inside  Lines 

ho  Compaq  Alpha  quite  yet _ 

Compaq’s  first  Alpha-based  workstation,  which  was  set  to  be  an¬ 
nounced  next  month,  has  been  delayed.  The  company  last  week 
confirmed  reports  in  “Shannon  Knows  Distributed  Enterprise 
Computing,”  an  Ashland,  Mass.-based  newsletter,  that  the  an¬ 
nounce  date  of  the  Compaq  Professional  Workstation  1000XP  has 
been  pushed  back  from  September  to  some  time  in  the  last  quar¬ 
ter  of  the  year.  A  company  spokesman  said  Compaq  is  continuing 
to  “optimize”  the  new  workstations  that  apparently  “are  not  yet 
quite  ready  for  prime  time.” 

Great  minds . . . _ 

First  SAP  bestowed  the  name  Strategic  Enterprise  Management 
on  an  upcoming  set  of  analysis  applications,  which  it  announced 
in  June,  for  senior  executives.  Now,  application  rival  Oracle  plans 
to  give  that  very  same  moniker  to  financial  analysis  software  it 
will  introduce  in  September.  After  being  told  about  the  identical 
naming,  an  Oracle  spokeswoman  said  company  officials  and  their 
lawyers  will  have  to  talk  about  whether  a  name  change  would  be 
prudent. 

'And  for  networking,  we'll  use  Silly  String' _ 

Andy  Hafer,  director  of  information  management  at  Hydro  Agri 
North  America  in  Tampa,  Fla.,  has  equipped  his  office  with  a 
spiffy  new  system  for  helping  business  users  understand  the  com¬ 
plex  workings  of  SAP  R/3:  a  set  of  Legos.  To  show  how  different 
bolt-on  products  link  to  R/3,  Hafer  put  labels  on  various  Lego 
building  blocks  and  attached  them  to  a  base  plate  that  represents 
the  SAP  software.  “We’re  not  actually  doing  our  architectural  de¬ 
sign  with  the  Legos,”  he  hastens  to  explain.  “It’s  more  of  a  visual 
aid  that  I’m  using  to  get  the  point  across.” 

Undressed  for  success _ 

Most  of  the  IBM  executives  gathered  for  last  week’s  AS/400  press 
briefing  in  New  York  were  dressed  in  Big  Blue’s  customary  con¬ 
servative  business  attire  —  but  not  John  Quarantello,  IBM’s 
AS/400  Java  chief.  Quarantello,  who  cruised  into  the  briefing 
sporting  a  loudly  striped  shirt  and  no  jacket,  quipped,  “Java 
means  cool  technology  . . .  which  means  I  don’t  have  to  wear  a 
suit.”  With  IBM  planning  to  make  the  AS/400  cool,  maybe  it’s  all 
the  other  executives  who  should,  er,  follow  suit. 

The  rumor  mill _ 

Apple  Computer’s  Rhapsody  OS,  the  erstwhile  replacement  for 
the  Macintosh  operating  system,  is  now  slated  to  become  the 
Mac  OS  X  server  this  fall.  The  born-again  Rhapsody  will  play  sec¬ 
ond  fiddle  to  the  newly  resurgent  Mac  OS  that  Apple  plans  to  de¬ 
liver  next  fall. . . .  Cabletron  Systems  is  expected  to  cash  in  on  the 
low  end  of  the  switch/router  market  with  two  new  low-cost  mod¬ 
els  this  week.  The  Rochester,  N.H.-based  vendor  will  debut  the 
SmartSwitch  Router  8000  (and  its  big  brother,  the  8600),  which 
will  cost  about  $250  per  port.  . . .  San  Francisco-based  start-up 
Cubus  in  the  next  few  weeks  will  launch  Reviewlt  AEC,  Internet- 
based  collaboration  software  that  lets  multiple  users  share  and 
discuss  designs,  revisions  and  project  documents  over  the  ’net. 
Cubus  was  founded  by  former  lead  engineers  at  Autodesk. 


Variety  reported  last  week  that  cable  network  TNT  will  pro¬ 
duce  Pirates  of  Silicon  Valley,  a  made-for-TV  movie  that 
focuses  on  the  early  days  of  Apple  Computer  and  Microsoft. 
ER’s  Noah  Wyle  will  play  Steve  Jobs,  and  Anthony  Michael 
Hall  (the  nerdy  kid  from  Weird  Science  and  The  Breakfast  Club) 
will  portray  Bill  Cates.  Too  bad  —  we  were  hoping  for  Macaulay 
Culkin  as  Jobs  and  Rick  Moranis  (Honey,  I  Bloated  the  Operat¬ 
ing  System/  as  Gates,  along  with  Ben  Kingsley  as  Andy  Grove, 
Clint  Eastwood  as  Jim  Barksdale  and  Jerry  Lewis  as  Larry  Ellison. 
News  editor  Patricia  Keefe's  role  is  sorting  through  your  news  tips 
and  tidbits;  E-mail  them  to  her  at  patricia_keefe@cw.com  or  call 
(508)  820-8183. 


Instead  of  just  storing  customer  data, 
give  your  decision  makers  the  whole  story. 


There  are  a  million  stories  in  your  customer  data — and  they’re  all  ready  to  be  sold.  With 
the  SAS  Data  Mining  Solution,  you  can  provide  your  sales  force,  department  managers, 
and  other  decision  makers  with  the  tools  they  need  to  gain  true  business  knowledge. 


Full  range  of  models 
and  algorithms 


Which  prospects  are  hot?  Or  not?  Which  target  groups  need  to  be  ignited. .  .or  simply 
delighted?  The  answers  are  revealed  with  the  SAS  Data  Mining  Solution.  It’s  the  only 
software  that  spans  every  facet  of  the  data  mining  process,  delivering  ease  of  use  and 
analytical  depth  in  a  single  package — one  that  draws  directly  from  the  award-winning 
SAS  Data  Warehouse. 

Just  point  and  click.  Decision  makers  don’t  have  to  be  statisticians,  or  database  experts, 
to  convert  very  large  amounts  of  data  into  immediate  competitive  advantage.  To  find  out 
more,  including  real-world  success  stories  and  an  interactive  demo  of  the  SAS  Data 
Mining  Solution,  visit  us  at  www.sas.com/datamine 


Maximize  your  data 
warehousing  investment 

Exploit  detail-level  data  to 
achieve  measurable  results 

Fully  Web  enabled 

Year  2000  compliant 


SAS  Institute  Inc. 


The  Business  of  Better  Decision  Making 


www.sas.com/datamine  E-mail:  cw@sas.com  Phone  919.677.8200 


In  Canada  phone  1.800.363.8397  SAS  is  a  registered  trademark  of  SAS  Institute  Inc.  Copyright  ©  1998  by  SAS  Institute  Inc. 


BBS 


ITS  $969.  IT'S  FROM  IBM.  Today,  you  can't  afford  not  to  be  an  e-business.  That's  why  we  designed  the  IBM  PC300GL.  It  starts  at  a  spartan  cost  of  just  $969*  And  remains 
cosi-eff:cient  over  time,  with  intelligent  new  management  features  built  in.  Plug  one  in,  and  you  can  turn  it  on  and  configure  it  remotely.  And  smart  software  helps  restore 
individual  hard  drives  in  the  event  of  system  irregularities.  The  IBM  PC  300GL.  You  can't  afford  not  to  learn  more.  Visit  www.ibm.com/ibmpc  or  call  1  800  IBM  7255,  ext.  4924. 


Intel®  Celeron™  processor  300  MHz  w/cache  /  32MB  memory  /  AGP  graphics  /  3.2GB  hard  drive  /  From  $969  (Monitors  from  $219) 


Pentium®  II  processor  333  MHz  /  32MB  memory  /  2MB  AGP  graphics  upgradable  to  4MB  /  3.2GB  hard  drive  /  From  $1,299  (Monitors  from  $219) 


(@  business  tools 


Iftsl  res*  .0!  pnce  tc  end  users  for  IBM  PC  300GL  model  6275-12U  ($969)  and  model  6275-44U  ($1299).  IBM  G-42  monitor  with  14’  screen  and  13.2*  viewable  image,  starting  at  $219;  monitor  shown  is  IBM  G-52  with  15'  screen  and  13  6'  viewable  image,  starting  at  $239.  certain  features 
-  .1  4>o.v  a-c  avai  able  for  an  additional  charge  Actual  reseller  prices  may  vary  MHz  denotes  microprocessor  internal  dock  speed  only,  other  factors  may  also  affect  application  performance  All  PCs  referenced  in  this  ad  include  an  operating  system  IBM  product  names  are  trademarks  of 
•nro' national  Business  Machines  Corporation  Intel,  the  Intel  Inside  logo  and  Pentium  are  registered  trademarks  and  Celeron  is  a  trademark  of  Intel  Corporation.  ©  1998  IBM  Corp.  All  nghts  reserved 
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